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Car Output Rises 
In Most Lines; 
Trucks Hit High 


Big 3, Rambler Add 
10,000 Units in Week; 
Pontiac Third for Year 


PECORD-BREAKING output at| 
Rambler, combined with six- 
day operations at five Ford and| 
two Plymouth plants, jacked up| 
U. 8. car assemblies to an estimated 
132,753 units last week. 

That compared with the 121,857 
cars turned out a week earlier, 
when assembly lines were idled 
in many plants for a half-day on 
Good Friday. Only 64,307 units 
were built during the week ended 
Apr. 5 a year ago. 

Commercial-car output also was 
in for an increase last week, jump- 
ing to a new high for the year. The 
estimated 26,048 trucks turned out 
in U. S. assembly plants last week 
topped the former high of 25,581 
units built during the previous 
week. It also compared with the 
16,916 trucks turned out during the 
week ended Apr. 5 last year. 
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EBAKER, working only five 





days, was the only maker to 
build fewer cars last week than the 
previous week. All other makers 
howed output increases over the 
previous week, with Rambler ris- 
ing to a new high of an estimated 
8,590 assemblies during the week. 
Its former high of 8,555 assemblies 
was set during the week ended 
March 21. 

Studebaker’s dip was from 3,704 
assemblies during the week ended 
March 28 to an estimated 3,693 
units last week. Last week’s out- 
put, however, still was better than 
three times the 1,084 units assem- 
bled during the week ended Apr. 5 

last year. 

Among the Big Three, General 
Motors, with all its divisions 
working five days, rose from 57,- 
827 assemblies a week earlier to 
an estimated 62,040 cars last 
week. 

Ford Motor, with only its Ford 
division showing any Saturday 
work, was up from 32,316 to 35,030 
units. Chrysler Corp., where Plym- 

outh worked six days in Detroit 
and Los Angeles, rose from 20,848 
to an estimated 23,400 assemblies. 
*” > = 


HEVROLET had all of its plants 

back on five-day schedules and 
led the industry with an estimated 
35,700 assemblies last week. This 
compared with 384,567 units a week 
earlier when two of its plants 
worked only four days. 

A breakdown of other GM di- 
visions showed Buick, also back on 
five-day operations, up from 3,828 
units the previous week to an 
estimated 4,546 last week. 

Cadillac was off from 3,379 to 

3,360 units, but Oldsmobile rose 

7,445 to 9,034 units and Pon- 
from 8,608 to 9,400. The Pon- 
upsurge also helped that di- 

vision move into third place in 
total assemblies for the year, As 
(Continued on Page 63, Col. 3) 
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Each U. S. Car Maker’s Share of Assemblies .. . 


First Quarter Output—'59 vs. ‘58° 


3 Months 
Output, 
1959 


100,258 
76,368 
23,890 

177,797 
18,728 
15,418 
41,899 


AMERICAN MOTORS ..... 
Rambler 
American 


CHRYSLER CORP. ..... 
Chrysler nianiasicnda 
DeSoto ... 

Dodge 
Imperial sidioeteneeincenianiinle 6,069 
Plymouth .... . 95,683 

FORD MOTOR .......... . 465,758 
Edsel ‘ . 13,734 
BPM Sevincnies svnudiiaeasvids 

Thunderbird ................. 18,461 
Lincoln 8,948 
Mercury ............ 44,353 


GENERAL MOTORS ...... 306,470 
Buick as sch tsetse 87,791 
Cadillac . 46317 
Chevrolet ..... 441939 
Oldsmobile .. 114,671 
Pontiac 115,952 


S-P CORP. .... 076 
Packard ‘ E : 
Studebaker . 50,076 


Total Cars, U. 8. 1,600,359 


AMC, S-P Tops 


By Martin L. Whitmyer 
Staff Writer 
ave maker production shares 
+% in the first quarter presented 
an interesting picture this year 


when compared with the first quar- | 


ter of 1958. 

While all makes except Plym- 
outh and Lincoln were up numer- 
ically, the big gainers in industry 
shares were American Motors, up 


Pct. of 
1958 
Total 


Pet. of 
1959 
Total 


6.26 
4.77 
1.49 


11.11 


3 Months 
Output, 
1958 


41,183 
31,410 
9,773 
157,650 
15,370 
10,856 
25,786 
4,637 
100,981 
337,681 
4,060 


—0.22 
—0.05 
—5.52 
—1.10 
—0.27 
—4.19 
—1.14 
+118 
+-2.36 
—0.09 
+2.45 
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75,225 
9,520 
1,127 
8,393 


1,238,695 


in 
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Spring U.C. Boom: 


Auctions 


Thriving 


As Volume Spurts 


By Robert M. Lienert 
Associate Editor 

“@PRING is really here,” chortled 
a used-car operator in Penn- 
sylvania last week, neatly summing 
up the current market in his own 

area—and in others as well. 
Used cars, which have consist- 
ently demonstrated more strength 


than have new cars thus Aar in | 


the 1959 model year, are fiying 
higher than ever right now. 

On the basis of field reports, 
March sales of uged cars neared 
1.2 million—one of the best monthly 
totals since early last summer. 

* * * 

N THE wew-car field, there have 

been some inconclusive indica- 


Output Gain 


| content with smaller shares afid|a year ago were Pontiac, up 1.18 


one make held even with its yéar- 
| ago slice. : 
! * 


4 
QGHOWING the biggest fercent- | 


age-point gains over/the first 
| three months of last y 

|two “compact” car 
|combined to take 9 
| total industry assemblies this year. 


up 2.94 per- 


2.94 percentage points; Stude- | 


baker, up 2.45; Pontiac, up 1.18 | 


and Ford, up 1.05. 

The big losers were Chevrolet, 
down 4.19; Plymouth, down 2.17; 
Oldsmobile, down 1.14 and Buick, 
down 1.10. 

> > * 
Oo’ A company basis, General Mo- 
tors, whose 1959 models were 
seen by many as the hits of the 
industry last fall, dropped 5.52 


| points, and all its divisions except 


Pontiac lost production shares. 
AMC, moving ahead with mod- 
els but little changed from 1958, 
gained 2.94 points; S-P gained 
2.36 with its new and compact 
Lark; Ford, accenting cars pro- 
portioned for people, rose 1.84. 
Chrysler, beset with supply short- 
ages due to a glass strike, lost 1.62. 
” 7 ~ 


TOTAL of 1,600,359 cars were 

assembled in the first three 
months, the highest achieved in 
two years and an increase of 29.2 
percent over last year’s 1,238,695. 
In 1957, 1,790,597 units were built 
in the first quarter. 

On a numerical basis, Stude- 
baker had the biggest percent of 
increase, followed by Edsel, Ram- 
bler and Thunderbird. Eleven other 
makes also increased their unit 
output. 

Eight makes were able to claim 
a bigger share of the industry total 
this year. Eight others had to be 
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Sales Testing the Edsel, Page 16. 


Truck market riding high, Page 24. 
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show the biggest gain, while 
Studebaker onthe strength of its 
Lark climbed 2.45 percentage 
points. 

Other makers who showed gains 
in percent+of-industry output from 


Factories Pushing 
Ineentives Aimed 
At the Salesmen 


By John K. Teahen Jr. 

Staff Writer 
ACTORY sales incentive pro- 
grams have taken on a new 
|look this year. The salesman is 
| king. 

It was a different story last year. 
The 1958 contests were aimed at 
dealers, and the awards took the 
form of cash rebates for meeting 
an assigned standard during a spec- 
ified period. 

The 1959 events favor the men 
who actually move the cars. 
Salesmen have been offered cash, 
U, S. savings bonds, merchandise 
and vacation trips in the eight 
contests staged since Jan. 1. 
The participating makes also 

have changed. General Motors 

salesmen have been involved in 

four contests this year, compared 

with none in 1958. 
” 
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CONVERSELY, Chrysler Corp. 
has yet to stage a 1959 sales 
contest. Last year, there was at 
least one Plymouth, Dodge, DeSoto 
or Chrysler program in effect at all 
times from Jan, 1 through the end 
of the model year. 

Completed contests this year have 
concerned salesmen for Rambler 
(Ambassador only), M-E-L division, 
Chevrolet car and; Chevrolet truck. 
Still in force are events for Pon- 
tilac, Buick and Ford truck sales- 
men and a new program for the 
staffs of M-E-L dealerships. 

The M-E-L contest, which ends 

(Continued on Page 8, Col. 1) 


percent of | 
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points; Ford division ‘(excluding 


Thunderbird), up 1.05 points; | 


Dodge, up 0.54 points; Thunderbird, 
up 0.53 points; Edsel, up 0.53 points, 
and DeSoto, up 0.08 points. 

Losing ground over the same pe- 
riod were Chevrolet, down 4.19 per- 
centage points from the first three 
months of last year; Plymouth off 
2.17 points; Buick, down 1.10 points; 
Oldsmobile, off 1.14 points; Cadillac, 
off 0.27 points; Lincoln, off 0.22 
points; Chrysler (excluding Impe- 
rial), off 0.07 points, and Mercury, 
off 0.05 points. 

> 

A numerical] basis, Studebaker 

was on top with a 496.6 percent 

increase over the first three months 

of last year, while Edsel made the 

second biggest gain, jumping 238.2 

percent over the January-March 
period of 1958. 

Other makers and their in- 
crease over the first quarter of 
last year were Rambler, up 143.5 
percent; Thunderbird, up 140.9 
percent; Dodge, 62.5 percent; 
Pontiac, 54.1 percent; DeSoto, 42 
percent; Ford division (excluding 
Thunderbird), 35.2 percent; Im- 
perial, 30.9 percent; Mercury, 26.7 
percent; Chrysler, 21.9 percent; 

(Continued on Page 59, Col. 1) 


Top Cars 


New-car registrations for one 
month, plus 29 states for Febru- 
ary: 

1959 
Pos. 

1—150,210 
2—138,463 
3— 39,306 
4— 36,757 
5— 35,661 
6— 30,477 

j— 29,749 
8— 16,879 
9— 15,746 
10— 13,559 
11l— 13,087 
12— 6,122 
13— 5,266 
14— 4,569 


1958 

Make Pos. 
Chevrolet 141,459— 1 
Ford 108,477— 2 
Oldsmobile 39,423— 4 
Pontiac 29,595— 6 
Plymouth 44,307— 3 
Rambler 13,082—10 
Buick 36,164— 5 
Cadillac 14,854— 9 
Mercury 15,022— 8 
Studebaker 4,759—14 
Dodge 15,487— 7 
Chrysler 8,297—11 
Edsel 6,535—13 
DeSoto 6,807—12 
15— 3,573 Lincoln 3,970—15 
16— 2,041 Imperial 2,494—16 

52,305 Misc. 27,145 
Total All Makes . 
593,770 517,877 


Further details on Page 52. 


|tions that a_spring sales upswing 
may be undér way. Observers, how- 
ever, are’ uncertain as to whether 
this will reach boom proportions. 
Used-car men, on the other 
hand, have no time for debate. 
' They are too busy buying and 
selling. And right now. the for- 
| mer is a more difficult job than 
the latter. 

In discussing this virile used-car 
|demand, Tim Anspach, Albany, 
colorful dean of the auction oper- 
ators, said, “At this week's sale, 
|all of the boys sold out completely 
and were thumbing their way 
| home.” 
| The wholesale auctions, long con- 
| sidered a reliable barometer of the 
|used-car trade, have been indi- 
|cating a bullish market, 
| > * . 
| FRUT there may be an even more 
sensitive indicator. Quipped one 
| Midwest wag last week: “You can 
always tell how business is going 
by the kind of cigars that are fired 
up during the auction. 

“We've been getting a very 
good class of cigars lately.” 

A Midwest auction last week re- 
ported “prices and action the best 
of the year.” A steadily increasing 
supply of sharp cars was also 
noted, and was termed “a reflection 
of the brisk retail business in this 
area.” 

In the East, an auction operator 
said, “The car market is like the 
weather; both are beautiful.” 

A Southern wholesaler, remark- 

(Continued on Page 4, Col. 2) 


Good-Faith Law 
Is Constitutional, 


U. S. Judge Finds 





By Maynard M. Gordon 
News Editor 


A FEDERAL judge ruled for 
the first time last week that 
the Automobile Dealer Franchise 
Act of 1956 is “not unconstitu- 
tional.” 

Judge Ralph M. Freeman, of 
U. S. District Court in Detrox, 
also ruled that the public interest 
could be harmed by violations of 
the statute, commonly known as 
the good-faith law. 

The judge handed down his opin- 
ions in a brief order rejecting a 
Chrysler Corp, challenge of the 
constitutionality of the law. 

The order denied a Chrysler mo- 
tion to dismiss a $480,000 lawsuit 
by Jim Kelly, Inc., former DeSoto- 
Plymouth dealer in suburban Rose- 
ville, Mich. 

* ” ~ 

Coomm. for Chrysler indicated 

that the constitutionality issue 
would be raised. again when the 
Kelly case goes to trial. It was un- 
likely that Judge Freeman’s order 
would be appealed to the Fifth 
Circuit Court of Appeals prior to a 
District Court trial. 

Judge Freeman's order did not 
explain why he came to the con- 
clusion that the good-faith law was 
“not unconstitutional.” He con- 
ducted a hearing on the Chrysler, 
motion in January and questioned 
company attorneys closely on their 
views. 

The District Court order was a 
clear-cut victory for I. A, Capizzi, 

(Continued on Page 4, Col. 1) 
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Metropolitan Areas Studied... 


NADA Blasts Rise in Misleading Ads 


EMBERS of NADA’s Advertis-|the areas involved in the survey, 


ing Ethics Committee surveyed 
ads from five metropolitan centers 
at a recent meeting. It turned out 
to be a frustrating and discourag- 
ing experience. 

Far too many of the ads con- 
tained the “same old false, mis- 
leading and deceptive claims,” 
according to Walter B. Cooper, 
committee chairman and a Chev- 
rolet-Oldsmobile dealer in Fort 
Collins, Colo. 

Frank H. Yarnall, Chicago Chev- 
rolet dealer and a former NADA 
president, declared that a number 

of the ads included appeals that 
were exposed as false, misleading 
and deceptive several years ago. 
= * > 

HOSE three indictments—“false, 

misleading and deceptive’— 

were used by every committee 
member who commented on the ads 
studied. 

Committee Member William H. 
Mitchell jr. (Chevrolet), Waltham, 
Mass., lamented, “Obviously, the 
dealers who used these ads had not 


asked the three questions NADA| Vill 


has advised all dealers to use in 
placing advertising.” 

The questions are: Is it true? 
Is is misleading? Will it build 
goodwill? 


The committee did not mention 


S-P Doubts Steel Tieup, 


But Stockpiles Anyway 


BIRMINGHAM, Ala. — Doubt 
that there will actually be a steel 
strike was expressed by Harold 
E. Churchill, president of Stude- 
baker-Packard, while in Alabama 
last week visiting with dealers. 
S. A. Skillman, vice-president and 
sales manager, accompanied him. 

Churchill said his company was 
providing for such an emergency 
as a strike by building up steel 
inventories to assure continuity 
of operation. He said also that 
S-P, now on a 53-hour week, soon 
would level back to a 40-hour 
week. 


but Yarnall implied that the un- 
ethical ads included offers of huge 
discounts and claims of exagger- 
ated savings and tradein allow- 
ances. 
* 
—- every mail brings 
Automotive News a collection of 
such advertisements. 


A Southwest Mercury-Edsel out- 
let declared 10 days ago: “Our West 
Coast buyers are in town this 
weekend. Therefore, we can and 
will allow up to $800 over local 
market value for your tradein.” 

Distress-merchandise ads are 
frowned upon by dealer associa- 
tions and factories, and prospects 
have become pretty well inured 
to them, But many retailers stick 
with them. 

In the South, a dealer declared 
that “38 new Oldsmobiles must go 


x * 


panted: “We must sell 100 new 


roll them on any reasonable 
deal.” 

A Texan had “100 new Oldsmo- 
biles to be sold this weekend re- 
gardless.” He added modestly, “No 
one can beat our deal.” 

The latter phrase has been con- 
|demned by dealer groups and 
| Better Business Bureaus from coast | 


to coast. 


* > 
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AoE prized gimmick is the | 
so-called “factory cost” or| 
“wholesale price” comeon. 
| In the Deep South, a dealer 
screamed that “459 new Chevrolets 
must go at factory cost.” The words 
“factory cost” were in two-inch} 
letters; the fine print mentioned a| 
“small handling charge.” 

The handling charge turned out 
to be $99. That’s a mighty skimpy 
profit, but it’s also far removed 
from “factory cost.” 

A dealer near the Mason-Dixon 
line said he was “unloading cars 
at our wholesale price,” then 
listed a Plymouth two-door sedan 








‘Live Better’ Sales Drives 
Open Today in 458 Cities 


By John E, Walsh 
Staff Writer 


DETROIT.— One of the largest 
concerted sales drives ever con- 
ducted in the auto industry—the 
“Live Better By Far With a Brand 
New Car” promotion—gets under- 
way today ‘Apr. 6) in 458 com- 
munities across the nation. 

The two-week campaign is 
sponsored by the Bureau of Ad- 
vertising of the American News- 
paper Publishers Assn. and is 
scheduled to close Apr. 18. 

Charles T. Lipscomb jr., ad bu- 
reau president, said the number of 
communities participating in the 
drive is double that for last year’s 
“Auto Buy” campaigns. 
“A considerable number of addi- 


| 
i 


tional markets not yet heard from | 
are expected to join in the promo-| 


tion,” he added. 
Lipscomb said almost 800 news- 


papers had ordered “Live Better” | 


organization and promotion kits| 
prepared by the ad bureau for use | 
in lining up dealer support of the) 


project. 

“Many thousands of car deal- 
ers have ordered commercially 
prepared point-of-sale display 
kits,” he said. 


In a statement urging support of | 


the promotion, NADA President H. 
L. Galles jr., said: 

“National promotions such as the 
‘Live Better By Far With a Brand 
New Car’ campaign, sponsored by 
the ANPA Bureau of Advertising 
set for Apr. 6-18, make substantial 
contributions to the public knowl- 
edge of the size and scope of the 
automotive industry. 

“The National Automobile 
Dealers Assn. salutes the news- 
papers of the country for their 

interest in behalf of the fran- 
chised new-car dealers. 
“Moreover, all those who com- 
bine to make the automotive indus- 
try a powerful segment of our 
nation’s economy—the manufactur- 


|ers, the dealers, the suppliers and 
the men and women who are the 
heart and mind of the whole busi- 
ness—are grateful to the sponsor- 
ing newspaper industry. 


“The success of such ventures 
depends on the cooperation of all 
parties concerned. We in NADA 
sincerely hope the franchised new- 
car dealers who participate will do 
so in a manner which will reflect 
honor and credit on our industry 


(Continued on Page 6, Col. 1) 


before Easter,” while a Southerner | 


DeSotos and Plymouths before Apr. | 


with heater at $179 down with 
a balance of $1,795. 

That’s a total of $1,974. A good 
price for a ’59 model, but is it the 
invoice price as the ad would lead 
the reader to believe? 

Extremely low downpayments, or 
no downpayment at all, are other 
types of offers that have been de- 
nounced by those who would clean 
up auto advertising. Such offers 
often are tied to chattel mortgages 
on furniture or other possessions. 

= * * 


A advertising experts also 
decry exceptionally low monthly 
payments, pointing out that they 
often involve balloon notes which 
the buyer may not understand. 
After the NADA committee meet- 
ing, Yarnall expressed the hope 
that Better Business Bureaus will 
step in and assist enforcement offi- 
cials in halting deceptive ads. 
“We were all very distressed at 
what we saw at our meeting,” he 
| declared. 
Another committeeman, J, M. 


i 


1. Our business depends on it, We| Allton (Ford), Columbia, Mo., com- | 


| mented, “It’s most unfortunate that 
|these ads are being used at a time 
| when the apparent need for them 
|is so slight. They are being used by 
3) 


(Continued on Page 62, Col 


Auto Credit Total | 
Leaps $68 Million 


February’s New Loans 
Top January Total 





WASHINGTON.—The volume of! 
auto credit outstanding went up by | 
$68 million in February to reach a} 
total of $14,223 million by the end 
of the month, the Federal Reserve | 
Board reported. 

It was the largest of three 
straight monthly increases after 

13 successive declines, The Feb. 
28 auto credit total remained $807 | 
million below the total for the | 
comparable date a year ago. 
| A hefty drop in credit outstand- 
jing on consumer goods other than 
j}autos led to a February drop in 
| total installment credit. The over- 
all total was $33,751 million on Feb. 
28, down $17 million during the 


month but $473 million above the} 


year-earlier total. 

The credit report gives every in- 
| dication that consumers who make 
| major purchases on credit are shift- 

ing their attention from such dur- 
able goods as appliances to autos. 
Auto loans extended in February 
| totalled $1,258 million, a gain of $10 
|million over the total for January 
|} and $244 million over the figure for 
| February of last year. 

Since these figures are un- 
adjusted for seasonal variations, 
such as the smaller number of 

(Continued on Page 62, Col. 4) 


Business Barometer 


Automotive News Economic Index — 


100.3 Percent of 
121.4 Percent of 


Auto Production 

Truck Production 

Auto Registrations—Year to date. . 

Truck Registrations—yYear to date. 

Steel Production—Tons 

Lumber Production—Board feet... 

Paperboard Production—tTons.... 

Soft Coal Output—tTons 

Oil Refinery Output—Borrels .... 

Electric Output—Kilowatt hours.... 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 


Savings Deposits 
Used-Car Prices—Average 
Business Failures 


Common 
Stocks Apr. | March 25 1959 Range 
34Y, 43%-25%2 
59%, 62%,-50% 


57 59-50%, 


. 62% 





45Y_ 50%,-45 


$69,008 ,838,000 
Commercial and Industrial Loans $30,632,000,000 
$28,367,000,000 


Last Week 
Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 
89.9 129.8 
98.7 144.9 
waa 114.7 
121.1 
192.6 
108.9 
118.5 
101.4 
113.2 
109.1 
116.5 
117.1 
132.2 


25,564 
593,770 
85,369 
2,631 ,000 
249,119,000 
318,345 
7,700,000 
52,240,000 
12,709,000,000 
372,989 

137 

410.3 


100.0 
99.9 
104.0 
101.0 
99.9 
98.5 
101.3 
110.5 
99.0 


114.0 
100.4 
107.4 
110.9 

90.8 


101.8 
100.0 
101.7 
101.7 


$1,097 
297 


Common 
Stocks Apr. | March 25 1959 Range 
45 45% -39 5% 
35Y2 38%,-32Y, 
11% 15%-10% 


White 41% 43 -40% 
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NADA Chiefs Visit Detroit 
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Tour Automotive News— 


During visits to auto manufacturers in Detroit last week, NADA officers took time 
off to tour new headquarters of Automotive News. Studying bound volume of old 
issues are, from left: Arthur E. Summerfield jr., Michigan NADA director; First Vice- 
President Birkett L. Williams; Treasurer John H. Lander; President H. L. Galles jr., 
and Acting Administrator James C. Moore. Secretary A. E. White and Hanford 
Crockard, Industry Relations Committee chairman, also visited Detroit. The dealer 
leaders were in town to explore areas of cooperation with the makers. 


Ske 
Michigan Leaders Greet Galles— 

Conference room of Automotive News is scene for meeting between NADA Presi- 
dent H. L. Galles jr. and Michigan dealer leaders last week. Galles and other NADA 
officers toured new headquarters of Automotive News during Detroit calls on auto 


manufacturers. From left, Arthur E. Summerfield jr., Michigan's NADA director; Boyce 
Tope, executive vice-president, Detroit Auto Dealers Assn.; Galles, and Gilbert L. 


Haley, executive vice-president, Michigan Automobile Dealers Assn. 


U. S. Car Held Scapegoat 
For National ‘Guilt’ 


EAST LANSING.—The Ameri- | 
can-made car has become a public | 
“whipping boy,” according to Prof. | 
Aarre K. Lahti, of The University | 


of Michigan. 

The U-M designer spoke on 
“European Product Design—A 
Review of Training, Production 
and Marketing,” at the fine arts 
section of the Michigan Academy 
of Science, Arts, and Letters, 
meeting at Michigan State Uni- 
versity. 

“Today America is pervaded by a 
deep sense of guilt,” Lahti said. 
“Even before the explosive impact 
of Russian scientific and technolog- 
ical advances hit us between the 
eyes, we were subconsciously aware 
of our laxity and lag in education, 
science, research and human rela- 
tions. 

“When guilt pervades a people 
someone or something must be 
blamed. We will not blame our God 
and certainly not ourselves, so we 
blame a semi-deity, the American 
car.” 

Why pick on the car? 

Lahti explained: “All through 
history, man’s desire for mobility 
has transformed his transportation 
vehicles into semi-deities. To this 
day we hold horses in reverence 


Pontiac’s Oldest 
Sells Dealership 


ERIE, Pa—The world’s oldest 
Pontiac dealership closed its doors 
here Apr. 1, just 51 years to the 
day after it was first opened. Carl 
Longnecker, oldest Pontiac dealer 
in point of service, has sold his 
agency to Kimmel Pontiac, Inc., 
which will operate at a different 
location. 

Longnecker will be associated 
with the new firm, headed by 
William Kimmel, president; Ben 
Kimmel, assistant secretary and 
treasurer, and their father, Sam 
Kimmel, vice-president, 


and give them better treatment 
than we do most humans. Though 
the days of the chariot, the clipper 
ships, steamships and trains have 
passed and the jet is entering, the 
automobile is our personal symbol. 

“Expressing our resentment 
towards the American car, we 
talk about the economy of a 
small European car selling for 
about half the price of two 
American cars. The fact is, in the 
American car you get more value 
for every dollar than you get or 
have gotten in any other con- 
sumer product.” 

What about the glamor of the 
European car? He said: 

“Take away from the European 
car the fact that it is ‘different and 
strange,’ take away the snob appeal 
and look at it as design. It’s badly 
designed; it’s clumsy and awkward.” 


Senators to Quiz 
Industry, Unions 
On Steel Prices 


WASHINGTON.—Four top men 
in the auto and steel fields last 
week were asked by the Senate 
Antitrust and Monopoly Subcom- 
mittee to give their views on a bill 
requiring their industries to justify 
price increases, 

The men are: 

Frederic G. Donner, chairman of 
General Motors; Roger Blough, 
chairman of U, S. Steel; Walter 
Reuther, president of the United 
Auto Workers, and David J, Mec 
Donald, head of the United Stee 
Workers Union. 

The requested views will be on 
the price-notification bill intro 
duced by Senator Joseph O’Ma 
honey, Wyoming Democrat, 

The hearings are scheduled t 
begin Apr. 22, according to Senatof 
Estes Kefauver, Tennessee Demo 
crat, chairman of the subcommit 
tee. 
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by Robert M. Finlay 


HE other day we heard an auto 

executive say that when he 
entered the auto business in 1932 
talk of small cars dominated the 
industry. 

So we turned back a few pages 
of Automotive News to read about 
it, He was right, in a way. The talk 
was about small cars—small by 
today’s standards. 

But the cars weren’t big, get- 
ting smaller. They were small, 
moving up to about the size 
touted for future compact cars. 

For example, in March, 1932, 
Ford announced the successor to 
the Model A—a car of 106-inch 
wheelbase, up from 103. The frame 
was about 13 inches longer and the 
overall length 27 inches longer than 
the Model A. Brake horsepower 
was up from 40 to 50 on the four. 


New V-8, at 65 horsepower, also| 


was announced with a base price 
of $460 for the roadster, The four 
was $410. 

Chevrolet immediately cut the 
price on its six $30 to $445, Both 
Ford and Chevrolet had sedan 
models at $590. Top price model 
was the landau phaeton at $625 
for Chevrolet and $650 for the 
Ford 8. 

Plymouth announced 
models, too, with its wheelbase 
going up from 109 to 112 inches. 
Price was cut from $535 to $495 on 
the roadster. Chevrolet wheelbase 
in those days was 109 inches. 

There was a lot more variety 
in those days. The Austin wheel- 
base was 75, Buick had models 
from 114 to 134, Cadillac from 
134 to 149, Chrysler from 116 to 
146. 

_Now the Chevrolet is 119 inches, | 


Detroit Dealers 


Slate °60 Show | 
| 


For February 


DETROIT. — The 1960 Detroit 
Auto Show has been scheduled for | 
Feb. 6-14, according to Al Briggs, | 
president, Detroit Auto Dealers 
Assn. For the fourth year, the 
exhibition will be held at the De- 
troit Artillery Armory. 


The Detroit show was held in| 
November last year, and the 1960 
event reportedly was delayed until | 
February to accommodate all Big 
Three models, including the new} 
smaller cars. 

Chicago’s 1960 show again will 
be held in January. 

Kendrick Brown, Dodge-Plym- 
outh dealer, has been appointed 
show committee chairman. 

Working with him will be: Wil- 
liam Lavigne (Rambler), James 
Mason (Dodge), John Ford (Ford), 
Arthur Sellgren (Buick), Ted Ewald 
(Chevrolet) and Boyce Tope, 
DADA executive vice-president and 
show manager. 
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| story. 





Ford 118, Plymouth 118, Buick 123 
to 126.3, Cadillac 130 to 149.8, Chry- 
sler 122 to 126. 


With the exception of the com- 
|} pact models—American at 100, 
| Rambler at 108 and Lark at 108.5— 
and the special Cadillac 75 Fleet- 
wood at 149.8, wheelbases range 
today from Ford’s 118 to Cadillac’s 
130. 


” * 


A Rose Is a Rose 


T IS INTERESTING to note that 
in the early days Ford jumped 
from four to eight cylinders, while 
both Chevrolet and Plymouth were 
playing the six. 

Relate that to the start of the 
1959 selling season when Ford, 
which a few years before had 
brought out the most modern six 
in the business at a time when 
it appeared that buying interest 
had shifted solidly to 8s, began 
to smell like a rose as the whim 
of auto buyers took on an econ- 
omy tinge. 


oe 


| ly: “It isn’t absolutely essential that 
you be lucky in this business, but 
| it sure helps.” 

And a dealer in a different com- 
petitive line reports that the cen- 
tral office of his make has a team 
of head shrinkers visiting dealers 
| to find out how come Ford is doing 
so well. 
| oJ 

| Service for Security 


NCIDENTALLY, in glancing 
|= back to 1932, we came across an 
| Automotive News promotion—Serv- 
|ice for Security. Just last week 
|General Motors announced a pro- 
gram with a similar ring—Guard- 
ian Maintenance. 

Service, of course, was vital in 
| 1932 and is vital today. 

The GM program gives prom- 
ise of making quality service 
once again a competitive tool. 
The timing appears excellent. 
The public is likely to welcome 
such a move with open arms, 
pointing to industrywide adoption 
of similar programs. 

It is a natural for all who know 
that to keep outing you must serve. 





* * 


‘The Selling ions 


- THE 27-year-old copies of 
Automotive News we became 
entranced with this headline: 
The Indispensable Principle 
In Successful Selling 
The story suggested that it is 
only the amateur who thinks the 


|top salesmen are those who dom- 


inate the prospect. 

And it whetted the appetite by 
telling of the clerk who took over 
a direct mail campaign after his 
boss gave up and brought a rush 
of orders where there had been a 
trickle. 

And then there was the story 
of the door-to-door sales trainers 
who took green boys from the 
farm and taught them how to 


beat veterans by using the for- 


mula. 

The formula was presented in a 
booklet by Robert G. Gile, of the 
Gile Merchandising Bureau, and, 


| briefly, goes like this: 


1. First get favorable attention 
directed toward yourself and your 


2. Arouse interest in the story 
while finding out what the pros- 
pect is interested in. 

3. Create desire to have the 
benefits which possession of your 
product will bring. 

4. Convince the prospect that 
a you sell will bring those bene- 

ts. 

5. Ask him to buy. 


AUTOMOT. 9 x4 as. , 


One competitor commented wry- | 


mute -FRIL 6, 


Barton Saluted 
He Starts Third Decade 


With Dealer Group 


COLUMBUS, O.—John B. Barton 
is starting his third decade as ex- 
ecutive secretary of the Columbus 
Automobile Dealers Assn. Since 
March, 1939, he has served continu- 
ously except for a leave of absence 
during World War II, when he was 
with the Office of Price Adminis- 
tration. 

The association had 35 members 
when he joined it, and now its 
membership includes 41 new car 
and truck dealers. In the early 
stages of World War II, Barton 
was cited by the Federal Govern- 
ment for helping the Ordnance De- 
partment to recruit auto mechanics 
for the North African invasion. 

Barton has been manager of 
three recent auto shows, conduct- 
ed four voluntary safety inspection 
programs, has been a member of 
the Columbus Chamber of Com- 
merce highway committee and a 
Civil Defense planner. 

As a result of his efforts, the) 
Columbus association was awarded 


standing public relations services. 


an NADA citation in 1954 for out- | 


1959 
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ealer Management Series . 





New Financial Forms 
Issued by GM, Ford 


Eprror’s Note: This is the first 
in a series on the financial man- 
agement of a dealership. While 
the information is well known to 
some, it is presented for the bene- 
fit of newer dealers and others 
not familiar with accounting. 
This article discusses changes 
just made in the dealer’s finan- 
cial statement form by General 
Motors and Ford. Other articles 
in the series will explain the 
management information that can 
be obtained from the financial 
statement and accounting pitfalls 
encountered by some dealers. 

* * * 


By Kenneth C. Kelley Jr. 
Staff Writer 


ENERAL MOTORS has intro- 





form for its dealers and revamped 
|a number of accounting procedures. 





At Safety Session— 


Assn., is shown with Pennsylvania's new 


Highway Committee, at the PAA safety com 
* 





The automotive industry in Penn- 
sylvania has been commended for | 
spearheading a program to bring | 
the State’s vehicle-inspection sys- 
tem up to date. 

The praise was voiced by John 
Mazur, chief of the State Bureau 
of Highway Safety’s inspection 
division, at a meeting of the 
safety committee of the Pennsyl- 
vania Automotive Assn. 








In discussing how to use the 
formula, a sales leader explained: 

“I never talk about what I am 
selling until I have given my 
prospect all the time he wants 
to talk about himself.” 

A few carefully framed ques- 
tions about the prospect’s main 
problems, his needs and his desires 
bring the flow of information the 
salesman needs to tailor his story 
to the prospect’s frame. 


inspection regulations issued March 
1 by the Department of Revenue. 
It was the first revision of rules 
since 1956. 

Mazur reported that about 60 per- 
cent of the vehicles checked under 
the semiannual inspection program 
need some safety adjustments be- 
fore they can be approved. 

“Major defects are found in 
the braking, lighting and exhaust 
systems,” he said. “Correction of 
these and other defects through | 
our inspection system makes a | 
valuable contribution to safety 
on our roads.” 

He urged operators of the 11,500 
stations that inspect nine million 
cars yearly “to tighten up in areas | 
of inspection which can prove a 
safety factor in the operation of | 
motor vehicles.” 

E. W. Parkinson, PAA assistant | 
general manager, told the group | 
that 15 states now have inspection | 
programs and predicted that “some 
day there will be 50 states provid- 
ing this protection to their motor- 
ists.” 

He also said the association will 
continue to oppose the once-de- 
feated proposal to remove the 
tradein exemption from the sales 
tax. The bill also aims to boost the 
tax from 3 to 3% percent, 

“We’re not opposed to the pro- 
posed increase in rate of the sales 








HARRISBURG, Pa.— (UTPS) — | 


He reviewed a new booklet on | 





E. W. Parkinson (left), assistant general manager of the Pennsylvania Automotive 


State Police commissioner, Col. Frank G. 


McCartney (center), and State Senator George N. Wade, chairman of the Senate 


mittee meeting. 


Pa. Dealers Cited for Work 
To Update Inspection Code 


tax—that is up to the legislators,” 
Parkinson added. “All we want is 
to be treated fairly, and the pro- 
posal to remove the tradein ex- 
emption is certainly unfair.” 

| Senator George N. Wade, chair- 
|}man of the Senate Highway Com- 
| mittee, said additional State funds 
|are needed to match available Fed- 
(eral aid for highway construction. 
| “It certainly is our policy to con- 
serve taxpayer money to the fullest 
|}extent and we will continue to do 
so, but at the same time we want 
Pennsylvania highways to continue 
|as one of the leaders in the nation,” 
he added. 


On the House . 








this year... 


man who cover 
on bottom... 





Wemhoff 


duced a new financial statement | 


The moves are aimed at simplifying 
the accounting setup while making 
it more useful to the dealer, 

Ford Motor Co, also has in- 
stalled a new financial statement 
form for dealers while retaining 
the same accounting system, The 
Ford move, too, seeks simplifica- 
tion but also aims at making the 
financial statement a manage- 
ment tool for the dealer. 

The major change in the GM 
financial statement centers on ad- 
ministrative expenses. These are 
the expenses such as owner’s sal- 
ary, clerical salaries, legal fees and 
| contributions which cannot easily 
| be charged to any one department. 
The former GM financial state- 
| ment calied for these expenses to be 
divided among the profit-making 
departments in the same ratio as 
the direct expenses of each depart- 
ment bore to total expenses of all 
departments. 

* 

| FOR instance, using hypothetical 

figures, a dealership’s new-car 

department might have direct ex- 

penses of $25,000 in a given month 

in addition to the amount paid the 
| factory for new cars. 

The direct expenses of the used- 
car department might total an- 
other $25,000, those of the service 
department $40,000 and those of 
the parts and accessory depart- 
ment $10,000. This would be a 
total of $100,000 for departmental 
direct expenses. 

In this case, should the month’s 
administrative expenses total $10,- 
000, they would have been allocated 
in this way: New-car, $2,500; used- 
car, $2,500; service, $4,000, and 
parts-accessories, $1,000. 

These charges would have 
been deducted from the income 
of each department before the 
profit of the department was 
determined. 

On the new financial statement, 
an operating profit of each of the 
| four profit-making departments is 
| determined. These are totalled in 
an “operating profit or loss sum- 
mary” and the full administrative 
charge is deducted before arriving 
at the operating profit of the deal- 
ership. 

Under the new system, each 
profit-making department has an 
|operating profit arrived at by de- 
ducting cost of products sold and 
direct expenses from net sales. 

* . > 

SING the same dealership ex- 

ample, the new system would 

work this way: 

New-car department sales, $600,- 
000; cost of goods sold, $500,000; 
direct expenses, $25,000—Operating 
profit, $75,000. 

Used-car department sales, $600,- 


* e 








000; cost of goods sold, $500,000; 
direct expenses, $25,000—Operating 
profit, $75,000. 


Service department sales, $700,- 
000; cost of goods sold, $600,000; 


(Continued on Page 62, Col. 4) 


From a net loss of $85 per new car sold in Feb- 
ruary, 1958, Chicago-area Ford dealers boosted the 
ante to a net profit of $63 per car this year. New 
and used vehicle gross profit rose from $270 to $277 
Dealers are being urged by various 
state associations to support the NADA-backed 
Dealer Reserve Bill (H. R. 4518) and to fight the 
Kennedy labor reform bill as inadequate .. . 
proverb (from Florida association bulletin): 


Chinese 
Sales- 
chair instead of territory always 


Saint John (New Brunswick) dealer group is 
45 years old; headed by James O’Brien .. . 


77 


percent of 1,542 businessmen surveyed by Dun €& Bradstreet 
believe second quarter of 1959 will show higher sales than com- 


parable period of 1958... 


Harry Fogle, Oilton (Okla.) used-car 


dealer, has invented a dripless hot dog bun; mold has been pat- 


ented... 
Rocky Mount, N.C. . 


Allan Mims, NADA director, plans to run for mayor of 


Tall drivers are having their day in various metropolitan dailies, 


condemning lack of headroom in 


resigned as field secretary of Chicago association .. . 


. Norm Prass has 
Chick Chatten, 


current cars .. 


a Ford dealer for 39 years, was feted by fellow dealers in Elkhart, 


Ind., upon his retirement , 





. Dick Hunt is representing imported 
cars in Buffalo association directorship. 


—Perre Wemuorr, Editor, 
Automotive News 


4 
Chrysler Plea Denied .. . 


AUTOMOTIVE NEWS, APRIL 6, 1959 


Good-Faith Law Wins 
Constitutional Test 


(Continued from Page 1) 


former Ford Motor Co, general 
counsel and attorney for Kelly. 
Capizzi had vigorously asserted 
the constitutional status of the 
good-faith law in extensive briefs 
prepared after Chrysler made its 
dismissal motion. 

Just preceding issuance of Judge 
Freeman’s opinion, Ford had joined 
Chrysler in challenging the validity 
of the law. The Ford arguments 
were prepared for a $4.8 million 
suit by Raleigh R. Leach Co., a 
recently terminated Ford dealer in 
Oakland, Calif. 

> 


LTHOUGH Sedee Freeman was 

the first Federal judge to dis- 
pose of a constitutional test of the 
good-faith law, he was not the first 
to decide a case under the act. 

In January, Judge R. J. Worten- 
dyke jr. issued a summary judg- 
ment in Newark denying claims for 
damages against American Motors 
by Staten Island (N. Y.) Motors, a 
former Rambler dealer 

American Motors had drafted 
a constitutionality challenge as a 
secondary defense, but the judge 
ruled against Staten Island Mo- 
tors on the merits of the case and 
found it unnecessary to decide 
constitutional questions. This case | 
is not to be appealed. 

Chrysler had argued in the Kelly 
case that the good-faith law im- 
pairs its freedom to contract by 
preventing it from obtaining con- 


tractural obligations from dealers 
> > > 


HRYSLER also had complained 
that it was impossible for one 
party to a contract to guarantee 
the other party “freedom from 
coercion, intimidation, or threats of 


Sticker Removal 
Laid to Three 


Phoenix Dealers 


HOENIX, Ariz.—Two imported- 

car dealers and a used-car re- 
tailer have been charged with 
violating the price-sticker law in 
the FBI's campaign against the 
removal of the Federal! labels from 
new cars. 

Charged were Gary Daymus, 
operator of International Motor 
Plaza; Robert C. Wallace, man- 
ager, Continental Imported Cars, 
Ltd., and Ben F. Willis, a used- 
car dealer. 

Byron E. White, a salesman for 
Wallace, also was charged with 
removing a price sticker illegally. 

Earlier, in Charlotte, N. C.,, 
Volkswagen Dealer Brown Mangum 
was indicted by a Federal Grand 
jury on eight counts of removing 


stickers from new cars. 
> > > 


THE Phoenix cases, Daymus 
claimed that the price label of a 
"659 Jaguar blew off and tore while 
the car was being driven. It was 
in the car's glove | 
when the FBI appeared, he said. 

Wallace and White were charged | 
with removing the stickers from 59 | 

Datsuns. 

Wallace said the car involved 
was a demonstrator. He said he 
believed he could remove the 
label because the vehicle was no 
longer a new car and could not 
be sold as such. 

White declared: “The auto is for 
my own personal use as far as I'm 
concerned.” 

Willis was charged with remov- 
ing the window tag from a ’59 

Chevrolet, 

“I bought the car,” he said, “so 
I thought I could remove the 
sticker.” 


oJ * = 
7 pean the law, the price label 
must remain on a new car 
until it is delivered to the ultimate 
purchaser. 

The ultimate purchaser is de- 
fined as the first person, other 
than a dealer purchasing in his 
capacity as a dealer, who buys 
the auto for purposes other than 
resale. 

The maximum penalty for remov- 
ing a price sticker from a new car 
before it has been delivered to the 
“actual custody and possession of 
the ultimate purchaser” is a $1,000 
fine or a year in jail, or both, 


coercion or intimidation,” 
ified in the good-faith law. 

Capizzi maintained that the sole 
right denied the auto producers was 
“the right to act in bad faith.” 

Judge Freeman indicated at 
the January hearing that public 
policy, as reflected by Congres- 
sional intent in enacting the 
good-faith law, was of greater 
import to him than the “letter of 
the contract” in a factory-dealer 
situation. 

Kelly has accused Chrysler of 
maldistribution practices in 1956 
and 1957 which led the dealership 
to terminate its DeSoto-Plymouth 
franchise. He has contended that 
Chrysler favored nearby dealers 
with more popular models than it 
could get. 

Jim Kelly, Inc. was established 
on Gratiot Ave. in Roseville by 
James W. Kelly on Oct. 4, 1956, The 
business was closed after two model 
runs early in 1958. 


as spec- 


‘Spring U.C. Boom: 
Auctions Thriving 


As Volume Spurts 


(Continued from Page 1) 
ing on the strength of prices even 
at the tail-end of the auction said, 
“Dealers bought almost everything 
in sight.” 


> . > 
UYERS now outnumber the 
consignors as the spring sell- 
ing season arrives,” said a Mid- 
Atlantic operator. 

“Every year and model was 
selling well this week, with buy- 
ers showing no partiality as to 
type of cars, but to conditions,” 
he added. “If it was the right 
kind of merchandise, prices were 
exceptionally strong.” 

Reported a Michigan auction: 
“Dealers are paying good prices for 
sharp cars and the demand is in- 
creasing daily for saleable mer- 
chandise.” 

“The market is very strong on all 


cars,” said a _ cnicagoan. 
> 


UYERS heey for cars,” was 

the report from New Bagland, 
while a New Yorker said, “Dealers 
bidding very sharply for good, 
clean merchandise.” The latter 
added that his sale last week was 
“red hot.” 

From a Pennsylvania wholesale 
market, the word was: “Sale tre- 
mendous; jammed with eager 
buyers and sellers.” 

A shortage of clean cars and firm 
or rising prices also were reported 
from wholesale centers in the Corn 
Belt, the Great Plains, the South 
and other points in the Midwest. 

The overall average price of used 
cars sold at wholesale auction last 
week was $1,097, up $18 over the 
previous week and $108 over the 
same week a year ago, according to 
AUTOMOTIVE News’ index. 


| 
| 
| 


| 
| 


Stop and Swap— 


In what promises to be the biggest auto trading event ever undertaken by a dealer 
association, the Chevrolet dealers of Northern California and Western Nevada have 


launched a six-week “Chevy Swappin’ Time” 


selling campaign. Ads have been sched- 


uled in 156 newspapers and nearly 6,000 spot announcements on 81 radio stations 
in the area. Window posters and colorful lapel badges for salesmen are also provided. 
Here, the ad committee is pictured with some of the campaign ammunition. From left 
are Fred Lemmon, Auburn; Ellis Brooks, San Francisco; Art Kenny, Vallejo; Paul Men- 
nenga, San Leandro, and Hanford Crockard, Berkeley. 


Research on Electric Auto 


Slated by AMC, Sonotone 


DETROIT. A joint long-range| 
development project to explore the | 
possibilities of a revolutionary elec- | 


tric automobile has been announced | 
president of | 


by George Romney, 
American Motors Corp., and Irving 
I. Schachtel, president of Sonotone 
Corp., Elmsford (N. Y.) electronics 
firm. 

“If this project is successful, 
it could open up a whole new area 
of automotive power,” Romney 
said. 

At present, 
of electric automobiles is the need 
for recharging the batteries after 
fewer than 100 miles of travel. 


Aim of the new AM-Sonotone| 
is to} 


project, its backers said, 
develop an electrical powerplant 
which would be constantly re- 
charged during operation by a gen-| 
erator operated by a small high- 
performance engine. Similar experi- 
mental powerplants tried in the 
past have failed because of ex- 
cessive battery size and weight, 
capacity and short life. 

The “heart” of the vehicle proj- 


Leasing System 
Aided by Ford 
Revealed in West 


TUCSON, Ariz.—Holmes Tuttle 
Broadway Ford here is a member 
of a Ford leasing system in South- 
ern Arizona, according to Bob 
Drewer, dealership vice-president. 


It has been reported that Ford! 
is affording dealers in-| 


Motor Co. 
terested in leasing an opportunity 
to obtain basic knowledge about 
entering, establishing and running 
a leasing business. 

The help includes forms, promo- 
tional aids, accounting procedures, 
standard lease forms, and other 
pertinent and detailed information. 

Drewer announced his interest in 
leasing earlier this month. 





Metropolitan Adds Exterior Trunk Lid— 


Several functional changes have been made in American Motors’ imported Metro- 
politan 1500 models, including a new outside trunk lid, side window vents, a new 
seat-adjustment mechanism, improved seat cushioning and larger tires. The present 
trunk access through the folding rea- seat-back is being retained. The Metropolitan, 


available in hardtop and convertible models, is produced in England. East Coast 


and Gulf Coast p.o.e. prices are $1,672.60 for the hardtop and $1,696.60 for the 


convertible. 


the chief drawback | 


ect will be a sintered-plate, nickel- 
cadmium battery like those used 
in missiles and jet aircraft. This 
type of battery, first produced in 
the U. S. by Sonotone, is smaller 
and lighter than conventional bat- 
teries of comparable energy output. 


While it costs substantially 
more to produce, Schachtel said, 
it can withstand great overloads 
or surges of power and can be 
recharged in a fraction of the 
time required by conventional 
batteries. It has a long life and 
the original battery is expected 
to last the life of an electric auto, 
| he said. 


Under the joint project, research 
work will take place at plants of 
| both AMC and Sonotone. 


| Romney cautioned that the pro- 
|gram, which could take several 
years, might not result in a vehicle 
which would prove feasible and 
economical, but “we decided to 
launch this development project to 
see if a more efficient automobile 
might result.” 

Romney said the research pro- 
gram will seek answers to the 
fundamental questions of cost, econ- 
| omy of operation, performance, ve- 
|hicle size and weight and others. 

> 7 > 


Coast Power Company 
Testing Electric Car 


SPOKANE.—An electric auto 
with a driving range of 100 miles 
plus and speeds of 50 miles an hour 
|is getting attention from the Wash- 
ington Water Power Co. 

The car, priced from $1,500 to 
$2,000, will have an average oper- 
ation cost of from $4 to $7 a month, 
according to Albert Gruber, tech- 
nical analyst for the company. 

The company built its own dem- 
onstration electric car several 
months ago, then ordered three 
more built by two manufacturers. 
The power company is planning to 
install facilities for charging the 


cars at garages and parking lots) 


in the Spokane area. 


The demonstration mode] will 
have a charger that can be plugged 
into any 110-volt outlet, Gruber 
said, and is designed to be re- 
charged in the owner’s garage each 
night. 


Top Trucks 


New-truck registrations, one 
month plus 28 states for Febru- 
ary: 

1959 
Pos. 

1—31,547 
2—24,281 
3— 7,065 
4— 7,044 
5— 4,866 
6— 2,841 
I— 1,476 


1958 
Pos. 


23,423— 1 
19,471— 2 
10,344— 3 
5,347— 4 
4,126— 5 
1,944— 6 
1,171— 8 
1,182— 7 
513— 9 
350—10 
90—11 
2,519 


Make 
Chevrolet 
Ford 
Intl. 

GMC 

Dodge 
Willys 
Mack 

White 
Studebaker 
Diamond T. 
Brockway 
Misc. 


Total All Makes 
85,369 710,480 
Further details on Page 52. 


Makers Build Up 
Steel Supplies 


Auto Men Hedge 
On Strike Threat 


By Frank Gawronski 
Staff Writer 
i automobile industry is build- 
ing up steel stocks as a precau- 

tionary measure designed to mini- 
mize the effects of any steel strike. 

It is not a foregone conclusion 
that there will be a steel strike. 
However, most qualified observers 
feel that a deadlock is a virtual 
certainty when the three-year labor 
contracts expire June 30. 

The possibility of the steel strike 
rests on the demands 
the United Steel- 
workers Union 
comes up with after 
its policy committee 
meets Apr. 30. Ne- 
gotiations with the steel industry 
| are scheduled to start May 18 in 
| New York. 
| David J. McDonald, Steelworkers’ 
president, already has indicated he 
will seek “substantial” wage in- 
oo higher pensions and un- 


employment pay and other fringe 


| benefits. 

The union also appears ready to 
demand some spread-the-work 
plan when it negotiates a new 
contract, The proposal may take 
the form of a three-month paid 
vacation every five years or a 
shorter work week, The union’s 
aim is to create more jobs for 
the 200,000 Steelworkers now un- 
employed. 

The steel industry has indicated 
it will “strongly resist” if the Steel- 
workers make excessive demands in 
its wage negotiations. 

In the face of a possible steel 
strike, auto makers are stockpiling 
enough steel to supply their needs 
during all but a long, drawn-out 
strike. 

Ford Motor Co. and General Mo- 
tors Co. have confirmed that they 
have taken the possibility of a 
strike into consideration in their 


steel orders. 
> >= 


Buy Steel for °60 Models 


atta would be specific as 
to how big a steel inventory 
they will keep on hand, but it_is 
expected that they will have enough 
to finish the 1959-model run and 
probably begin the 1960-model run. 

L. L. Colbert, Chrysler Corp. 
president, last week said his firm 
has enough steel on hand or 
ordered to complete this year’s 
models and take care of the first 
45 days of Chrysler’s 1960-model 
run. 

Colbert added that the steel fig- 
ures did not take into consideration 
the possible introduction of a new 
small car this fall. If that comes 
to pass, he said, the estimates 
might have to be revised. 

“I don’t know if there will be a 
steel strike,” Colbert said, “but if 
there is, it will be over by Novem- 
ber.” 

Colbert said that all manufactur- 
ers who depend on the steel in- 
dustry are taking measures to 
make sure they won't be pinched 
too badly by a strike. 

(Continued on Page 62, 


Col. 1) 





Elected and Selected— 


R. S. Hicks, left, Decatur, newly elected 


ot 


president of the Alabama Automobilex 


Dealers Assn., congratulates Don Drennen 
st., Birmingham, who was selected “Mr 
Automobile Dealer of Alabama” for 1959. 
Hicks and Drennen received the honors al 
the association's annual convention if 
Birmingham. 
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If a strike starts July 1, it would g@ 
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Burning up cigarettes 
won't bring them back! 





m- They said they’d be right back. It’s been too long now... they’re shopping elsewhere. 

— They liked the car, the price, and the trade-in allowance. Then Why? Because 

a they were only “half sold”! Car selling is one half of the deal... car financing the other 
as half. Be sure that you do a complete selling job and offer your prospects Associates 


_ Pleasant Purchase Program, the most complete financing and insurance plan available. 
Let Associates delay-free approvals make that car available when your prospects 

are ready to buy... help you clinch more one-stop car sales. Better call the man 
from Associates for full information now. 


Re ee 
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ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO, 
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Kickoff in 458 Cities... 
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‘Live Better’ Sales Drives Open 


(Continued from Page 2) 


and through their services bring 
safety, convenience, comfort and 
economy to the motoring public.” 

The Chicago promotion opened 
last Saturday (Apr. 4) and will 
run an extra day. 

A highlight of the Minneapolis 
drive will be a bonfire for “junk- 
ers” on Thursday (Apr. 9). It is a 
safety measure designed to “get as 
many mechanically unsound cars 
off the highway as possible,” said 
Harold Larson, president of the 


Minneapolis Automobile Dealers 


Assn. 


He said each association member 


will contribute one or more cars 
taken in trade and which can’t be 
retailed because of age or mechani- 
cal condition. 

During the campaign in Bur- 
lington, Vt., the Burlington Free 
Press will give special recognition 
to the Vermonter driving the 
oldest car to work daily, the old- 
est person driving a car every 
day and the person who has 


owned the largest number of 
cars. 

State Senator Tennyson Guyer 
was the speaker at a kickoff break- 
| fast for salesmen held today by the 
Toledo Automobile Dealers Assn. 
He is public relations director for 
Cooper Tire & Rubber Co. 


Cleveland Dealers Join 


‘Live Better’ Promotion 


CLEVELAND.—The Cleveland 
Automobile Dealers Assn., which 
concluded its own sales drive 
two weeks ago, has climbed 
“Live Better” band- 





| aboard the 
| wagon. 
| ©, T. Mack, CADA president, 
| urged members to join the “Live 
Better” promotion “to keep alive 
the impetus started by our drive.” 
During the 10-day “Price Is Right 
| —Right Now” campaign, sales 
| were double those in the previous 
| 10-day period, Mack had an- 
| nounced. 





Roland R. Postel, the ad bureau’s | 


| Biddeford, Me.; 





national automotive sales manager, | 


was among the speakers at a kick- 
off dinner last Thursday (Apr. 3) 
in Ottawa, Ont. 

A demonstration ride in a ’59 
model for every Milwaukee adult 


who hasn’t ridden in one is the | 


goal of 76 Milwaukee dealers. 


“There also will be special dis-| 
|plays of new cars at the major 
shopping centers and many of the| 


dealers will run contests with 
major prizes,” 
rett, chairman of the dealers’ pro- 
motion committee. 


Cities in which campaigns were | 


organized during the past week in- 


| clude: 


Abilene, Tex.; Albion, 
toona, Pa.; Amarillo, Tex.; Arling- 
ton, Va.; Ashtabula, O.; Atlantic, 
Ta.; Bartlesville, Okla.; 
La.; Bay City, Mich.; Batavia, N. 
Y.; Bayonne, N. J.; Bemidji, Minn.; 
Blackwell, Okla.; 
Bridgeport, Conn.; Bucyrus, O.; 
Camden, Ark.; Cape Girardeau, 
Mo.; Carbondale, Pa.; Carroll, Ia. 
Chickasha, Okla.; Coffeyville, 


said Fred E. Bar-| 


Mich. ; | 
Alexandria, La.; Alliance, O.; Al-| 


Bastrop, | 








Late Report... 


Used-Car Market 


Paced by exceptional strength in current models, the overall aver- 
age price of used cars sold at wholesale auction last week rose $18 
to $1,097, according to Automotive News’ index. 


The average price of ’59s, according to auction reports, went up 


$266. All other models declined, 


with losses amounting to $38 on 


52s, $30 on 58s, $20 on 55s, $17 on ’56s, $11 on 53s, $3 on ’54s and 


$1 on ’57s. 


New .low prices were established for ’57s, ’56s, ’55s, 54s and ’53s. 


At a group of representative auctions last week, the average con- 
signment was 240.4 units, compared with 266.1 a week earlier. The 
sales ratio rose to 72.0 percent from 68.3 percent the previous week. 


Auction reports begin on Page 44. 


Kans.; Columbia, Tenn.; Colum- 
bus, Ga.; Conneaut, O.; Conroy, 
Tex.; Corpus Christi, Tex.; Coun- 
cil Bluffs, Ia.; Defiance, O.; Deni- 
son, Tex.; East St. Louis, IIL; El 

Dorado, Ark.; Elgin, TL; Eliza- 
beth City, N. C.; Ellwood City, 
Pa.; Elyria, O.; Endicott, N. Y.; 
Estherville, Ia.; Faribault, Minn.; 
Fayetteville, Ark. 

Fond Du Lac, Wis.; Fostoria, O.; 
Fredericksburg, Va.; Gadsden, 
Ala.; Geneva, N. Y.; Geneva, O.; 
Gloucester, Mass.; Gloversville, N. 
Y.; Greeley, Colo.; Greenville, Pa.; 


INOW E An Undercoating That 
INSULATES AS IT PROTECTS 


Opens 
~ & 


FOR ALL 


Big, New Market For You 


Nokorode 


UNDERCOATING 


CARS = New or Used... 


Easy to Apply... Your Mark-up 100% or More 


Cork, one of the finest of insulating materials, 
is a primary ingredient—41%—of this remark- 
able new undercoating. So effective is Lion 


Nokorode Cork 
eighth inch dry 


Undercoating that just one- 
film thickness applied to the 


underside of a car will decrease the heat loss or 
gain by 40%. That means added comfort... 
increased efficiency of both car heaters and 


air conditioners. 


LION OIL COMPANY 


A Division of Monsanto Chemical Company 
Dept. AN-L, El Dorado, Arkansas 


lete information about Lion Nokorode Cork 
how it can increase my market and profits. 


Please send com 
Undercoating a 
No obligation, of course. 


Name. 


Street. 








Besides insulating, Lion Nokorode Cork 
Undercoating protects against rust... pre- 
vents squeaks and rattles... stops dust leaks 


...deadens road noises. 


Lion Nokorode Cork Undercoating is easily 
applied at about the average cost of conven- 
tional undercoating. Every car owner is a pros- 
pect. And your mark-up is 100% or more! 


Only Lion makes this new cork undercoating. 
Get in fast on this brand new profit opportunity! 


“Lio 


N OIL COMPANY 


A DIVISION OF MONSANTO CHEMICAL COMPANY 


EL DORADO, ARKANSAS 


+ 
: Ga. 
- 
. 
. 
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Greenville, Tex.; Greenwich, Conn.; 
Hickory, Pa.; Hobbs, N, M.; Hold- 
redge, Neb.; Hot Springs, Ark.; 
Huntingdon, Pa.; Huntington, W. 
Va.; Ironton, O.; Jamestown, N_ D. 

Jersey City, N. J.; Johnstown, 
Pa.; Kansas City; Kenosha, Wis.; 
Kinston, N. C.; Lacrosse, Wis.; 
Lakeland, Fla.; Lamar, Colo.; Lan- 
caster, Pa.; Laporte, Ind.; Leaven- 
worth, Kans.; Lebanon, Pa.; Lima, 
O.; McAlester, Okla.; Magnolia, 
Ark.; Manchester, Conn.; Marietta, 
O.; Marshall, Mich.; Marshall, 
Tex.; Maryville, Tenn.; Mason City 
Ta. 

Mexico, Mo.; Middletown, N. 
Y.; Milford, Mass.; Mount Ver- 
non, O.; New Castle, Ind.; North 
Adams, Mass.; Oelwein, Ia.; 
| Opelousas, La.; Olean, N, Y.; 

Ottawa, Canada; Owatorna, 
Minn.; Owosso, Mich.; Paris, 
Tex.; Parsons, Kans. 

Passaic, N. J.; Perry, Ia.; Pome- 
roy, C.; Pontiac, Ill.; Providence: 
| Rhinelander, Wis.; Ridgewood, N. 
| J.; Rome, N. Y.; Royal Oak, Mich.; 
Sharon, Pa.; Sioux City, Ia.; South 
Bend; St. Joseph, Mo.; Stamford, 
|Conn.; Steubenville, O.; Strouds- 
| burg, Pa.; Sunbury, Pa.; Tusca- 
loosa, Ala.; Union City, N. J.; 
| Wakefield, Mass. 

Washington, Ia.; Washington, O.; 
| Waterbury, Conn.: Waterloo, Ia.: 
| Waukesha, Wis.; Waynesboro, Va.; 
| Wichita, Kans.; Wichita Falls, 
Tex.; Williamsport, Pa.; Winches- 
ter, Va.; Winona, Minn.; Winston- 
Salem, N. C.; Ypsilanti, Mich. 


IH Truck Prices 
On New B Line 
Are Up 3 Pet. 


| CHICAGO.—At the press preview 
of its new B line here last week, 
International Harvester revealed 
| that prices were up about 3 percent 
|} over last year's A line. 
| Ralph M. Buzard, general man- 
ager of the truck division, said that 
the increase puts International in 
line with competition, which, he 
said, increased prices last year 
while International did not. 

Starting today (Apr. 6), IH is 
launching two weeks of sales con- 
|ferences with dealers in its 48 
districts, 
Since the end of the strike at its 
plants 11 weeks ago, International 
has produced 33,000 trucks, Buzard 
said. 

The new line includes three V-8s, 
ranging in horsepower from 155 
to 197. (Line story on Page 24.) 








Denver Dealers 
Expect Record 
75,000 at Show 


DENVER.—A record turnout of 
more than 75,000 visitors is antici- 
pated for the 47th annual Denver 
auto show which opens a six-day 
run today (Apr. 6) in the City 
Auditorium and Arena. 

More than 100 new domestic and 
foreign makes and 60 antique ve- 
hicles will be on display in the 
“Rush to the Rockies” show, ac- 
cording to Harry Williams, pres- 
ident of the sponsoring Metropoli- 
tan Denver Auto Dealers Assn. 

In Knoxville, Tenn., the first auto 
show in a quarter of a century was 
a week-long outdoor spectacular 
staged in the parking lot of Sears, 
Roebuck & Co., co-sponsor with 
the Knoxville Automotive Trades 
and Allied Industries Assn. 

The Albuquerque (N. M.) New 
Car Dealers Assn, has announced 
that its 1960 “All-American Auto- 
mobile Show” will be held Feb, 1% 
21 in Tingley Coliseum at the State 
Fairgrounds. 













You don’t have to wait for tomorrow 
to profit from today’s 


exploding = compact car market... 


NOT IF YOU SELL 
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RAMBLER DEALERS CAN SELL te @ Rambler Is No. 1 In The Compact Car Field — The 


Fastest Growing Segment Of The New Car Market. 
AN AMERICAN-BUILT CAR Sales Up 144% (Model Year To Date vs. Same Period 
. of 1958). 


LITTLE AS ’ 
FOR AS a @ Rambler Dealers Sell The Only Complete Line Of 
5 Compact Cars. 


; @ Rambler Dealer Average Profits Are 9 Times Those Of 
a The Industry As A Whole.* 


WOULDN'T YOU LIKE TO 
GO AND GROW 


WITH RAMBLER? 



















In Canada Write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 


enver “Profit As Percent Of Sales Based On Industry Operating Averages As Reported in Automotive News, February 23, 1959. 
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Makers Offer Cash and Prizes... 


*'59 Contests Aimed at Salesmen 


(Continued from Page 1) 


May 20, covers all new ’58 or ’59 
Mercurys, Edsels or Lincolns in 
which the trade is a ’56 or ’57 
Mercury, Oldsmobile, Buick, De- 
Soto or Chrysler, or a 56, ’57 or 
’58 Lincoln, Cadillac or Imperial. 
For these deliveries, 


| aeons upon his volume class. 


There are ‘similar awards for 
sales managers who attain the 


| greatest percentage of target with- 
|in their groups during the first and 
|second months of the contest, and 
|bonuses of $100 to $500 for the 


the sales-| leading sales managers during the 


man gets a $25 bonus and the/| entire period. 


sales manager gets $5. 
* * + 


| 
| 


LL M-E-L dealers have been | 


divided into five groups (ac- 


cording to volume potential) and| 
have been assigned quotas. When | 


a dealership reaches 60 percent of | - 


its quota, the factory puts $25 into 
the salesmen’s bonus pool for each 
succeeding sale. 

For each delivery 
100 percent of quota, the factory 
adds $50 to the salesmen’s pool. 
The salesmen share this money on 
the basis of their individual deliv- 
eries. 

If the dealership exceeds its 


| 


in excess of | 


Thus a sales manager in the 
highest volume category can win 
$1,250 if his dealership tops 100 
percent of quota and also has 
the highest percentage of target 
for each month and for the en- 


|\Goodyear of Canada Ups 


Spencer, Berkinshaw 
TORONTO.—L. E. Spencer, for- 
mer executive vice-president, has 
been elected president and general 
manager of Goodyear Tire & Rub- 
ber Co. of Canada. 
R. C. Berkinshaw, former presi- 


quota, the sales manager will re-|dent and general manager, has 


ceive a cash bonus of $50 to $250,| been named chairman of the board. | 


Big Spender wa 





tire period, This is in addition to 
his bonus of $5 per sale. 

Pontiac salesmen are competing 
for merchandise prizes in an event 
that ends Apr. 30. Bonus points 
worth half a cent each are awarded 
for the seventh through the 32nd 
sale during the period. 

* cd ca 
— have been assigned | 
quotas and those who meet | 
their targets will receive the Knud- 
sen Trophy, named for the divi-| 

sion’s general manager. 

There also are cash awards of 
$400, $300, $200 and $100 for deal- 
ership sales managers in each of 
Pontiac’s 27 zones. Winners will be 
determined on a percentage-of- 
quota basis, 

The Pontiac program includes | 
awards for field personnel, start- | 
ing with the division’s assistant 
general sales managers for the | 
East and West areas. 

Regional. managers, zone officials | 
and district managers also can win 
the awards which are three-day 


SARAN FIBERS 


1,748 Ramblers Bought 
By U.S. for Military Use 


DETROIT. — American Motors 
Corp. announced that the Ord- 
nance Tank Automotive Com- 
mand has purchased 1,748 Ram- 
bler sixes for use at Army, Navy, 
Marine and Air Force installa- 
tions in the U, S. and abroad, 

Roy D. Chapin jr., general 
manager of AMC’s automotive 
division, said the contract was 
the largest single fleet-sale order 
from a governmental agency in 
the company’s history. The cars 
will be six-passenger four-door 
deluxe sedans, he said. 


trips to Miami, 
the men whose areas attain the 


highest percentage of their quotas. | 


In the Ford truck contest, 
salesmen can pick up merchan- 
dise awards of $30, $65, $100 or 
$150 by moving a specified num- 
ber of units in a two-month pe- 
riod which ends Apr. 20. The 
sales targets are six to nine units 
for exclusive truck salesmen and 
two to five for combination car- 
truck men. 

As a supplementary incentive 


. those who can afford the very best will never accept less than seat covers of SARAN. They 
nt the long-lasting beauty and comfort of luxurious SARAN fabrics . 
y colorful far longer and are woven to “breathe” for more comfort, summer and winter. 


. Quality fabrics that 


The most salable seat covers are SA RAN 


Bargain Hunter 


tear . . 


. . . the customer who counts every dollar he spends will quickly see how each dollar goes 
farther when he buys SARAN seat covers. Tough as it is beautiful, SARAN resists wear and 
. and it never sags or cups. A smart investment for careful buyers. 


Yes, America’s favorite seat cover fabric is time-tested SARAN. SARAN seat covers offer 
all customers the ultimate in value. Stock them, display dood ( Cake you'll see how profitable 
it is to sell what most people want ... SARAN. 


THE DOW CHEMICAL COMPANY - —, MICHIGAN 


lthe Automobile 


| during the final month of the pro-J 
gram, salesmen receive an addi<7 
tional $30 prize for their second and 
| each succeeding sale of a 600 Series } 
| medium truck, 
a 
UICK salesmen receive mer- 
chandise points for over-quota © 
| sales, 
|if a competing make is taken ing 
| trade. There are trophies for deal- 7 
lers and wrist watches for sales! 
managers if the dealership meets? 
its quota. The three-month contest} 
_ May 20. 


* * 


‘Licensing Bill 


‘Dies in Indiana; 


The trips go to|2 Solons Praised 


INDIANAPOLIS, — A dealer- 
| salesmen’s licensing bill opposed by 
Dealers’ Assn. of 
Indiana, died in the House last 
week. The bill, sponsored by the 
Indiana Independent Automobile 
Dealers Assn., failed to be called 
up for a necessary third reading. 

In a review of the legislative 
session, the ADAI praised the ef- 
forts of two dealer-legislators for 
the “protection of the trade’s in- 
terests.” 

Praised were Rep, John Earn-7 
shaw, Greencastle Ford dealer and | 
ADAI president, and Rep, Leo 
Nobbe, Batesville Chevrolet and 
Oldsmobile dealer. 

“Earnshaw kept this bill in his 
committee (bank), thus defeating 
its passage,” an ADAI bulletin ar- 
ticle said. “For this every dealer in 
the state owes him a debt of grati- 
tude.” 

Three other bills affecting the 
industry were signed into law but 
are not harmful, the ADAI said 


| They would: 


1. Authorize officers who have 


|impounded trucks for overweight- 
|limit violations to sell them after 





| 


60 days provided the fine has not 
been paid within 60 days. 

2. Give greater protection to 
\firms loaning money under trust 
receipts. In effect any borrower 


| selling out-of-trust would be guilty 


|of embezzlement and subject to 


severe penalties. 

3. Require the applicant for reg 
listration of any vehicle to show 
proof that he has paid all personal 
property taxes due on the vehicle 
he owned in the preceding year or 
that none is due. 


‘Ford Foundation 
‘Offers 2 Million 
Shares at $56.50 


NEW YORK.—Two million 
|shares of Ford Motor Co. common 
| stock owned by the Ford Founda- 
|tion have been offered for publie 
| sale at $56.50 a share. 

A nationwide syndicate managed 
| by Blyth & Co. is handling the 
issue, with proceeds going to the 
| Foundation, 

It is the second largest secondary 
distribution on record with a valué 
}of $113 million. The largest was 
lithe 1956 offering of 10.2 million 
shares by the Ford Foundation. Its 
| value was more than $657 million. 

Meanwhile, the Securities & Ex- 
change Commission announced 
adoption of a new rule which will 
aid the Foundation stock sale. 

Under the rule, groups like thé 
Foundation will be able to sell 
newly acquired shares without be- 
ing liable to court actions to re 
cover short-term trading profits. 

The Foundation will be able to 
convert nonvoting Class A stock 
into common stock and sell the 
latter in less than six months with- 
out being liable to recovery action 


Light-Duty V-8 Offered 
On Chevy 2-Ton Trucks 


DETROIT. — Addition of a 
light-duty V-8 engine option on 
Chevrolet 6000 Series two-ton 
trucks, except forward control 
models, has been announced by 
J. E. Conlan, national truck man- 
ager. 

The 283-cubic-inch, 160-horse- 
power engine is limited to trucks 
which do not exceed 19,000 pounds 
gross vehicle weight, he added, 
and is available only with four- 
speed transmission and either 
single or two-speed 15,000-pound 
rear axle, 

RE 


and the points are doubled = 4 











Dodge dealer 


says Stainless Steel trim 


boosts sales 


O’DANIEL MOTORS, INC., Louisville, Kentucky, has been 
in business since 1942 and has been selling Dodge since 
1956. This report is from Mr. Carl F. O’Daniel, President 
of the company. 


“About 75% of our customers are primarily shopping for 
good looks in a car. So Stainless Steel trim is an important 
feature right off the bat—it’s an eye-stopper. Stainless has a 
jewelry-like luster that can’t be matched by any other metal. 


“Customers will agree right away that the Stainless looks 
good—and we back that up right away by emphasizing that 
Stainless Steel trim retains those good looks. Its hardness 
enables it to resist dents and scratches. And it's solid 
Stainless Steel—the luster is as deep as the trim is thick. 


“People are already sold on the high quality of Stainless Steel. 
We just make sure that they're aware of the Stainless on the 
new Dodge. It's a real quality feature and we've found that 


at times it has meant the difference in closing a sale.” 
USS is a registered trademark 


United States Stee! Corporation—Pittsburgh 
American Steel & Wire—Cieveland 

National Tube—Pittsburgh 

Columbia-Geneva Stee!|—San Francisco 

Tennessee Coal & iron—Fairfield, Alabama 

United States Stee! Suppiy—Stee! Service Centers 
United States Stee! Export Company 


United States Steel 
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Capsule Comment 


General Motors is launching a nationwide drive to return | 
motorists to their new-car dealerships for service. 


It could be the greatest boon for dealers in many years. | 


Total imported-car dealerships continued to soar in 
1958, reaching 14,607 by year’s end, an AUTOMOTIVE NEws 
compilation shows. 


The number has climbed a fantastic 398 percent in 
two years. 





“Live Better by Far with a Brand New Car” sales cam- 
paigns will start today in more than 300 cities across the 
nation. 

Let’s hope dealers don’t forget a reasonable profit in 
their efforts to sell more new cars. 
* * + 


All areas of the nation are showing solid gains in busi- 
ness, Federal Reserve district reports reveal. 


It’s no boom, as some predicted, but it’s a lot better 
for the long pull. 
* * * 
Auto breakdowns jumped by 5.6 million during 1958, 
reaching a total of 60,497,000 calls for help, reports the 
AAA. 





Much, of the big increase is attributed to motorists 
stretching another year out of their cars. 
4 * ~ 


High horsepower and moderately high speeds do not pro- 
duce a higher accident rate on our nation’s highways, the 
Department of Commerce has told Congress. 


In fact, finds the D. of C., it’s the lower-powered vehi- 
cles that are associated with the highest accident rate. 


Coming 
Events 


Dealer Conventions 


Apr. 7—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Garden City 
Hotel, Garden City, Long Island. 

Apr. 9%—Annual Banquet, Rhode Island 
Automobile Dealers Assn., Sheraton- 
Biltmore Hotel, Providence. 

Apr. 13-17—20th Annual Convention, 
South Carolina Automobile Dealers 
Assn., Cruise to Nassau, Port of Em- 
barkation, Charleston. 

Apr. 26-29—North Carolina Automobile 
Dealers Assn., Pinehurst, N. 

May 2-4—South Dakota Automobile Deal- 
ers Assn., Sheraton Johnson Hotel, Rapid 
City, 

May 7-8—Joint 
and 
Louis. 

May 10-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 17-19 — Texas 
Assn., Hotel Texas, 

May 21-22—Oregon 
Assn., Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque. 

June 45—Pennsylvania Automotive Assa., 
Bedford Springs Hotel, Bedford, Pa. 
June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Whiteface Inn, Whiteface, 

m, Ue 

June 18-20—Automobile Dealers Assn. of 
Indiana, French Lick Springs. Ind 

June 21-24—Michiaan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 
Mich. 

Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Aug. 9%i1— Georgia Independent Auto- 
mobile Dealers Assn.. General Ogle- 
thorpe Hotel, Savannah. 

Aug. 23-24—Automobile Dealers Assn. of 
West Virginia Greenbriar Hotel White 
Sulphur Springs W. Va 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casver. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2I—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. 20-22—34th Annual Convention 
York State Automobile Dealers 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, 
Oct. 18-20—Florids Automobile 
Assn., Hotel Robert Meyer, 

ville. 

Nov. 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs 

. . * 


Auto Shows 

Apr. 412—internations! Auto Show, New 
York Coliseum, N. Y. 

Apr. 61!—Denver Auto Show, 
Auditorium, Denver. 

Apr. 10-12—Foreign and Sports Car Show, 
Duval County Armory, Jacksonville, Fla. 

Apr. 17-19—Cheyenne Automobile Show, 
Cheyenne. 

Feb. 10-13—1960—Automotive Service In- 
dustries Assn. Show, Colesium, New 
York City. 


convention of Missouri 
INlinois dealers, Chase Hotel, St. 


Automotive Dealers 
Fort Worth. 


Automobile Dealers 


New 
The 


Dealers 
Jackson- 


Denver 


General 

Apr. 16-18—Newport News-Hampton Auto 

Show, War Memories! Stadium. Hamp 

ton. Va. 

Apr. 1822—American Society of Tool 
Engineers’ Annual Meeting, Hotel 
Schroeder, Milwaukee. 

Apr. 26-30—Annual Spring Meeting Truck 
Operations Council, American Trucking 
Assn,. Leamington Hotel, Minneapolis. 

May 17-20—37th Annual Convention of 
the Automotive Engine Rebuilders Assn., 
Royal York, Toronto. 

May 25-28— Design Engineering Confer- 
ence and Design Engineering Show, 
Convention Hall, Philadelphia. 

June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, 8. C 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display. Milwaukee 

Auditorium, Milwaukee. 


30 Years Ago... 


The Big Stories 


General Motors reported a net income, after charges and Federal 
taxes, for the year ended Dec. 31, 1928, of $272,344,270 excluding the 
company’s proportion of the earnings and losses of subsidiaries. In- 
come in 1927 was listed at $238,319,009. 

The Oakland Motor Car Co. this week in 1929 announced the adop- 
tion of a national policy under which all Oakland-Pontiac dealers 
were asked to furnish a written guarantee with all reconditioned used 
cars. Under terms of the guarantee, parts were furnished free to re- 
place any found defective during the first 750 miles of driving, pro- 
vided the mileage was recorded within 30 days afte: sale. The car also 
could be returned within 48 hours after the purchase if it proves 
unsatisfactory, and the full price applied to any other car. 

Gasoline taxes collected by the various states may be deducted by 
payers of Federal income taxes, the Treasury Department ruled this 


week in 1929. 


Automotive Cartoon 


Of the Week 





“It isn't just a bunch of odds and ends dumped together, 
Johnson! That's ‘spring madness green'!” 


Letterbox 
‘Defense of Salesmen ... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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earnings, dealing with buyers that 
merit a product mainly by price 
and price alone, harassment from 
all the “experts” in other lines of 
work but know the automobile 
business better than the salesman, 
and, of course, there are many, 
many more. But we're not looking 
for sympathy, just justice. 

Skipping the “fly-by-night” type 
of salesman who is merely selling 
cars until] something else comes 
along, consider the man who makes 
automobile selling his profession, 
who is looked upon by his friends, 
neighbors and customers as a citi- 
zen in the community to know and 
respect. It would be a most refresh- 
ing experience to hear a comment 
from someone about the red carpet 
treatment he received in shopping 
for a car. 


How About a Kind Word? 


Just finished reading Mr. Brown's 
article of Feb. 23 concerning the 
low level to which automobile sales- 
men have sunk, There’s been such 
a rash of articles on this subject. 
I'd like to get in my two cents 
worth. 

I'm not an “old timer” in this 
business but I have been with the 
same dealership selling the same 
cars, DeSoto-Plymouth, for the past 
12 years. I'm not normally a letters- 
to-the-editor writer but I believe 
someone should come to the de- 
fense of the salesman, the automo- 
tive industry’s greatest asset. 

In Mr. Brown's travels through 
45 of New York’s dealerships and 
the treatment he received, one of 
two things is apparent. Either the 
entire dealer body of that city! Somewhere on this green earth 
needs shaking up or Mr. Brown | there must be a man who has found 
\walked in with his coat and hat/in buying an automobile that sales- 
}on backwards. manship is NOT dead or an art 

Ill admit there are a lot of men | that has long been lost—Bup 
selling automobiles that should be| oo_r, sales manager, Crowe Mo- 


in some other line of work but I) tors, Inc., 70 S. Rivers St., Aurora, 
| think that’s true in any profession. | 7) 
| But consider the plight of the auto Sov 


| . long hours, unstable \<Chinning’ About Imports 


|salesmen _ . 

Now that we can sit up to our 
typewriter without “chinning” the 
space bar, let’s consider our rides 
in small foreign cars. 
| Obviously, some of those cars are 
not designed for big Yankees but 
|for small foreigners. This can be 
| proven by algebra. Let “T” equal 
the effort to get into a small car. 
Then “try T and see;” and the 
|“personal equation” is solved! 
| We have read Dodge on the 
front of cars; on the small cars 
Duck should appear over the 
doors. About to enter one, we 
wish for a swivel-seat, the whole 
seat, all the way across. Then we 
could lie down, swing in, and sit 
up. It should work, with proper 
knee-action. Ours, not the car’s! 
The absence of safety-belts ig 
understood. In our low, squattin 


position, safety-belts would encircl 
(Continued on Page 13, Col. 2) 


—From the Files of Automotive News. 
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Some “selling” answers 
to questions 


Laminated “ss: 
Safety Glass (LSG) 


What’s the difference 
between LSG and other 
; automotive glass? 
LSG is literally a plastic-glass “sandwich”— 
two pieces of glass bonded together with a 
completely transparent tough sheet of plastic. 
This sandwich construction is easy to point out. 
Along any exposed edge of LSG, you will see 
a “line” running along the center of the edge. 
That “line” is the plastic interlayer. 
(No “line,” no LSG) 


Is LSG a new feature? 
No, it has been the 
: required windshield 
glazing on all American-made cars and trucks 
for many years. It’s the only type of safety glass 
that has a plastic safety layer bonded between 
two pieces of glass. Many cars, but not all, 
have LSG in their side-windows as well. 





, 


What makes LSG 

shatter-resistant? 

Some sharp object 

striking an LSG window 
or windshield might crack the glass but the pieces 
will adhere to the plastic interlayer instead of 
showering over the car’s occupants. 





What’s this about LSG 
= being an emergency 


ne / - exit? 
. Z \ a An accident could 


damage doors and 
windows and make them inoperative. In a case 
like that, you could crack an LSG window with any 
handy object—even your elbow or foot. Once 
cracked, the LSG window is no longer a rigid 
piece of glass. It will bulge out and a strong 
push can shove it right out of the frame. 


NRT 


_— —E 


® 
Monsan to does not make LSG, but supplies the 
plastic interlayer used in its manufacture. 
Monsanto Chemical Company, Plastics Division, 


Springfield 2, Mass. 
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Hoffman Offers $214 Million Stock... 


Secrets of a Volume Importer 


EW YORK.—Hoffman Motors} 

Corp., which distributes Fiat 
and five higher-priced makes, has 
set off a small financial bombshell 
by offering the public 250,000 shares 
of common stock. 


Rarely, if ever, has a new-car 
marketer sought to raise funds 
in this way. And outside of a 
Congressional hearing, seldom 
has a dealer given the public the 
insight into his operations re- 
quired of Hoffman by SEC reg- 
ulations. 


Selling price of the Hoffman 
stock will be $10 a share, with $1 
to be retained by the underwriters. 
Fifteen-cent quarterly dividends 
are planned. 

However, Corporation President 
Mark E. Hoffman, sole stockholder 
to date, will retain control of the 
business by a wide margin. He will 
continue to own 1,345,270 shares of 
Class B common stock. 

The preliminary prospectus for 
the offering bares details of Hoff- 
man finances and factory agree- 
ments, without once explaining 
directly why the company wants 
an extra $2% million. 

= = > 
OFFMAN MOTORS is not im- 
poverished. The company net- 
ted a profit of $1,564,013 last year, 
which amounted to 4.1 percent of 
vehicle, parts and service sales of 
$38,043,239. Net earnings in 1957 
were $1,122,648, which was 4.4 per- 
cent of the $25,211,338 sales total. 

The prospectus reveals for the 
first time that Studebaker-Packard 
paid Hoffman $1,441,223 two years 
ago for the right to import Mer- 
cedes-Benz cars. Hoffman sold 3,- 
O17 Mercedes-Benz cars in 1956, 
while S-P retailed 8,300 last year. 


With recent sales and profits 
on such a growth pattern, Hoff- 
man conceded in the prospectus 
that future uncertainties could 
burst the bubble. 


For example, it was disclosed, 
Porsche has served notice of ter- 
mination of its import relationship 
with Hoffman, effective July 31, 
1959. The sporty German car ac- 
counted for nearly 19 percent of 
Hoffman's 1958 business. 

Hoffman, however, contends that 
the Porsche agreement has been a 
satisfactory one and thus is auto- 
matically extended to 1964 Nego- 
tiations are continuing. 

> > - 


ns DOXIMATELY 61 percent of 
last year’s Hoffman sales went 
to the economy Fiat, which the 
firm distributes in 12 states on the 
East and West coasts, But Fiat is 
dissatisfied. 

Fiat has asked Hoffman to 
double the car’s penetration in the 
Hoffman distribution area from 7.6 
percent last year to 15 percent in 
1959. The Fiat distributorship 
agreement is renewable annually 
on the basis of “satisfactory repre- 
sentation” based on attainment of 
the penetration goal. 


Furthermore, Fiat has insisted 
that Hoffman spend more on 
advertising this year. Hoffman 
has agreed to plow unspent ad 
funds into Fiat promotion, as per 
request. 

Third make in Hoffman's collec- 
tion is Alfa Romeo, which accounts 
for 16.1 percent of its volume, Hoff- 
man last year distributed 2,337 Alfa 
Romeos, 2,373 Porsches and 16,576 
Fiats. Hoffman is required to buy 
a minimum of 500 Alfa Romeos a 
year. 

The remaining 4 percent of 
Hoffman's sales last year was 
Shared by Lancia, 321 units; Facel 





MR. SALES MANAGER! 


You'll find ST. CLAIR INN, just 50 
miles upriver from Detroit, THE 
place for good scales meetings! 
Ev you need plus resort 
atmosphere and complete control! 
Contact Creighton Holden or Mrs. 
Margaret Nelson. 


St. Clair inn and Country Club 
OPEN ALL YEAR .. . OM THE SCENIC ST. CLAIR RIVER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN « dial FA 9-2222 





Vega, 23 units, and BMW, 16 units. 
Each make has given Hoffman 
either a sales or production prob- 
lem. 

a - + 


ANCIA is requiring Hoffman to 


L accept delivery of at least 100) 


cars a month during 1959-60 and 


| at least 166 a month during 1961-63. 


Facel Vega, which Hoffman dis- 
tributes east of the Mississippi, 


specifies a minimum delivery of not | 


less than 200 cars a year through 
mid-1967, but this can be reduced 
if sales of 3%-liter-class cars fall 
off in the U. S. 

BMW, according to the pros- 
pectus, has not gotten into quan- 
tity production of the sports 
model especially designed for the 
American market, BMW also re- 
serves the right to make direct 
sales in the U. S., but will give 
Hoffman a “suitable commission” 
for each transaction. 

Of Hoffman's total sales last 
year, 5.5 percent went at retail for 
cash and the remainder was sold 


to more than 475 sub-distributors | 


and dealers. The prospectus re- 


vealed that all of Hoffman’s agree- 
ments with dealers and sub-dis- 
tributors are oral, except in the 
case of Fiat, where written dealer 
franchises have been adopted. 


Stock offering prospectuses are 


required to make note of any fu-| 
ture developments which may ad-| 
versely affect the company’s busi-| 
ness, and the Hoffman report is no | 


exception. 


The expected entry of the Big | 


Three into the smaller-car field 


|holds no terror for Hoffman, In-| 


deed, competition from other im- 
porters seems to be of more con- 
cern, 
> a + 

ae sales of foreign 

made automobiles in the U.S. 
have been increasing at a rapid 
rate, so also have the number of 
makes, the number of outlets for 


foreign cars, and the energy and| 
capital devoted to their sales pro-| 


motion,” the prospectus said. 
“While the company believes 

that its experience should enable 

it to continue to compete success- 


fully, it makes no representation | 


1959 








From Tire-Making Time 


NEW YORK.—Automation will 
enable U. S. Rubber Co. to reduce 
the time required to make a tire 
from 48 hours to less than four 
hours, according to Chairman H. 
E. Humphreys jr. 

Speaking to the New York So- 
ciety of Security Analysts, he said 
the new methods would save 44 
hours from the time raw rubber 
is fed into the process until the 
finished tire comes out. Hum- 


$950 million this year, compared 
with $871 million in 1958. 





| that it will necessarily continue to 
|hold or improve its present posi- 
tion in view of the increasing com- 
| petition, particularly from foreign 
| car manufacturers operating their 
|}own distributorships in the UV. S. 
“Based on the company’s ex- 
perience in competition with 
smaller American cars which 
have been introduced in the past, 
it does not believe that the imple- 
mentation of indicated plans of 
certain American manufacturers 
to enter into or increase their 
activity in the smaller car field 


U.S. Rubber to Cut Hours | 


phreys predicted record sales of | 


will affect the company signifi- 
cantly.” 

With apparent reference to the 
Hoffman-Porsche rift and the non- 
exclusive nature of the firm’s Fiat 
distributorship, the prospectus then 
warned: 

“The company . . cannot, of 
|course, represent that the fran- 
|chises it currently holds will be 
|renewed on their expiration on 
| substantially similar or other 
terms, or that, if not renewed, they 
will necessarily be replaced with 
| other lines.” 
| * * * 

N ADDITION to Mercedes-Benz, 

Hoffman also has handled 
Volkswagen and Jaguar since it 
was organized in 1947 with four 
employes at a single New York lo- 
cation. Its phenomenal sales growth 
(from 2,738 units in 1954 to 5,898 
lin 1956 to 21,826 last year) has 
|enabled it to expand property-wise 
|in the following pattern: 

Principal showroom, 443 Park 
Ave., New York, leased for $45,250 
a year. 

Additional showroom, 1739 Broad- 
way, New York, leased for $20,000 
a year, and service shop, 403-15 E. 
76th St., New York, leased for $67,- 
500 annually. 

West Coast showroom, 9130 

(Continued on Page 57, Col. 1) 


Special promotions give 
Texaco Dealers a big edge! 


Again this year, Texaco Dealers will hit the jackpot with Texaco’s annual Spring 


advertising-merchandising campaign—one of three giant promotions scheduled for’59. 


It features a Spring Safe-T check-up, and will influence motorists everywhere to see 


their Texaco Dealers—giving them a good opportunity to make permanent customers. 


TRAFFIC-BUILDING RECORD ALBUM OFFER! 


This new Benny Goodman album, with 11 great swing tunes, 
will bring motorists in for a Safe-T check-up and for the coupon 
that gives them this big $3.98 value for only $1.00. A similar 


success. It will build station traffic by plugging the special 


offer last year was a big traffic builder for Texaco Dealers 


everywhere. 


“SWING INTO SPRING’’ TV SPECTACULAR! 


Starring Benny Goodman, “King of Swing” and these big names 
of the entertainment world! Peggy Lee! Ella Fitzgerald! Andre 
Previn! Lionel Hampton! Shelley Manne! The Hi-Lo’s! This 
59 “Swing Into Spring” will out-do last year’s tremendous 


Record Album offer. It will bring car owners in for a Safe-T 
check-up ... and many will become permanent customers. See 
and hear the show yourself—tune in April 10 on CBS-TV! 


PLUS...A BARRAGE OF TV AND RADIO SPOTS! 
In addition to the “Swing Into Spring” send-off, there will be 


a round-the-clock program of TV and Radio spot announce- 
ments. Car owners will see and hear them at home, and hear 
them while driving. These broadcasts, too, will help to make 
new customers for Texaco Dealers. 
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The Last Mercer— 


Erwin L. Schwatt, author of comments 
C on imports in this issue's Letterbox, 


et 
is | 


In the Letterbox | 





the ankles. Dentists, 
the effects of “wheel-chatter” may 
recommend clenched teeth while 
driving to prevent injury to den-| 
tures. 

Dealers say foreign-car owners) 
become quite nimble and learn to 
appreciate the bending exercises 
employed by those using the rear 





of local chiropractors to car buy- 
ers, useful during the first 500 miles 
or after the Second black-plaster 
(whichever comes first). 

For parking lots catering to small 
cars, we suggest a “loading ramp,” 
a long, car-width platform about 
a foot high. With our car on this 
we could step down (to street level) 





shown at the wheel of the last factory- 
built Mercer racing car. At the time, the 
early ‘20s, he was an experimental en- 
gineer for Mercer Motors, Trenton, N. J. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 





Life, April 20 





American Legion, April 


as though the seat were a foot 
higher off the ground, similar to 
parking on the sidewalk parallel 
| with the curb and stepping down 
into the gutter. 

Entering would be facilitated 
| similarly, with the top of the 
| door effectively a foot higher, 
too. Parking a small car at gutter 





PLUS...ANOTHER DYNAMIC TEXACO “FIRST!I”"’ An estimated nearly 12 
million readers will see this unique full-color multiple-page ad in the Saturday 
Evening Post, April 18. It will sell hard for Texaco Dealers, helping to boost station 
traffic and profits. It is another Texaco first—a big “scoop” in the petroleum industry! 





Look, April 28 


PLUS...FULL-COLOR 2-PAGE SPREADS IN THESE 4 BIG NATIONAL 
MAGAZINES! These striking, compelling ads will be seen by an estimated 40 
million readers. They go into the homes of car owners—responsible drivers who 
want good products and efficient service performed with an eye to their safety. 
PLUS...BILLBOARDS! Thousands, on highways from coast-to-coast! They'll be 


seen at the most effective time—when the car owner is behind the wheel! 


PLUS...POINT-OF-SALE TRAFFIC BUILDERS! ¢ Colorful Window Stream- 
. selling the campaign and the car owner when he is in the station! 

Local Tie-in -Advertising—hard-selling newspaper ads and radio spot announce- 
ments, for Dealers to run over their names. 
PLUS...BIG CASH PRIZES FOR DEALERS! Cash prizes will be awarded 
Texaco Dealers who do outstanding jobs of getting new customers by tying-in with 


: oe 


the big Spring promotion! 











CO-OP ADVERTISING PROGRAM. In addition to these big national promo- 
tions, a wide variety of hard-selling newspaper ads, radio and TV spots, available 
to Texaco Consignees and Distributors. They are proved business getters. 


seats. All dealers should issue lists | 


Sunset, April 


(Continued from Page 10) 


recognizing| level and trying to “board” it | blinding them to all common sense? 
from sidewalk level is not only @ |Or are they Communists in dis- | 


maneuver, it’s an accomplish- | 
ment! 

If ever a small foreign-car owner, 
we should remove the speedometer | 
and substitute a mechanical calen- | 
dar. Then we would be reminded to 
buy gas about every third Friday. 

In one small car we appreciated | 
\the “fingertip” control, one finger 
for steering, another for gear-shift- 
| ing. 

The thumb? That was at our nose 
| for the 20-foot long American cars! 


| 


| Anderson Celebrating 


40th Year as Dealer 


BALTIMORE.—A. D. Anderson, 
|operator of four new-car dealer- 
|ships here, is celebrating his 40th 
anniversary as an auto dealer. 

Anderson’s outlets handle Chev- 
rolet, Oldsmobile, Studebaker, Ram- 
| bler, Fiat, Triumph and Mercedes- 
| Benz. He entered the auto business 
|in 1919 as a Chevrolet dealer. 
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—Enrwin L. Scuwatt, Scro Products,| product from any Iron Curtain or 


Brigantine, N. J. 
¢ @-# 


Reds in Disguise? 


What is the world coming to,| 
and what are supposedly good 
American citizens coming to? 

Is greed for the almighty dollar 


guise? 

I have just read a copy of your 
Jan. 12 issue, in which you have 
quite an article about the im- 
portation of Russian cars and 
their distribution by American 
dealers. I can’t see how any good 
American can handle anything 





made or shipped here from Rus- 
sia, Red China or any other of 
the Iron Curtain countries. 
Can’t they see that every dollar 
spent with these countries 


strength to fight us within a short 
time? 

In the first place, the government 
should refuse to let the stuff land 


at all. And if they do, anyone who! 


handles it should be under constant 


just | 
gives them more money and more | 
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Communist country. I can’t see 
how any true American citizen can 
handle such products unless his 
greed for the almighty dollar takes 
over above a point of decency. 

I don’t suppose that this will 
ever reach your desk, but will 
be opened and thrown away by 
some stooge. 

I do hope that your magazine is 
American enough to bring these 


|facts out to the American motor 


trade, and in a way that will wake 


| people up.—J. P. Turner, Realtor, 
| Carrollton, Mo. 


Eprtor’s Note: A point in clari- 
fication: The Soviet cars aren't 
expected to be distributed over 
here. They were imported by 
Stanley Slotkin, Los Angeles 
March of Dimes chairman, and 
were exhibited to help raise funds 
for polio relief. They were tested 
by William Carroll, our Los 
Angeles correspondent, as a mat- 
ter of interest to auto men. 


= = * 
*‘Dealer’s Hell on Earth’ 


I think the enclosed piece of 


surveillance by the Government for| humorous poetry should be read 
any leanings towards Communism.| and enjoyed by others in the in- 
I think all automobile dealer as-| dustry. It is not original; in fact 


sociations should bar from member- 
|ship anyone who handles these 
|Russian cars or any car or other 





Continuous research 
insure that Texaco wil 
standing products. 

9 


. 


promotional material 


3. The best and bigge 
tising program... 


where. 


4. The best customer 
fact, the only petroleu 
ored under one sign n 


advertised and accept 
6. The best opportun 
“touring” business . . 


stations when on the 
you have more than 4 
Dealers helping you. 


et 


A solid future is one 


5. The best retailer policy . 
helps its Dealers to market nationally- 


6 REASONS WHY YOU CAN MAKE 
MONEY AS A TEXACO 
DEALER OR DISTRIBUTOR 


1. The best petroleum products, known 
and accepted by car owners nation-wide. 


and development 
1 always have out- 


The best point-of-sale and direct mail 


to help bring in 


motorists and bring them back! 


st national adver- 


constantly selling 


Texaco Dealers to car owners every- 


credit card... in 
m credit card hon- 
ation-wide. 


. . Texaco 


ed TBA products. 
ity to cash in on 
. because Texaco 


customers at home like to stop at Texaco 


road. This means 
),000 other Texaco 


TEXAS COMPANY 


51) OSs count 
whan  merpoM 
FOR procness 


of the advantages 


of being a Texaco Dealer or Distributor. 


There may be an opportunity for you. 


Investigate . . 


SALES MANAGER 


135 E. 42nd STREET 


NEW YORK 17, N. Y. 


I would like to get 
mation about the 
teaming up with 


C Dealer, () Consignee, 1 Dis- 


tributor. (Please c 


STREET. 


THE TEXAS COMPANY 
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. send this coupon to: 


complete infor- 
possibility of 
Texaco as a 


heck). 


| it came out of an anonymous writ- 

er’s typewriter slanted for the 
sports world. I parodied it for your 
august publication. Best regards to 
you. I read every weekly issue 
religiously. 


tr? 


Amen 
The auto dealer stood at Heaven’s 
Gate. 
His head was bent and low. 
He merely asked the man of fate 
“Which way should I go?” 
St. Peter said: “What have you 
done, 
To seek admittance here?” 
“I sold new cars on earth,” he 
said, 
“For many and many a year.” 
St. Peter then swung wide the 
gate 
And gently pressed the bell. 
“Come in,” he said, “and choose 


your harp— 
“You've had your share of hell.” 
L. L. Jones Jr. A. L. Duckett 


Sales & Service, Provo, Utah. 


——____. 


Belt Price Fix 
Charged by U.S. 


NEW YORK.—A Federal grand 
jury here has indicted the Rubber 
Manufacturers Assn. and 10 other 
corporations on charges of price- 
fixing in connection with the sale 
of flat rubber belting used by in- 
dustries for conveying products 
from machines or transmitting 
power to machinery. 

Named as defendants in the in- 
dictment were the following, be- 
sides the Association: 

B. F. Goodrich Co., Goodyear Tire 
and Rubber Co., U. S. Rubber Co., 
H. K. Porter Co. (Delaware), New 
York Rubber Corp., American Bilt- 
rite Rubber Co., Hewitt-Robins, 
Inc., Raybestos-Manhattan, Acme- 
| Hamilton Mfg. Corp., and Lee Rub- 
ber & Tire Corporation. 


Davenport Marks 
30th Anniversary 


| ROCKY MOUNT, N. C.—Pontiacs 
| and Cadillacs built during the three 
decades it has been in business 
were displayed at the open house 
|marking the 30th anniversary of 
Davenport Motor Co. 

The late J. W. Davenport and his 
| son and turrent head of the firm, 
David W. Davenport, entered the 
auto business on March 1, 1929, 
after purchasing Joe Edwards Mo- 
tor Co. (Pontiac). The firm also 
handles Vauxhall. 

J. H. Nelson is general manager 
of the dealership and Milton Sykes 
| is service manager. Both are grad- 
| uates of special training programs 
|at General Motors Institute. 
~~ ADVERTISEMENT 


TESTIMONIAL 


(for the column ! 
| ghost write for one 
| dealer in each news- 
| pape: area) 
| Mr. Ed. Minchin of 
New England Motors 
| {Ouick, in Greenwich, 
| nn.) says: "Frankly, 
i! am amazed with the 

results, In all our years 

in this business, | have 
| over before had such 
favorable results from 
any advertising." 
| Get this for your area 








before someone else ; 
does. Write ED FISKE 

| 

| Edward Fiske Co.,wiise Pras n'y. 
















































































































CBS Radio Network audiences up 29° since PCP“ Share of audience | 
up 26%. Just as predicted: good programs plus strong sequencing 
plus high station clearance (already averaging 97°%) get results. ‘ 
And demonstrate the leadership you will continue to profit by— 
with the Program Consolidation Plan on the CBS RADIO NETWORK. 
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The Man Behind the Wheel .. . 


ales Testing the New Edsel 


By L. H, Houck 
Travelling Correspondent 
bower so often you settle be- 
hind the wheel of a car in 
which all the dimensions seem to 
be specially tailored for your bene- 
fit. 


A car that skitters down the road 
without effort ...a car that has 
such trim lines that you feel no 
traffic opening is too narrow for 
you to pass through in safety ... 
no parking space is too short. 

Such a car gives you the 
pleasant feeling that you're in 
command of every traffic situa- 
tion and master of time and 
distance. Such a car, it seemed 


N. Y. Senate Votes to Cut 


Wagon Registration Fees 

ALBANY.—The Senate joined the 
Assembly in voting to cut station 
wagon registration fees down to 
the level of passenger cars. 


to me, was the Edsel Corsair with 
the Edsel Super Express V-8. 

I liked Edsel last year. It turned 
in a surprisingly good performance 
for an out-and-out new car, But 
this year’s Edsel is vastly improved. 

Edsel has all the advantages of 
the Ford line, and yet. retains its 
own distinctive and pleasing indi- 
viduality. 

* * * 


Edsel Gets the. Eye 


DSEL is a car that causes heads 
4 to turn as it flashes by. But 
more people would be turning the 
steering wheel instead of giving it 
a look if they allowed themselves 
the pleasure of a test drive. 

The Edsel I tested was deliv- 
ered to me at the Claycomo plant 
near Kansas City. I was not long 
in learning that I had a spirited 
and high-class auto, First impres- 
sions are hard to convey, but it 
seemed light although it isn’t a 
light car. It seemed to be de- 
signed so that every dimension 
from the position of the seat to 


'Qperators report: 
“FIRESTONE SUPER MILEAGE 


the length and width appeared | 
ideal. | 

Some automotive writers use the | 
word “tooled” along the highway, | 
a word that has always seemed to 
me to denote labor of some sort. | 
And in comparison with that feel- 
ing I would say that the Edsel 
floated on a breeze to Jefferson 
City, Mo. 

We loaded it up—the Edsel trunk 
affords more than six feet wall-to- 
wall width and luggage stores for 
easy reach—and closed the coun- 
terbalanced lid, which closes with- 
out slam. 

Destination was Southern Illinois 
and Eastern Kentucky. The weather 
was marked by high winds. We 
discovered that the superb balance 
of the Edsel serves to make its 
road-holding ability exceptional | 


|}under severe cross-wind condi- 


tions. 
* * 


No Service Needed 
O SERVICE of any kind was 
- required for the trip, which 


TRANSPORTS ROLL TWICE AS 
LONG ON ORIGINAL TREADS!" 


It’s a matter of fleet record. Firestone Super Mileage 
Transport* truck tires double drive wheel mileage on 


original treads. 


Firestone designs and builds them for the work wheel job 
with rugged Cross Bar design and 93% more tread depth. 
That’s a 93% tread bonus of Firestone Rubber-X, the 
longest wearing rubber ever used in Firestone truck 
tires! And along with double original tread mileage, 
operators report another 25% mileage from regrooving. 


Firestone builds in plenty of work wheel traction, too, 
for today’s huskier power plants. Extra heft at the 


*FIRESTONE T.M. 


SUPER MILEAGE 
TRANSPORT* 


SUPER ALL 
TRACTION* 


SUPER MILEAGE 
Lue* 


tread and shoulders 
costly roadside delays. 
extra-tough all-nylon Firestone 


Easy to Identify— 
The rear of the Edsel has as many 


identifying features as the front. The ‘59 
model retains the shape of the 


more trunk space. 
* * * 


totalled a little over a thousand 
miles. The car stood out in one 


| rain, it experienced extreme warm 
|weather and a sudden drop to| 
below freezing without any effect | 


on starting. 

It started at the touch of the 
switch, stopped on a dime, cruised 
comfortably at 70 and its gaso- 
line economy was extra good, 
Edsel is a terrific buy in an auto 
if you value what you get per 
dollar. It is priced with the top 


ards against punctures, cuts 
uper Mileage Transports feature 


S/F (Safety-Fortified) 


cord bodies. Exhaustive tests and millions of fleet test 
miles prove S/F nylon cord withstands more impact, 


helps prevent heat 
Get tubeless or tubed Super M 


lowouts and flex breaks. 


ileage Transports from 


your Firestone Dealer or Store. Put ’em in drive position 
and see how ~- run for extra mileage, lower costs. Be 


sure to specify t 


em on new equipment. 


And ask about the complete Firestone truck tire line! 


tNames of fleets furnished on request. 


BETTER RUBBER FROM START TO FINISH 


Enjoy the Voice of Firestone on ABC television every Monday evening. 
Copyright 1959, The Firestone Tire & Rubber Company 


"58 but | 
the tail-light section is new and there is 





series of the low-priced three. And 
the distinctive Edsel looks and per- 
sonality are free. 


Operating costs are low because 
all Edsel engines except one, the 
Super Express, use regular gaso- 
line, Edsel saves the owner money 
with a single-exhaust system with 
an extra efficient cross-over, alu- 
minum-clad mufflers and tail pipes 
designed to last twice as long as 
ordinary types. 

* 


* * 


Brakes Add to Savings 


ELF-ADJUSTING brakes mean 

further savings. F' re e-rotating 
valves increase valve life, pistons 
are aluminum and a new wiring 
system uses a firewall junction box 
and a board containing all fuses 
in an easy-to-get-at location. 


Let’s get down to some other 
money-saving facts. 

The frame cross member that 
supports the rear of the engine 
and part of the automatic trans- 
mission is easily removable when 
transmission requires maximum 
accessibility, That saves mainten- 
ance cost. 

There is no extra cost for dry- 
|type air cleaner, oil filter, foam- 
rubber cushions on front seat, wall- 
to-wall carpeting or self-adjusting 
| brakes. 

Ball-joint front-end suspension 
uses individual coil springs with 
double-acting telescopic shock 
absorbers and a link-type stabilizer 
bar. 

Rear suspension includes the 
semi-elliptical leaf springs with 
rubber-insulated spring clips and 
wax-impregnated inserts between 
spring leaves. Rear shocks are 
restricted, double-acting, hydraulic, 
telescopic type, mounted sea-leg 
fashion, with the top ends closer 
| together than the bottom ends. 

= 


> > 


| Any Ride Is Comfortable 


ERE is much of the secret of 

the comfortable ride over all 
| types of roads and this combina- 
| tion telegraphs a sense of security 
to the driver by elimination of 
sidesway and road bounce. 

The Edsel uses a Hotchkiss- 
type drive line composed of a 
straight, tubular, balanced drive- 
shaft, with a universal joint at 
each end, each with prelubricated 
needle bearings and neoprene 
oil seals. 

| This type of drive with long leaf- 
| type springs packed in rubber pro- 
| duces quiet operation and long life. 
| Incidentally, these rear springs are 
58 inches long and 2% inches wide. 
The Corsair power steering is an 
| easily serviced linkage-type system, 
using a hydraulic pump, control 
valve and a power cylinder with the 
| fixed end attached to the right side 
| rail, On a lift all these components 
are readily accessible, but the sim- 
| plicity of the system stalls off serv- 
jice for a long time. 
” > > 
| Big Engines Similar 
"PRE Super Express engine with 
361 cubic inches of displace- 
| ment, which powered the test car, 
‘and the 332-inch Express engine 
| have the same component parts ex- 
cept for compression ratio, which is 
| governed mostly by the head. 
| Intake and exhaust valves ro- 
| tate each time they open and 
| close. This permits self cleaning, 
better seating and minimizes 
| sticking, warp and forestalls ex- 





(Continued on Page 55, Col. 1) 


Car Tested: 
EDSEL 


Model: Corsair four-door 
sedan, 

Engine: Super Express OHV 
V-8, 361 inches displacement. 
Maximum torque, 390 foot 
pounds at 2,800; maximum horse- 
power 303 at 4.600. Compression 
ratio, 9.6-to-1. Bore and stroke, 
4.05 by 3.50-inch. F ou r-barrel 
Ford carburetor. 

Transmission: Dual-Power 
automatic, three forward drive 
positions, D2, Dl and L, Drive 
scale PRND2DI1L. 

Accessories: Heater, radio, 
power brakes and steering, 
wheel covers. 

Dimensions: Front headroom, 
38.8 inches; rear headroom, 37.6; 
overall height, 56; wheelbase, 
120; overall length, 210.8; overall 
width, 79.8; tread, front, 59, rear 
56.7; fuel tank 20 gallons. 

Tires: 8.00x14 w hit e-sidewall 
Firestone. 
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Lawsuits Affecting Dealers... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 


—- the last few months the 
writer travelled by automobile 
on a trip through various western 
states, including California; on 
another trip through Michigan, 
Wisconsin and Minnesota; and a 
later trip through Kentucky, Ten- 
nessee, Georgia and Florida. 

In this article I shall answer, 
for the benefit of 
all readers the 
most interesting 
legal questions 
asked by automo- 
bile dealers with 
whom I talked on 
these trips. 

No specific legal 
questions will be 
repeated or divul- 
ged and my an- 
swers shall be 
verified by late 





L. T. Parker 
and leading higher-court decisions. 
According to a higher court 
decision rendered last month a 
written contract between an 
automobile manufacturer and a 


distributor is effective, notwith- 
standing an oral contract to the 
contrary existing between the 
contracting parties. 


For example, in Ingram v, Chry- 
sler Corp., 256 Fed. Rep. (2d) 684, 
the testimony showed that a dis- 
tributor, named Ingram, signed a 
written contract with Chrysler 
Corp. for one year for distribution 
of its products. 


* + = 


Manufacturer Cancels 


A’ THE termination of one year, 
the manufacturer cancelled the 
agency contract. Ingram then sued 
the manufacturer for $138,209 dam- 
ages claiming that an oral agency 
contract was agreed upon for five 
years and that in view of this oral 
contract he had an expenditure of 
that sum in the promotion of the 
manufacturer’s products. 


The higher court held that the| 
written one-year contract was ex- 
clusively enforceable between the 
parties. This court said: 

“The natural sympathy which} 
exists for a distributor such as 
Ingram who suffers from an ap- 
parently ruthless act of a manu- 
facturer does not justify a court in| 
either making a contract for the 
parties or in protecting either of | 
them from a contract which they} 


have made. | 


“The written contracts between | 
Chrysler and Ingram are clear and | 
unambiguous. They must be en- | 
forced in accordance with their) 
terms.” | 

Therefore, the higher court held 
that Ingram could recover no 
damages based upon the manu- 
facturer’s alleged breach of the 
five-year agency oral agreement. 

> 7” = 








No Punitive Damages 


Tus courts award punitive dam- 
ages to a purchaser only where 
the testimony shows conclusively 
that the seller practiced fraud and 
deceit. The purpose of punitive 
damages is to make an example 
of a seller who defrauds a pur- 
chaser. 

Last month a higher court held 
that an automobile dealer is not 
responsible for his salesman’s 
fraud. Hence, no punitive damages 
were allowable the purchaser based 
upon alleged fraud and deceit of 
the automobile dealer’s salesman. 

For illustration, in Dillard v. 
Schott, 152 N. E. (2d) 283, the 
testimony showed facts, as fol- 
lows: A prospective buyer of an 
automobile made an agreement 
with an automobile dealer’s sales- 
man whereby the latter agreed 
that the purchase price of a new 
automobile should be $1,000 and 
buyer’s automobile. 

However, the salesman fraudu- 
lently inserted $1,597 as purchase 
price in papers necessary to finance 
the transaction. 

In subsequent litigation, the jury 
held the automobile dealer liable 
in punitive damages to the pur- 
chaser. The higher court reversed 





| last year, Russia slid from first to 





this verdict, and held the automo- 
bile dealer liable for only actual 
damages to the buyer amounting 
to $1,541.60. The court said: 

“We are of the opinion that the 
issue of punitive damages should 
not have been submitted to the 
jury.” 

This court went on to explain| 
that as the automobile dealer was 
only indirectly responsible for the 





Russia Acts to Regain 
Lost Sales in Finland 


HELSINKI, Finland.—In a bid to | 


regain its share of the Finnish auto 
market, Russian auto manufactur- 
ers have reduced prices and eased 
credit terms. 

Relaxed controls on imports from 
the West were blamed for an 80 
percent drop in sales of Soviet cars 
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fourth place in Finnish sales. 


The 
Spicer PTO 
You Need 


Is Available 
Right Now 








salesman’s fraud, he would not be 
liable for punitive damages. 
- * + 


Ky. Dealer Wins Appeal 


For $966 in Repo Suit 

FRANKFORT, Ky.—The State 
Court of Appeals ruled that a man 
who defaulted on payments on a 
car bought from Grayson Motor 
Sales, Inc., must pay the amount 
due whether or not the auto runs. 

The firm appealed when a Circuit 
Court jury decided that James C. 
Shannon should pay only $400 of 
the $966 sought by Grayson. The 
Appeals Court said Shannon must 
pay the full amount. 

The firm said that after Shannon 
defaulted on the car he bought for 
$1,826, it repossessed the car, sold 
it at auction for $222 and sued 
Shannon to recover the balance due. 

The high court said Shannon ad- 
mitted he had not complained about 
the car’s condition until he fell be- 
hind in payments. He contended the 
car was misrepresented as being in 
perfect condition. 

Shannon’s delay in complaining 
“eliminated any issue as to whether 
Grayson Motor Sales had fraudu- 
lently misrepresented the condition 
of the automobile,” the high court 
said. 


Citations for Ford Salesmen— 


Star Ford solesmen in the Philadelphia district receive “Top Hatter" citations for 
outstanding sales performances during 1958. R. B. Borough, right, Ford Philadelphia 
district sales manager, presents plaques to, from left, J. J. Bonelli, Camden, N. J.; 
E. T. Spruill, Merchantville, N. J.; J. A. Simoneau, Media, Pa.; G, U. Pusey, Salisbury, 
Md.; P. Yanofsky, Philadelphia, and D. J. Buccafurni, Atlantic City. Other top sales- 
men not pictured are J. B. Kelly, Philadelphia, and J. J. Connolly, Berlin, Md. 














Because your Spicer distributor maintains a com- 
plete stock of all models of Spicer Power Take-Offs 
and PTO joints at all times, you can depend 
on prompt delivery — whenever you need it — 
wherever you are. Ask your distributor about the 
Spicer line, or write Dept. 85, Dana Corporation. 


DANA CORPORATION «+ DEPT. 85 + TOLEDO 1, OHIO 


Products offered by Dana: Spicer and “Mechanics” Type Universal 

Joint Replacement Kits *¢ Spicer Universal Joints and Drive Lines 

¢ Spicer Transmissions, Clutches and: Axles * Auburn Clutches °¢ 

Monmouth Clutch Plates °¢ Spicer Power Take-Offs and PTO 
Industrial and Agricultural Joints 
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By Martin L, Whitmyer 
Staff Writer 
—— prestige into a car 
takes more than the staging of 
Imperial balls with names and 
faces familiar to the readers of the 
society section. 

Doubtless a certain amount of 
prestige rubs off from such pro- 
motions. But the real quality in 
@ car comes from the sweat of 
honest craftsmanship on the pro- 
duction line. 

A “leaker” is a “leaker” no mat- 
ter how much charm goes into the 


promotion. So we dropped out to| 


the new Imperial plant at Lonyo 
and Warren Ave. in Dearborn to 
see what the production men were 
doing. 
* > * 

ns PORTER, plant man- 

ager, is the man responsible for 
seeing that standards are adhered 
to and costs of producing the car 
are kept within range. 


“You would be surprised at 
what this increased emphasis on 
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Quality Checked at 38 Points During Assembly K<'s 


The Imperial Road to Prestige 


quality has done both for the 
car and the company,” Porter 
said. 

“It has not only enabled us to 
put out a much better automobile, 
but warranty costs and repair costs 
| have been decreased considerably 
| this year. 


| caused concern among corporation 
| Officials in the past, is almost com- 
| pletely gone this year,” he said, 
|“with this closer adherence to 
quality.” 
* +. = 

A Imperial must pass inspec- 

tion at 38 quality checkpoints 
in the plant before the final OK 
| tag is attached. 

Halfway down the line the car 
moves into a heavy spray of 
water, Each car goes through 
this man-made rainstorm in a 
water booth on the line. The in- 
spector riding in the closed car 
| is on the lookout for leaks to see 
| how well Imperial metal crafts- 
| men have done their work. 

Much time and skill also goes 





i 
| 





“The water leak problem, which | 


into “erasing” body joints and 
| seams, with each seam prepared by 
| hand, then hand soldered, ground 
smooth and finished with a hand 
| file and fine abrasive cloth, 

| Imperial bodies also spend an 
jave rage of eight hours going 
| through finishing and painting op- 
erations. After the rust-proofing 
coat is applied, all seams are sealed 
with vinyl sealer. Then, two primer 
coats are applied, wet on wet, and 


pass into an oven to bake, As the} 
it | 


body emerges from the oven, 
is water-sanded by hand. 
A sealing coat then 


water-sanding to assure maximum 
surface smoothness, Finally, two 
separate coats of super-enamel fin- 
j}ish are applied, wet on wet, and 
|the body goes into the oven for 
final baking. 
| > + = 
— quest for quality, however, 
doesn’t end at the Imperial 
plant. Skilled workers periodically 
return to classrooms and instruc- 


is applied| 
and baked and there is a second | 





Refresher Course— 


High quality standards are maintained 
at Imperial through frequent employe re- 
fresher courses. Xavier F. deSostoa, right, 
an electrical supervisor, shows an em- 
ploye the correct method in setting a 
welding transformer at a classroom ses- 
sion. 

* e -@ 
more skill. Purpose—to build better 
cars,” said Porter. 

Part of this continuing quality 
program was a recent class in 
resistance welding conducted by 


tion sections. “Object—to develop | Imperial engineers, Some welders 


EWAUNG-soL 536 


Two-Terminal 


HEAVY 


DUTY 
FLASHER 


Replaces the standard 


two-terminal flasher 


Like the three-terminal 534 and 535, 
it’s built with twice the life of other flashers 


For the first time . . . a two-terminal heavy duty flasher 
that meets the requirements of the biggest part of the 
truck market as well as the vast majority of passenger car 
trailer applications — U-haul, boat and house trailers. 


The new Tung-Sol 12-volt 536 is identical in performance 
with the 534 three-terminal type: It flashes one to six 2lcp 
or 32cp lamps without a perceptible change in the flashing 
rate ... delivers an instantaneous four-lamp emergency 
warning . . . lasts twice the life of other flashers . . . insures 
more positive action and great dependability. Electroswitch 
Division, Tung-Sol Electric Inc., Newark 4, New Jersey 





| 
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who attended had as many as 18 
years’ experience. They heard 
talks on welding, saw movies on 
the subject, and then had an op- 
portunity to make and compare 
sample welds of varying quality. 

More than 6,000 welds go into 
each car coming off the assembly 
line. 

In addition to Imperial plant in- 
spections, a group of quality audi- 
tors from the central manufactur- 
ing staff of Chrysler Corp. make 
periodic checks on the cars. 

These auditors move into the 
plant at a time of their own choos- 
ing and select cars to be inspected 
without advance knowledge of 
plant management. They look for 
defects and rate them on the basis 
of what is most likely to cause 
customer dissatisfaction. 

< = = 

HESE auditors make four dif- 

ferent types of audits. There is 
the body-in-white audit in which 
auditors check for proper framing, 
welding and metal finishing; a 
water test to check on body seals, 
a visual inspection of the finished 
car, and a functional audit which 
includes a 30-minute road test. 

The information obtained in 
quality audits is given immedi- 
ately to plant quality contro! and 
production managers. In addition, 
monthly quality audit reports are 
made to corporation executives 
and plant managers. 

Porter not only is proud of his 
new plant and the cooperation he 
has received from workers in an 
effort to “make a better car every- 
day,” but said, “Give us two years 
and we'll be putting out a car that 
is near perfect.” 

That's the feeling of all Imperial 
officials in their job of severing the 
“prestige car” from its Chrysler 
division “tag.” 

. 


Testing for Leaks— 


Each Imperial receives an intensive 
water-seal test in a special booth on the 
fincl assembly line. An inspector rides 
in the cor as it is deluged with a volume 
of water equal in intensity to a down- 
pour of 250 inches of rain per hour. 


Bank Group Sees 
More Competition 
For Auto Loans 


PHOENIX, Ariz.—Bankers of the 
nation look for 1959 to be a year 
of healthy car sales in which buyers 
will find more institutions compet- 


| ing for their loans. 


That outlook was expressed by 
members of the Installment Credit 


|Commission of the American 


Bankers Assn. at a meeting here. 
The bankers don’t expect the 
competition for loans to lead to any 
reduction in the interest rates 
charged for the loans. The outlook 
is for a year with ample funds for 
auto loans at stable interest rates. 
J, Russell Hughes, vice-president 
of the Equitable Trust Co., Balti- 
more, said he believes that 5 million 
U. S. cars will be sold to a public 
“that can better afford to buy.” 


International Gets Order 


For 2,928 Army Trucks 


CHICAGO. — International Har- 
vester announced last week that it 
has received a contract to produce 
2,928 five-ton tactical vehicles for 
the Army. The contract involves 
approximately $30 million, officials 
said. 

TH was awarded seven similar 
contracts during the period 1950- 
56, covering production of 21,573 
such vehicles. 
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AUTOMOTIVE WASHINGTON 


Inflation Score Card 


Names Major ‘Players 


By William Ullman 
Washington Bureau Chief 
tee CASUAL newspaper reader (and the careful one as| AN OPPOSITE view was taken 
well) can be excused these days if the inflation news 
from Washington leaves him a bit punchy. The fact is that 
just about everybody in town is either investigating inflation 
or making speeches about it or threatening to do something 


about it. : 
Here’s the card of major) 
players so far: 


1. Vice-President Richard M. 
Nixon is heading a Cabinet com- | 
mittee which is preparing to focus 
on causes of inflation, including 
union practices which tend to in- 
crease prices. 

2. With the blessing of Senate 
Majority Leader Lyndon Johnson, 
Texas Democrat, the House-Senate | 
Economic Committee has begun the 
biggest economic study in years. 
Headed by Senator Paul Douglas, 
Illinois Democrat, 
the $200,000 probe 
will go into rising | 
prices, unemploy- 
ment and eco- 
nomic growth. 


3A House 
Government Op- 
erations subcom- 
mittee has held 
hearings on sev- 
eral bills to make 
price stability one 
of the major goals of the Full) 
Employment Act of 1946. 


4. Senator Estes Kefauver, Ten- 
nessee Democrat, has held lengthy 
hearings on “administered prices,” 
which he believes to be a major 
cause of inflation. He accuses cer- 
tain industries of hiking prices 
without regard to supply and de-| 
mand. 

5. Recent statements on infla- 
tion have been made by Pres- 
ident Eisenhower, Senator John- 
son, Senator John M. Butler, 
Maryland Republican, and by | 
practically every economist of | 
note in the nation. 

They have called inflation every- | 
thing from “America’s number one 
problem,” to a “bogeyman.” (John- 
son calls it the “number two prob- 
lem,” second in importance only to 


our national security.) 
> > * 


Inflation Theories Hit Many 


years the lineup, and it’s any- | 
body’s guess whether any of 
them can call a halt to rising prices. 
A big trouble, of course, is that 
when you start laying blame for 
inflation, you hit at large blocs of 
voters, One theory of inflation 
alienates organized labor; another | 
makes industrialists sore; still 
another makes farmers mad. 

Probably the $200,000 Douglas 
committee. study is the one to 

watch, The Joint Economic Com- 
mittee, which Douglas heads, is 

not a legislative group; it’s a 
fact-finding body only. The money 
recently voted for the study will 
allow the committee to hire six 
more economists (it has six al- 
ready) and nine helpers. 

The inquiry is scheduled to run 
until Jan. 31, 1960, and it is de- 
signed to bring up to date the 
massive findings of the New Deal’s 
Temporary National Economic 
Committee. The probe gets started 
with solid, bipartisan support, 

The Douglas committee study, 
unlike some of the others, begins 
without preconceived notions of the 
causes of inflation. In other in- 
vestigations, lawmakers have laid 
the blame for inflation on some 
group in advance, and then set out 
to prove their contention, Douglas 
and his colleagues are going to 
hear the evidence and then make 
up their minds. For Congress, this 
is a novel approach. 

+ 7 





William Uliman 
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Few Economists Agree 


ARLY witnesses before the 
Douglas committee made it 
clear that few economists can agree 
on the importance of inflation, 
much less its causes. 

For example, Leon H. Keyser- 
ling, once ex-President Truman’s 
economic adviser, said the mere 
fear of inflation, which has been 


Oo 


blown up into a bogeyman bigger 
than Mount Everest, has led all 
sorts of people to do the wrong 
things. 

The important task which faces 
this country, according to Keyser- 
ling, is to expand production and 
put more than four million unem- 
ployed workers back to work. 

He struck hard at the tight 
money policies of the Federal Re- 
serve Board, accusing it of “re- 
pressing production and employ- 
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ment” just when the nation needs 
expansion of both. 

Terming the widespread fear of 
inflation as “irrational,” Keyserling 
declared that “too many people in 
America are becoming obsessed 
with the notion that inflation is a 
greater danger than Khrushchev.” 
He predicted that the total of job- 
less will rise in the few months 


ahead. 
+ * * 


Balanced Budget Urged 


by another witness, former Fed- 
eral Reserve Board Chairman Mar- 
riner S. Eccles. He called for a 
balanced budget, a more conserva- 
tive defense program and cutbacks 
in the farm program. 

Eccles also laid a major share 
of the blame for inflation on or- 
ganized labor. He told the Doug- 
las committee that “unless the 
Government and the Congress 
have the courage to control the 
rapidly growing monopolistic 
powers of organized labor, fur- 
ther inflation is inevitable.” 

He charged that unions have 
been able “to wring from the econ- 
omy benefits far in excess of their 
contribution to it.” 


Still another view was expressed | 








by Neil H. Jacoby, dean of the 
business school of the University 
of California at Los Angeles. 
Jacoby used to be one of President 
Eisenhower’s economic advisers, 

He said that most of the searches 
for the causes of inflation assess 
blame in the wrong places, such as 
“aggressive” union leaders, “mon- 
opolistic business executives,” or 
Congressional “spenders.” 

+ * * 


Four Remedies Proposed 


HE fault lies in “economic 

structure and policy,” said 
Jacoby, He recommended elimina- 
tion of four “rigidities” in our 
economy: 

Farm price supports, tariff bar- 
riers and import quotas, a tax 
structure which slows plant mod- 
ernization and expansion, union 
featherbedding and restrictions 
on entry into trades. 

He called for sweeping revisions 
in the Federal tax laws and ex- 
tension of antitrust laws to include 
trade unions. 

It looks now as if everyone will 
be accused of chiselling the econ- 
omy a little before the Douglas 
hearings end. The end result of all 
this chiselling, of course, is higher 
prices for the consumer. 





Before deciding on an 
Imported Car Franchise 








The People's Choice— 


What goes on here?—Pretty Lynn Mar- 
tin would have you believe she is pouring 
real paint on the rear deck of a Chevrolet 
Impala sport coupe, but the “paint” col- 
umns are actually made of plastic. The 
effect points up the recent change in 
customer car-color preference. The most 
popular shade in 1958 was silver blue 
followed closely by black. Today sapphire 
is leading the color parade with light 
blue, ivory and black in close pursuit for 
top honors, according to Chevrolet. 





CITROEN WORLD HEADQUARTERS 
Main Factory, 133 Quai Andre Citroen, Paris, France 


know the Company behind the product! 


CITROEN, the World’s largest 
Manufacturers of Front-Wheel 
Drive Cars and Trucks, offers 
you the opportunity to become 
a CITROEN Franchised Dealer 
in the United States. 


As a CITROEN Dealer you are 
backed by all of CITROEN’S 


vast resources and 


facilities .. 





Bea CITROEN 
Franchised Dealer! A 





from ultra-modern production 


. paying off in as- 
sured volume delivery. 











will benefit 


$2600 to $3500. 


locally. 


For your application and additional information, call or write: 


CITROEN CARS CORPORATION 


(sole importer and distributor of S. A. Andre Citroen, Paris, France) 
300 Park Avenue, New York, N. Y. 


8423 Wilshire Bivd., 


ITROEN DS 19 
and ID 19, 

the prestige cars, 
priced right 

for volume sales. 
Feature for feature 
...dollar for dollar 


.. the most fantastic buys 


in automotive history! 


SIGN A FRANCHISE FOR THE FUTURE AND START PROFITS TODAY! 


72% of all cars purchased in the U.S. are in the medium price range from 


The imported car penetration of this profitable market has scarcely begun, 
but every economic indication shows that imported cars will be taking as big 
a share of the medium-priced field as they now enjoy a-steadily increasing 
share of the low-priced field. 


Citroen makes the cars that more than satisfy the needs of this important 
market ...cars you will be selling to an ever-growing quality-minded clientele. 


To be assured of a medium-priced imported car line franchise in the future, you 
should sign for one today. Sign with Citroen and your profits start immediately! 


As a Citroen Dealer you will receive the full support of: 
@ National Advertising ...Local Advertising Support... Local Radio Sup- 
port... Publicity...and a complete Sales Promotional Portfolio con- 
taining banners, posters, and all the material you need to advertise 


@ Technical Assistance Factory-trained engineers and special service 
schools are provided at Citroen’s expense. Service is a Citroen tra- 
dition everywhere! 


Beverly Hills, Calif. 








eanwhile,| Back in 


Automotive News, March 30, 1959 
“25 a 


No.1 Magazine for 
Imported Car Advertising 





Last week, in the International Automobile Show issue of Auto- 
motive News we showed you a picture (at the far left) of all the 
imported cars advertised in SPORTS ILLUSTRATED. 

Meanwhile, back in Detroit, which accounts for an even greater 

® share of SPORTS ILLUSTRATED’s advertising 

volume, photographer Joe Clark was taking 
D eT TOIT eee? picture of all the domestic cars that 
are advertised in the magazine. 

SPORTS ILLUSTRATED now ranks 5th among all magazines in 
total pages of domestic car advertising. For Detroit has observed, 
too, that SI attracts the kind of families who are apt to have five 
figures in their incomes, and two or more cars in their garages.* 

In fact, if all U.S. families bought new cars at the same rate as 
SI subscribers, every year would be a 12,500,000-car year. 

No matter which side of the automotive picture you look at; 


whether you sell imported or domestic cars, one fact is clear: 


just as sport brings out the best in people, SPoRTS ILLUSTRATED 
brings out the best possible atmosphere for selling the style and 
pleasure that your cars offer to the best sales prospects in the 


market today. *Median subscriber income, $9,258. Number of cars owned per 100 families, 137. 
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Rootes Bullish on U. S. Market... 


News Notes on Imported Cars 


Rootes Bullish on U. S.., 


Cites Doubled °59 Sales 

NEW YORK.—Geoffrey Rootes, 
managing director, manufacturing 
division of the Rootes Group, de- 
clared last week that the British 
car manufacturers view the future 
American market with great en- 
thusiasm. Finishing a tour of Can- 
ada and an extended visit with 
Detroit manufacturers, Rootes cited 
the sales figures for Rootes prod- 
ucts in the U. S, for the first two 
months of 1959. 

“Sales for the first two months 
have more than doubled the total 
for the same period of 1958,” he 
said. “This follows the trend of 
recent months, January claimed 
the highest total sales for a single 
month in the history of our Amer- 
ican company.” 

Rootes has greatly expanded its 
distribution network and parts 
depots in the U. S. and currently 
is adding three models of the 
Singer Gazelle and two models of 


the Humber Super Snipe to its 
already existing Hillman and Sun- 


beam Rapier lines. 
aa + * 


SAAB 


| 

A marily for the SAAB has been 
|}announced by Champion Spark 
| Plug Co. 

The new plug, type UK-10, will 


SAABs both here and abroad, 
Champion said. It features an im- 
proved electrode alloy, an attached 


inches, and an auxiliary gap, the 
firm added. 


Dealership Cited 


DAYTON, 
| Motors, Inc., has received a “city 
| beautiful award” from the Dayton 
Area Chamber of Commerce. The 
dealership recently completed re- 
modeling its offices and showrooms 
at 504 South Main street. 








“One Burroughs 
our office work over 100 man-hours per month!” 


says R. V. Kunkel, 
Office Manager, 
Stark Hickey, Inc. 
Ford Dealership, 
Detroit, Mich. 


Being among the most success- 
ful Ford dealers can pose some 


mountainous bookkeeping problems, as Detroit’s Stark 
Hickey, Inc., can tell you. Fortunately, however, Office 


Manager Kunkel can 
problem: 


also tell you how to lick the 


“We installed a Burroughs Sensimatic Accounting 
Machine with features specially designed for auto dealer 
accounting. We developed a new accounting system 


NEW spark plug designed pri-| 
|}announced three new appointments 


| staff. 
replace the 5-MJ now used in| 


| vice-president of his new Beverly 


gasket, special thread reach of .445) 
| wholesale manager, Sumter had | 





O.— Dayton Reliable 


Champion said the UK-10 also 
may be used in the DKW. 


* * * 
Jaguar 


HARLES H. HORNBURG JR., 
pioneer Jaguar distributor, has 


to his organization’s executive 


He named J. E, Andrews, former 
general sales manager, as_ sales 


Hills (Calif.) outlet. Ralph H. 
Harris was appointed treasurer- | 
comptroller, and Lew Sumter 


been a divisional manager for 
American Motors Corp. 
+ + + 





Daihatsu Trimobile 


_ Japanese-built Daihatsu Tri- | 

mobile is making its American | 
debut at the International Automo-| 
bile Show in the New York Coli-| 
seum, according to D. K. Interna- 
tional Corp., Beverly Hills, Calif., 


‘ithe A.P. all-purpose 


Dealer Inspection— 


Visiting dealers inspect parts supplies 
at new Citroen factory parts and service 
warehouse at Los Angeles. Factory branch 
supplies all Citroen dealers west of the 
Mississippi River. 

Bi eh oe 
newly appointed exclusive U. S. 
distributor of the trucks. 

Lionel Marks, D. K. president, 
said the Trimobile has a 12-horse- 





Accounting machine reduced 


around this machine and, as a result, reduced our office 
work by a minimum of 100 man-hours per month. That’s 
quite a help in keeping company efficiency up, and at 
the same time keeping costs down.” 


Burroughs Sensimatics can save you time and money, too. 
For instance, a Sensimatic will master your journals—such 
as your new car sales journal—in a third of the time it takes 


to do them by hand. 


In fact, Sensimatics give you smooth, automatic, error- 
free handling—in keeping with approved methods—of 
all your auto dealer accounting jobs. But most important 
of all, Sensimatics assure a steady supply of current 
business figures, for use the instant you want them! 


For a demonstration or for further information, just call 
our branch office. Or write to Burroughs Corporation, 


Burroughs Division, Detroit 32, 


Michigan. 


Burroughs and Sensimatic—TM's 


Burroughs Corporation 
“NEW DIMENSIONS || in electronics and data processing systems” 





power engine, a maximum speed 
of 45 m.p.h., averages 65 miles 
per gallon of gas, weighs a half 
ton and can carry about 1,100 
pounds. 

On exhibit are models starting 
from $999.50 list price and up, 
Marks said. 

Among them will be a general 
purpose panel truck, a “handi- 
wagon” with a canvas top and the 
“Bulldog” tractor designed for 
farm and factory use. 

Other Trimobile models include 
‘Safari’ 
wagon, a standard pickup and the 
“Courier,” which is designed spe- 
cifically for light, fast deliveries. 

Also on display is a one-ton, 
three-wheel super Daihatsu truck, 
a two-ton, three-wheel super Tri- 
mobile dump truck and a 2%-ton, 
four-wheel Vesta heavy-duty truck. 

* ” . 


Citroen 


A MODERN factory parts and 
+% service warehouse at 960 North 
La Brea in Los Angeles is the latest 
achievement of Citroen’s expansion 
program in the U. S, 

Citroen has stockpiled an in- 
ventory of spare parts estimated 
at 500,000. Every part used in the 
automobile is said to be on hand 
in ample quantities. 

According to Armand Garnier, 
Western area factory branch man- 
ager, the Los Angeles parts ware- 
house will supply the area west of 
the Mississippi River in the same 
manner as new-car deliveries to 
dealers are made from the Los 
Angeles port of entry. 

Occupying 45,000 square feet, in- 
cluding parking area, the develop- 
ment consists of a four-story build- 
ing which houses not only the spare 
parts department but space for 
new-car storage, “get ready” facili- 
ties, repair and maintenance shops. 
One of the functions of the repair 
and maintenance departments is to 
conduct weekly classes for dealer 
mechanics. 

Coincident with the opening of 
the parts and service branch was 
the announcement of Citroen’s 
latest import, the ID-DeLuxe. 

In overall appearance, size, power 
and performance, the new model is 
almost indistinguishable from the 
Citroen ID-19. Wheelbase is 123 
inches, standard for all Citroen 
models. The West Coast p.o.e. price 
of the ID-DeLuxe is $2,595. 


° > « 


Rootes 


HARLES H, HORNBURG JR. 

has been appointed Rootes rep- 
resentative in Beverly Hills and 
Hollywood, Calif. 

Hornburg, pioneer Jaguar dis- 
tributor, will retain his wholesale 
operation and is expanding his 
business to include new facilities 
at 9779 Wilshire Blvd. 


~ > * 


Opel 
ONTHLY imports of Opel 
4 sedans and station wagons to 
the U. S. have been increased sub- 
stantially, according to Edward C. 
Kennard, Buick general sales man- 
ager. 

He said Buick is importing more 
than 3,000 Opels a month. Retail 
deliveries by Buick dealers for the 
first two months of this year 
amounted to nearly 6,000 cars, he 
said. 

An Opel Caravan station wagon, 
and two Opel Rekord sedans will 
be exhibited at the International 
Automobile Show at the New York 
Coliseum Apr. 4-12, Kennard said. 

” ~ = 


Cleveland Show Has 


32 Foreign Makes 


CLEVELAND. — Thirty-two 
makes of foreign sports and econ- 
omy cars were displayed at the 
Sportsmen’s Show at Public Hall 
here. 


The cars occupied more than 27,- 
000 square feet at the Sports and 
Foreign Car Festival, a salute to 
the opening of the St. Lawrence 
Seaway. Sponsors said the demand 
for imports will lead eventually to 
their being shipped directly to the 
Port of Cleveland. 

The cars on display included: 

Volkswagen, Renault, Volvo, Hill- 
man, MG, Austin, Borgward, Tri- 
umph, Jaguar, Morris, Austin- 
Healey, English Ford, DKW, Simca, 
Lancia. 

Alfa-Romeo, 
Goggomobil, 


Porsche, 


hard and Metropolitan. 





Vauxhall, 
Wartburg, Fiat, Go- 
liath, Mercedes-Benz, SAAB, Isetta, - 
Taunus, Opel, Moretti, Citroen, Pan- 


ge Se at os =«60ChrrlhPhlUl Ol @ 


Z2aedoere 


a 






e- 
yn, 


ri- 
on, 


nd 


st 
on 


p- 
nd 


is- 
tle 
Lis 
es 


el 
b- 
n- 


re 
ail 
he 
ar 
he 


yn, 
‘ill 
al 
rk 









TURNINGS ... 


SAE ‘Tackles Toughie— 
Setting the Boss Right 


By Joseph M. Callahan 
Engineering Editor 
Hs do you tell the boss that he’s wrong? 

This was one of the half-serious, half-humorous prob- 
lems discussed at the “blue ribbon luncheon” that was held 
in Detroit at the March 19-20 meeting of the production 
activity of the Society of Automotive Engineers. 

Also discussed at this 
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ously proposed telling his boss that 
he was going to report him to his 
superior if he took an “uncoopera- 
tive” attitude. 

From a Timken Axle engineer, 
who said he was the only man at 
his table who wasn’t a boss, came 
the suggestion that if the boss 
objected to being told he was 
wrong, you could always recom- 
mend him to one of the executive 
employment agencies that are 
looking for new talent. 

“You can always take the ‘I want 
a@ raise’ approach,” suggested an- 
other speaker. “Then, you can trade 
the raise for his favorable opinion 
| of your criticism.” 

A final proposal was, “You can 
|always go down to the rest room, 
take a look in the mirror and really 


luncheon, which was an ef- 
fort by the SAE staff to de- 
part temporarily from the serious- 
ness of the rest of the meeting, 
were, “What was your most un- 


presenting two pieces of burnt toast | ‘ell him off.” 
to each speaker to signify that he Pi 


had exhausted his allotted two| Elephantine Problems 


minutes. 
MONG the most unusual (and 
printable) production problems 


* * * 


First Compliment Him 





gineer during a circus promotion 
years ago. The engineer explained: 
“For the benefit of you en- 
gineers who may some day face 
this problem, let me say that it’s 
much easier to tie down an ele- 
phant than a drill press. As soon 
as the elephant feels the slightest 
resistance on the rope, he stops 
tugging.” 
3. The problem of pigeons roost- | 
|ing in the men’s room, 
| The question of how to improve 
| SAE sessions was handled seriously. 
Most speakers mentioned that the 
principal problem is that too often 
two or more good sessions are held | 
simultaneously and members must | 
decide which meeting they want to 
| miss. 
| Charles Ohly, vice-president of | 
|Thompson-R a mo-Wooldridge and |Inventor Shows Patent— 
meeting vice-chairman, observed | Benjamin H. Sweitzer, 73, 4104 South- 
that there is sometimes a tendency | ern Bivd., Youngstown, O., who is partially 
to get away from technical matters | paralyzed and unable to drive a car, 
























usual production problem?” and 
“What can be done to improve the 
SAE meetings?” 
Among the men 
chosen to explain 
how you convince 
the boss that he 
has made an im- 
proper decision, 
there was a lively 
discussion as to 
whether the boss 
ever really is} 
wrong. Several) 
felt that “wrong | 
J. M. Callahan ness” is often just | 
a matter of opinion and that the} 
boss’s opinion is always right—be- | 
cause he’s the boss. As one man 
said, “He may not always be right, 
but he’s always the boss.” 


* > * 


He Could Be Wrong! 


eee geen it was generally con- | 
cluded that in the field of en-| 
gineering there are many situations | 
in which the facts may line up 
100 percent against the superior, 
making him 100 percent wrong. | 

At this point there was consider- 
able discussion at several tables as 
to whether a serious or facetious 
answer was wanted. Later, Bob 
Crory, the SAE staffer who super-| 
vised the affair, said this question 
was deliberately left unanswered 
so as to provide both wit and wis- 
dom. 

After discussing the question 
at each table, one engineer was 
elected to take the rostrum to 
tell the 125 to 150 luncheon 
guests of the combined conclu- | 
sions that were reached, with | 
prizes going to the best per- | 
formers. 

The winners were selected 
through a large applause meter and | 
a trio of judges, headed by Harold 
Warner, general chairman of the 
production meeting and Cadillac | 
works manager. 

One of the first speakers said 
the approach a person takes in 
telling the boss he’s wrong depends 
“on whether you're an indispen- 
Sable man or a dispensable one.” 
He added that it also depends on 
whether the boss is one of those} 
who feels “my mind’s made up—}| 
don’t confuse me with the facts.” 

+ x = 


Sell His Secretary 


NOTHER engineer said, “The 

best thing may be to sell the} 
boss’s secretary on the idea that 
he’s wrong—she’s usually more in- 
fluential than anyone else in the 
Office. Or if you want to take an- 
other tack—try to sell the idea to 
the boss’s wife at a cocktail party.” 

Taking a similar facetious ap- 
proach, one engineer said that you 
can always threaten to expose the 
boss’s indiscretions if he doesn’t 
take too kindly to your constructive 
criticism. 

About this time it was pointed 
out that practically everybody in 
the auto industry has a boss these 
days—even the company pres- 
ident who often gets more boss- 
ing from the board of directors 
than anyone else. 

A serious observation was made 
by a few veteran auto men who 
agreed that the present auto in- 
dustry—with its multitude of com- 
mittees—is totally lacking in the 
Powerful and colorful bosses who 
formerly ruled the business. 

One speaker showed a lot of 
Promise as a diplomat by present- 
ing cigars to the three judges and 
to Joe E, Adams, vice-president of 
White Motor Co., who was toast- 
master. Adams performed this 
function in a very literal fashion, 


AN EATON MFG, CO. engineer 
suggested that before telling a 
boss he’s wrong, you first tell him 
how right he was the last time or 
tell him that you’re only seeking 
his counsel. 

A Chevrolet spokesman humor- 





| were these: 
| 1. The product that came through 
to production from engineering 
|that didn’t require a single en- 
gineering change. 

2. The problem of tieing down 
an elephant. An executive handed 
this problem to a production en- 


and to take the broad approach and | 4i.5iays the patent for a collapsible steer- 
become involved with advertising. tag eoieten fe tavented to peut serious 
He recommended “more good, tech- | chest injuries in auto accidents. His patent 
nical discussions. |calls for the construction of a steering 

Glen Fitzgerald, of AC Spark) column in two sections, one of which 
Plug division, won first prize in| would collapse telescopically against con- 
the contest—the toastmasters’ | trolled hydraulic and spring pressure in 
toaster. ‘the other section upon contact. 





protection is stainless steel 


Summer or winter the car with plenty of Stainless Steel 
is easy to clean and keeps its good looks 


under the roughest conditions of driving and weather. 


No other metal offers the freedom of design and fabrication, 


economy of care and the durable beauty that serves 


and sells like Stainless Steel. 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 


HIGH QUALITY SHE 





McLOUTH STAINLESS STEEL 


ET AND STRIP 


for automobiles ’ 
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Commercial Car News 


PAM am ee a 


UTR ee ee 


Million Sales Eyed 


As Dealers Report 
3d-Month Upswing 


nc ety headend truck-sales | has boosted the sale cf both new 
have shown such an increase | and used units, they said. 
over the corresponding period of| The survey indicates that in 
1958 that even optimistic truck ex-| many places newly formed small 
perts are revising 59 sales forecasts businesses will be in the market 
upward. | for good used trucks until they 
Many who pegged sales this year) are convinced they are going to 
at around 850,000 now see a possible | succeed. 
million-plus year. Sales reports! The construction industry and 
from dealers carry the same opti-| over-road haulers are the principal 
mism. 
If the sales pickup is as sound 
as most dealers reported in a 
nationwide survey by Automotive 
News, the increase this year 
might even be greater than the 


| heavy-duty units. Dealers in many 


pickup 
| units, 
| Reports from West Coast dealers 
112,000 units indicated by a Jan- | indicate that the California truck 
uary increase of 9,396. market will be a “hot spot” this 
In many areas, according to the | year. Chevrolet has been conduct- 
survey and factory sales analyzers, | ing a sales contest on the coast and 
sales only started to swing up/sales are up appreciably, dealers 
noticeably in the last month due} claim. 
to poor weather conditions earlier.| It is interesting to note that In- 
Several things of considerable | ternational Harvester, which was 
import to dealers have been | “hog-tied” by a strike that shut 
brought out by first-quarter sales.| off production practically all of 
Perhaps the most important is that; December, was the only truck 
in practically every section, busi-| manufacturer that did not show a 
nessmen have gotten over their de- | healthy sales increase in January. 
pression complex and again are in| * * * 


the truck market. IH Sales Off 2,600 Units 


= > > 
. ° ESPITE this IH still was able 
Used Units Selling Well to register 4,853 truck sales in 


ae report that the biggest 
demand for light and medium- 
weight trucks is from firms which 
held off buying last year. This trend 


Light-Truck Sales 
Put Chevy on Top 


in sales of transit mixer 


for the previous January. 

Many dealers felt that the 
Chevrolet contest played a major 
role in boosting the firm’s Janu- 
ary sales 5,909 units over the 1958 
figure for that month. Others 
showing increases in January 
were Ford, with a gain of 2,746 
units; GMC, 1,586; Willys, 604, 
and Dodge, 379. 





| buyers of medium-heavy and| 


| places also report a noticeable | 


January, 2,672 units under the total | 


From the 


DVANCEMENTS in styling, | 
power and pickup-body design | 
have been combined with expanded | 
| truck-to-job model specialization in 
|a new line of International trucks | 
introduced Friday in the 4,200 to) 
| 33,000-pound gross vehicle weight 
| range. 

R. M. Buzard, truck vice-presi- 
dent of International Harvester, 
said the “B-line” offers light, me- 
dium and heavy-duty trucks in 
four and six-wheel and all-wheel- 
drive chassis, with six-cylinder or 
V-8 engines and a choice of con- 
ventional and compact-design 
models. 

A new “bonus-load” pickup body 





New B-Line by International— 


Representative light, medium and heavy-duty models of new B-line International trucks feature significant advancements in 
styling; power and pickup body design. International B-line trucks are available in four and six-wheel and all-wheel-drive 
chassis, with nine six-cylinder or three new V-8 engines and a wide choice of conventional or compact-design models. Gross 
vehicle weights range from 4,200 to 33,000 pounds. Styling highlights include chrome-mounted dual headlights and a one-piece 
anodized aluminum grille said to be the largest used on ony vehicle. 


New Internationals Offer 
Restyling, Larger Pickup 


tone or single color finishes is 
available. 

Optional on light and selected 
medium-duty models are automatic 
transmissions, power steering, 
power brakes and four-wheel drive. 


© 





Four and six-wheel-drive and tan-; 


dem-axle drive systems are avail- 
able on selected medium and heavy- 
duty chassis. 

Nine International six-cylinder 
valve-in-head truck engines are 
offered with horsepower ratings 
from 113 to 154, Five are gasoline 
fueled and four are available with 
factory-installed liquified-petrol- 
eum-gas fuel systems. 

Three new V-8 engines—with 266, 
304 and 345 cubic-inch displace- 


with 25 percent more cubic capacity | ments—are being announced as 
also was announced, New frames | optional equipment throughout the 


It’s Ranking Make 
In 4 GVW Classes 


HEVROLET captured the truck 
sales lead in 1958 by dominating 
sales in the four lightest GVW 
classifications, the classifications | 
where the bulk of trucks are sold. 
In another GVW development 
im 1958, changes in the weight 
classifications of a number of 
models by certain producers up- 
set comparisons of some of the 
1958 GVW classes with those for 
the same classes in prior years. 
Chevrolet took top honors in the 
under 6,000-pound class by captur- 
ing 38.54 percent of the market 
with Ford getting 30.76 percent. 
Perhaps the most interesting de- 
velopment of the year was in this 
category where imported trucks 
slipped into a third position by 
capturing 7.35 percent of the trucks 

sold in the light vehicle class. 
Chevrolet again dominated the 
6,001-10,000 class by taking 39.00 
percent of market while Ford took 
30.38 and Harvester indicated its 
accelerated push in the light-truck 
field by coming in third with 11.80 
* percent of the class. 
~ - 





FOr. due to its upgrading of 
certain models, moved com- 
pletely out of the 10,001-14,000 class- 
ification leaving this field pretty 
much to Chevrolet which again led 
with an astounding 66.02 percent 
followed by Harvester which cap- 
tured 27.11 percent and Divco 
which came in for 4.57 percent. 
Chevrolet led in the 14,001-16,000 
class by taking 66.99 percent. 
‘Ford came second with 12.29 per- 
cent and GMC took 10.27 percent. 
-Ford showed the rest of the 
(Continued on Page 27, Col. 1) 


Chevrolet’s January increase in 
California totalled 1,023 units, com- 
pared with 789 for Ford and 145 
for GMC. 

For the quarter, GMC claimed a 
65 percent sales increase in South- 
ern California, 47 percent in 
Northern California and 71 percent 
in the Northwest area. The firm's 
increase nationally is pegged at 
40.8 percent. 

Other companies claiming sizable 
increases in January and February 
were Dodge, 45.7 percent, and Ford, 
39 percent. Chevrolet reported a 

(Continued on Page 28, Col. 1) 


Truck Makers Share 
Of 1958 GVW Market 


By Percentage of Classification 


6,000 Ibs. 6,001- 10,001- 


* Less than one-hundredth of one percent. 


| models. 


that provide greater strength and 
stability are featured in certain | 
light and medium-duty models, said | 
Buzard. | 

> 


-LINE STYLING incorporates | 

chrome-mounted dual head- 
lights and a one-piece anodized | 
aluminum grille, said to be the) 
largest used on any vehicle. Both} 
standard or custom cabs feature 
five-feet wide seats, with Custom 
cabs available in light, medium and 
heavy-duty conventional duty | 





A selection of new two- 


14,001- 16,001- 19,501- 


26,000 





100,00 100.00 


~—Oompiled from R. L. Polk & Co. data. 


International B-line. 
The V-266, rated at 154.8 horse- 


(Continued on Page 32, Col. 1) 


3-Year Sales High 
Is Nearly 18% 
Above 758 Level 


yous sales got off to a flying 
start in 1959 with January reg- 
istrations the highest for any 
January since 1956. 

New-truck registrations for the 
month totalled 61,798, according 
to data supplied by R, L, Polk 
& Co. The figure is 17.93 percent 
above the 52,402 registrations for 
January of last year and 8.46 per- 
cent above the total of 56,979 for 
the like month of 1957. 

Sales in January of this year 
were 6.57 percent below the 66,141 
in January of 1956 and 17.31 per- 
cent below the 74,734 for December 
of last year. 

All makers with the exception of 
International increased sales in 
January above the total for the 
like month of 1958. 

. - * 
IRNATIONAL’S sales fell to 

4.853 units, probably mainly due 
to the strike at the company which 
lasted until late January. The total 
was good for 7.85 percent of the 
January market, 6.51 percentage 
points less than International ob- 
tained a year earlier. 

Chevrolet was the big gainer 
both in units sold and increased 
penetration of the market, The 
division’s sales totalled 23,565 
units which amounted to 38.13 
percent of the market and a gain 
of 4.44 percentage points. 

Other makers which increased 

(Continued on Page 30, Col. 3) 


| WAS glad to get a notice that 
the Colorado Auto Auction, Lit- 
| tleton, Colo., will resume its truck 
|}auction tomorrow (Apr. 7). Truck 
| sales will be held the first Tuesday 
of each month and, in this second 
year of operation, are scheduled to 
continue until Oct. 6. 

After the first auction tomorrow, 
the operators will furnish any fran- 
chised truck dealer with a list of 
trucks sold and the prices they 
brought. The people who run the® 


| auction expect to have up to 300 
|units on hand for this first sale.@ 


There now are two truck auc- 
tions operating at widely sep- 
arated points, giving more deal- 
ers an opportunity to use their 
services. The Dyer Auction, Dyer, 
Ind., has been holding truck sales 
throughout the winter, Dyer was 
the first to stage a truck auction 
day. 

We will resume carrying the re- 
sults of the Colorado and Dyer auc- 
tions in this truck section with the 
first issue in May, thus bringing 
the going prices to our truck-dealer 
readers even though they do not 
take advantage of the operators’ 
kind offer to send this informa-§ 
tion to any franchised truck dealer. / 

Everyone I talk to about these 
auctions feel that they are of great 
value to both large and small deal-j 
ers, especially as more dealers ge 
into the selling of heavier units. 

The auction gives the smaller 
dealer a place to get a decent price 
for the used truck that would be 
almost impossible to move in his 
own area, and it gives the large 
dealer an opportunity to keep hi 
used-truck stock in balance and 
pick up models he needs to fill out 


his stock. 


* * s 


Piggyback Operation Grows 


T IS claimed that out of the na 
tional fleet of approximately 55,-" 
000 railroad flatcars, about 6,000” 
(Continued on Page 36, Col. 1) 


Truck New Products 
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MIDLAND COMPRESSOR — Heart of Midiand Air Power Systems 


Midland products include: 


Air brakes for the truck and trailer industry 
Vacuum power brakes for the automotive industry 
Equipment for the Transit industry 

Control devices for the construction industry 
Midland Welding Nuts for assembling metal parts 


Write for detailed information 


MIDLAND-ROSS Z\ 
CORPORATION (aa 


Owosso Division - Owosso, Michigan NO 
ONE OF THE “400” LARGEST AMERICAN CORPORATIONS 








Four GVW Classes . 
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Ligh t- Weight Sweep 
Puts Chevy on Top 


(Continued from Page 24) 


makers home, however, in the 
16,001-19,500 class by taking first 
with 48.25 percent of the field. Har- 
vester trailed with 22.91 percent, 
and GMC took 11.69 percent. 

A close race developed in the 
19,501-26,000 class between Ford 


and Harvester with Harvester win- | 
ning with 33.12 percent. Ford had 
$2.30 percent and GMC grabbed 


19.24 percent. 
= 
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Harvester Wins Again 
NOTHER close race took place 


in the 26,001-33,000 class be-| 


tween Harvester and White with 


Blarvester again winning on 30.16) having bodies and other equipment 


percent to White’s 30.00. Mack 
sneaked in to capture third with 
12.33 percent. 


And in the over 33,000-pound | 


@lass, Mack finished a strong first 
With 34.54 percent, Harvester came 
im second with 25.64 percent and 
White took third with 12.23 percent. 

Considerable confusion will 
arise in many quarters when 1958 
truck GVW registration figures 
are compared with those of 1957 
An upgrading of cert.in models 
that formerly were registered in 
lower tonnage classes caused the 
trouble. 

This is particularly true in the 
16,001-19,500 group, which indicates 
that there has been a sales gain of 
some 25,854 units in 19668 over 1957. 

> 
T° A LESSER hitinn the same 
py thing applies in the 19,501-26,000 


Illinois Official 
Urges Midwest 
eterocity Pact 


CHICAGO.—A reciprocity agree- 


Ment among Midwest states, simi-| 


lar to one between Illinois and Wis- 
Consin, has been urged by Robert 
©. Cronson, Illinois assistant sec- 
fetary of state and reciprocity 
chief. 


He told the annual meeting of the 
Car and Truck Renting and Leas- 
ing Assn. such a pact would be one 
Possible solution to reciprocity 
Problems between Illinois and other 
states. 

Another possible solution, he 
added, might be to deal with each 
Segment of the trucking industry 
“on a basis especially adapted to 
their own particular situation.” 

Most problems facing truck-leas- 
ing companies are in connection 
with so-called “daily rentals,” Cron- 
Son continued. 

Under the Illinois reciprocity law, 
the operator rather than the lessor 
Must apply for and obtain recipro- 
City plates and the vehicle must be 
licensed in the lessee’s state of res- 
idence. 

“This presents no particular 
Problem for long-term leasing, but 

present difficulties for the 
short-term rentees,” he said. 

He added that Illinois’ problems 
With other states were created 
apie frankly because the State of 

nois is faced with the practical 


fact of having the highest registra- | 


fees in the country.” 





class, where the registration figures 
show that 262 more trucks of this 
size were sold last year than in 
1957. 

Upwards of 52,000 vehicles, as 
counted in factory sales, were 
involved in the class changes. 
What the numbers of vehicles 
would be in actual registrations 
in each category perhaps will 
never be known. 

No factory involved can give the 
number of upgraded trucks that 
were actually registered in 1958. 
Many were still in dealer stocks at 
the year’s end, Some were in own- 
ers’ hands but in the process of 


installed and may not have been 
registered until early this year. 
* * * 


7,600 Units Moved 


S NEARLY as can be deter- 
£% mined now, approximately 7,600 


units moved out of the 10,001-14,000 | 


classification into the 14,001-16,000 


class by 


class to the 16,001-19,500 category, 


and approximately 8,300 trucks} 


moved up from the 19,501-26,000 
classification. 


Registration figures show a loss} 


between 1957 and 1958 in the 10,- 
001-14,000 class of 14,719 units. 
Those who are trying to find out 
what actually happened will have 
to subtract 7,648 from this loss and 
come up with what can be consid- 
ered as an actual loss of about 7,071 
units. 

In the 14,001-16,000 class, the 
1958 figures will show a loss of 
43.938 units, but as approximately 
36,000 vehicles moved out of this 
bracket due to factory upgrading, 
the actual loss to this classifica- 
tion would be nearer 7,900 ve- 
hicles. 

The 16,001-19,500 group showed a 
gain of 25,854 over 1957. Because 
approximately 26,000 more trucks 
moved into this classification than 
moved out due to the upgrading. 
1958 figures should show a small 
loss, although this tonnage classi- 
fication showed the greatest 
strength in 1958 by far of any size. 

The 19,501-26,000 bracket also 
shows a slight gain of 262 sales 
over the 1957 figures but when the 
approximately 8,300 units that 
moved up to this bracket from the 
16,001-19,500 class are taken into 
consideration, there was an actual 
loss of approximately 8,000 vehicles. 

> > . 


io THE other tonnage classifica- 
tions, there was no movement 
due to changed ratings by any 
factory so that they remain in the 
Same perspective as they did in 
1957. 

For instance in the under-6,000- 
pound class. there was a loss of 
93,296 units in 1958 as against 1957. 
In the 6,001-10,000 class there was 
a loss of 22,006 units. 

Thus, in the light-truck cate- 
gory of under 10,000 pounds, the 
loss was 115,302 units. This rep- 
resented 89 percent of the loss in 
registrations for the entire in- 
dustry. 

If the loss shown by the 1958 
figures in the 10,001-14,000 class 

= 
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upgrading. Over 36,000) 
units moved out of the 14,001-16,000 | 


were added to the losses of the 
other light units, the loss in the 
under 14,000-pound class would 
have come within 768 units of 
equalling the loss to the entire in- 
dustry. 

But here again the weight up- 
grading upsets comparisons because 
one maker moved out of the 10,001- 
14,000 class entirely. 


* * * 


Two-Thirds of Sales 


i. under-10,000 jobs again took 
more than two-thirds of the 
market despite the big loss, These 
light jobs represented 67.25 percent 
of all trucks sold with the under 
6,000-pound jobs representing 52.95 
percent of the market. 

The 10,001-14,000 class dropped to 
1.83 percent of the market due to 
the upgrading movement. Last year 
this group took 3.27 percent of the 
market. 

The 14,001-16,000 class also took 
a less-than-normal part of the 
year’s market as it dropped from 
13.19 percent in 1957 to 8.86 percent 
in 1958 due to the upgrading move- 
ment. 

The 16,001-19,500 classification 
comes up with nearly twice the 
percentage of market that has 
characterized this bracket for a 
number of years, As can be seen 
by the chart elsewhere in this 
issue, this classification repre- 
sented 10.33 percent of market as 
against but 5.70 percent in 1957, 
The shift from the 16,001-19,500 

class to the 19,501-26,000 group evi- 
dently was not great. The per- 
centage of market remained fairly 
constant, only increasing from 4.08 
percent in 1957 to 4.86 percent in 
1958. 

In the next category, it will be 
noted that the 26,001 and over class 
took 6.87 percent of market com- 
pared to 6.49 percent in 1957. 


491 N ew GMCs 


Sold to Railroad 


For Maintenance 


PONTIAC.—A fleet of 491 new 
GMC trucks—including a number 
of pickups especially equipped to 
“ride the rails” like section cars— 
is being put into service by Balti- 
more and Ohio Railroad Co., ac- 
cording to R. C. Woodhouse, gen- 
eral truck sales manager of GMC 
Truck & Coach. 

Earmarked for track mainte- 
nance work. the vehicles will op- 
erate out of strategic rai] centers 
throughout the B & O system. 

The GMC fleet consists of 204 
Model-375 stake trucks, 168 Model- 
253 panel trucks, 100 Model-101 
pickups, 15 Model-253 cab and 
chassis with utility bodies and 
four Model-453 dump trucks. 

Many units are equipped with 
special devices for performing their 
work along rail right-of-ways. 
Sixty-nine of the stake trucks have 
winches mounted on the truck 
chassis and five have rear-mounted 
cranes. 

Each pickup has two retractable 
rai] wheels at each end. When low- 
ered, these hold the vehicle on the 
track and permit it to travel along 


the top of the rails on its standard | 
wheels. With all four tires gripping | 
the pickup rolls along | 
| like it would on a regular highway. 


the rails, 


These pickups give rail inspectors 


and supervisors a versatile vehicle | 


that can switch between highway 
and rail travel by simply lifting or 


lowering the special rail wheels, 
Woodhouse said. 
© 


Total Registrations by GVW Class 


Percentage of Market, 1954 through 1958 


(Total, 10,000 or less) 
10,001-14,000 


1955 1956 1957 


52.60* 
14.67* 
(67.27) 
3.27 
13.191 
5.701 
4.08 
6.498 


100,00 


1954 


48.02 
17.52 
(65.54) 

3.76 


45.56 
17.21 
(62.77) 

4.01 
15.89 
5.43 
4.83 
707 


4.90 
3.41 
5.04 


100.00 100.00 


Point 
Change 
"54-58 
+4.58 
—4.04 
(+ 54) 
—2.50 
—9.24 
+6.46 
+137 
+3.37 


Point 
Change 
"57-58 
+ .35 
— 37 
(— .02) 
—144 
—4.33 
+4.63 
+ .78 
+ .38 


52.95* 
14.30* 
(67.25) 
L831 
8.861 
10.331 
4.36 
6.878 


100,00 


> * Prior to 1957, the lightest classification is 5,000 pounds or less, the next heavier classification is 5,001 to 10,000. 
{7 Changes in the percentages for these classes between 1957 and 1958 can be traced in a large measure to reclassification of 
the weight ratings of certain models by a number of producers. 
8 In 1957, heaviest classification is further broken down into 3.96 percent in 26,001 toe 30,000 pounds and 2.53 percent of 


33,001 pounds and over. The comparable totals for 1958 are 3.97 percent and 2.90 percent, respectively. 
— Compiled from R. L. Polk & Co. data. 





@ LOW PRICES 
@ TOP QUALITY 


«4949, Series 50, 70, Super, Roadmaster _ 


BUICK 
__ PMP 3856 
MP 8040 
8041 


8710 


ven 
PMP 


PMP 8989 


PMP 
Ld 


5230 
5231 
5232 
PMP 5233 
PMP 5260 


MERCURY 
PMP 6230 


PMP 6233 


PMP 6234 
PMP 6235 
PMP 6232 


PONTIAC 
PMP 0867 


PMP 0992 


CADILLAC 
PMP 3159 


MERCURY 
PMP 6236 


PLYMOUTH 
PMP 2279 


PMP 2281 


PMP 2696 


All Prices F.O.B., N. Y. 





FORD—GM—CHRYSLER 


MUFFLERS 


List YOUR 
PRICE COST 


» 1950-52, All 1953, Series 40, Special . s+1$13.00 $5.10 
49-52 Pass. except Conv. 

50-53 with power glide except Conv. 

Truck 1950-56, 6-cyl., 2-2 Ton, All GMC Truck, 1950- 
53, a VYo-Y%_ Ton, FC 100, FC 150, 100-22, 150-22, 
P150-22 

54-57, 6 & 8 cyl., 
except Conv. & 


945 3.95 


7.70 3.25 


Pass. and Station Wagon 
i 12.05 


49-53, 6 & 8 Cyl., All Models 1954, 6 Cyl., All Models 9.10 


Fairlane, 55, 56, All Models 

1954, 8 Cyl., All Models 

55, 56, 8 Cyl., Except Fairlanes, Conv. & Station Wagons 11.60 
Truck, 1948-53, 6-8 Cyl., 2-2 Ton, All 


1949-51, 8 Cyl., All Models ... 

1956, 8 Cyl., Custom & Medalist 2 Dr. Sed., Cust. 

4 Dr. Sed. & Hardtop, Single Exhaust 

1956, 8 Cyl., Montclair, Monterey, Dual Exhaust sys. .... 
1955, 8 Cyl., MC Custom Single Exhaust System 

1955, MC, Montclair, Monterey Dual Exhaust System... 


PONTIAC, 1934-54, All Models 
KAISER, 1946-47, All Models 
FRAZER, 1947-48, All Models 


PONTIAC, 1955, All Models . 


1952-56 8 Cyl., Series 605, 4 Dr. Sed. 
Series 62 All (Rear) . . 


1954 8 Cyl., MB (Exc. Monterey Conv.) 160 HP 


1955-56 (8) Single, Exc. Conv. 
DESOTO, 1956 (8). Firedome, S-24, Fireflite and Estate 
Wagon, duals 

DODGE, 1956 (8), D63-1, D-63-3, Coronet, Cust. Royal, 
Royal Lancer, Exc. Conv., duals 
PLYMOUTH, 1956 (8), 

Exc. Conv., Factory 

PLYMOUTH, 1949-56 (6), Exc. Conv. Cpe. 

DODGE, 1949-56 (6), Exc. Roadster 

Conv. Cpe. & & Pass. Sedan 

DESOTO, 1949-52 (6), Exc. Conv., Cpe. 

& 8 Pass. Sedan 

CHRYSLER, 1949-52 b (6), Exc. ponte Cpe. 


& 8 Pass. Sedan 11.75 


4.95 


Jobber Inquiries Invited 


POWERMOTIVE & 


1146 EAST NEW YORK AVE. 


BROOKLYN 12, NEW YORK 
Slocum 6-8501 


COMPLETE line for all applications 
TULSA,POWER TAKE-OFFS 


The complete line of Tulsa Power Take-Offs means 
one brand — one inventory — of highest quality, 
top performance power take-offs. Our ten series — 
and the many models within these series — provides 
a power take-off for all types of work and for most 
transmission applications. Application information 
for all trucks is revised annually—or more often when 
necessary — and is available when new truck models 
are released. For a complete line — with maximum 
interchangeability — it's Tulsa Power Take-Offs! 


Tulsa 'Winch 


*? 


DIVISION OF VICKERS. INCORPORATED © TULSA, OKLAHOMA 
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‘Million-Plus’ Year Eyed... 





Dealers Report Boom 
In °59 Truck Sales 


(Continued from Page 24) 


51.6 percent increase for February 


alone, 
* * 


New England Sales Up 


oo in New England re- 
port a general improvement 
over a year ago for February and 
early March. Both Ford and Chev- 
rolet dealers note a stronger de- 
mand for light units, Mediums are 
selling at about the same pace, all 
dealers say. 

In practically every section it 
is apparent that truck salesmen 
are going out after the business 
instead of waiting for buyers to 
come to them. 

However, dealers in a number of 
areas, particularly the Southeast, 
report they are not making much 
more on sales this year than last. 


Some of this may be traced to the 
fact that many dealers are not 
| driving hard enough for a legiti- 
mate profit. But most of it can be 
|attributed to the habit of many 
dealers never to admit. business is 
profitable. 

Atlanta reported that IH business 
|“showed a tremendous increase last 
month.” Chevrolet dealers noted a 
big demand for pickups, panels, 





Aussie AF Orders Jeeps 


SYDNEY, New South Wales. — 
The Royal Australian Air Force 
|has ordered a substantial number 
|of Australian-made Jeep vehicles as 
| standard equipment, according to 
Robert Beens, general manager of 
Willys Motors (Australia) Pty. Ltd. 
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| ene tractors, tank trucks and 
specialized equipment. Ford dealers 
moved more mediums, and the so- 
called heavy-duty makers such as 
White showed increases in heavy 
over-road and diesel sales, 
* +* * 


Big-Truck Buyers Active 
ONSTRUCTION firms, road 
builders, contractors, freight 
haulers, service firms, lease opera- 
tors, pulpwood and petroleum haul- 
ers are active in the Atlanta 


will be good prospects for some 
months to come. 

Here again, dealers say, sales- 
men “have at last realized that 
they have to pound on doors 
every day and beat the bushes 
to make sales. Business looks so 
good that many salesmen, espe- 
cially those concentrating on 
heavy-duty units, are working 18 
hours a day to stay on the ‘gravy 
train’ while it is on the move.” 





market, and dealers expect they | 





Most dealers are reporting more 
tradeins, but they are not alarmed | 
because the used-truck market gen- 
erally is good. Clean lights and| 
mediums are in good demand and 






FROM 
BRAKE VALVE 
TO GELLOWS 


TO BRAKE 


GMC's Modulated Brake— 


Air suspension on GMC highway trac- 
tors has made possible an important truck 
brake safety device known as the modu- 
lated brake. The brake regulating valve 
above, limits the maximum amount of air 
pressure to the drive axle, in proportion 
to the amount of weight carried on that 
axle. The proper amount of brake air 
pressure is proportionate to the pressure 


| inside the bellows of the air suspension 


which increases as the load increases. 


bringing good prices, The heavies 


| are moving a little slower. 


New and used-truck sales in the 
Cincinnati area showed a big im- 
provement over February, 1958, and 
dealers report that the next three 
months look “rosy.” 

Chevrolet dealers reported Feb- 
ruary increases were registered 
mostly in the light units, but that 












Timken-Detroit Heavy-Duty Tandems 


Are First Choice 


With 


Big Off-Highway Operators! 


These superior features make the difference: 























“Cradle Ride” Suspension. Free ends of long, resilient springs 
float in axle spring guide brackets. This permits axles to articu- 
late freely, compensating for road irregularities. Floating 
springs cradle the vehicle, materially reducing road shock and 
eliminating source of vehicle flutter. The load is more stable... 
driving is easier, more restful, safer. 


Hypoid Gears. Larger pinions and greater tooth contact give 
30% more torque capacity, top efficiency and long life . . . plus 
lower maintenance costs. 


Driver Controlled Inter-Axle Differential. Torque is divided 
equally between axles, yet wheels of one axle can turn faster or 
slower than wheels of other axle. This means both axles are 
always doing equal amounts of work. Driving parts and tires 


last longer. 


Hof Forged Rectangular-Shaped Axle Housings. Rectangular 
shape, combined with full strength corner sections, provides the 
greatest strength with minimum weight and size. Welded-on 
bowl cover prevents leakage. 


Torsion Flow Axle Shafts. More splines, plus greater root and 
body diameter, add extra strength. 


Straight-Line Through Drive. Straight through drive eliminates 
all prop shaft angularity. Bearing afid gear life is materially 
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MANUFACTURER OF AXLES FOR 
TRUCKS, BUSES AND TRAILERS 


increased. Maintenance costs are reduced. 


TIMKEN 
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WORLD'S LARGEST 
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everything points to a good year 
for all models. 
+ * * 


Salesmen Are Active 


ALESMEN are showing much 
more interest in truck sales 
and are making calls, Combination 
salesmen report that often they are 
able to sell a car on a truck call. 
In the heavier-sized trucks, 
most of the buyers are contrac- 
tors and builders. Profits still are 
tight, dealers say, due in part to 
a greater number of requests for 
bids before buying. 

Dealers are getting more tradeins, 
but they are welcome because the 
used-truck business is exceptionally 
good. GMC and Dodge dealers 
concur. 

One Dodge dealer said “our sales- 
men aren’t waiting for ‘walkins’ 


anymore. They are out looking.” 
= = + 


Texas Reports Are Good 


rp dealers reported a big 

pickup in February, with March 
looking even better. Ford, Chevro- 
let and Dodge dealers said their 
best increases were registered in 
the medium-weight jobs. The con- 
struction and common-carrier 
people seemed to hold the best 
potential for sales in the next three 
months, the dealers said. 

Some dealers are getting better 
prices, but others have not yet 
learned that it is possible to sell 
trucks without buying the busi- 
ness. 

Texas dealers report that fewer 
tradeing are being offered than 


| usual because of fleet buyers build- 


ing up their number of units and 
because of the age of others being 
replaced. One dealer reported the 
used-truck market now is the best 
in four or five years. 

The new-truck market is not too 
strong in the Middle Mississippi 
Valley states, dealers report, but 
they say the used-truck market, 
even to trucks up to 10 years old 
and older, is unusually active with 
good prices. 

= = = 


Sales Boost Anticipated 


peau. however, report con- 
siderable interest and inquiries 
which lead them to believe that 
increased sales are on the way. 
They are looking to construction, 
over-road haulers, stock and gaso- 
line transporters and merchandise 
distributors for most of their next 
three months’ business. They say 
most deals involve trades and ex- 
pect this to continue. 

All through the South, they 
say, the farmer has not come 
into the market very strong. 
Farmers who are buying, and 
they are mostly in the Midwest, 
want used trucks, they say. 

The Southwest truck picture 
also is optimistic, with all dealers 
who had trucks or could get quick 
delivery showing marked increases 
over 1958. 

General business, mining, con- 
struction, lumber interests, and the 
building trades are looked upon as 
the best sales prospects. They are 
anticipating a 20 percent increase 
in business in the next three 
months. “Bush-beating” salesmen 
were credited in part for increased 
business. 

But keen competition for busi- 
ness is keeping profits down for 
most dealers, they report. 

* +. . 


Minneapolis Lags 


ir THE Minneapolis area there 
were no reports of a widespread 
pickup. Here and there a dealer 
will admit to increased sales, but 
mainly in heavy trucks of over 
26,000 GVW. 

However, most dealers reported 
better deals and profits, even 
though trading was high. The 
used-truck market was termed 
good to strong. 

Dealers are optimistic, however, 
for a good year. They blame wea- 
ther for much of the lag in sales. 

Over-the-road carriers, livestock 
haulers and ready-mix firms are 
seen as best prospects right now. 


Savings Up to 35 Pct. Seen 
In ‘Piggyback’ Shipments 


LOS ANGELES.—Transcontinen- 
tal “piggyback” shipments can re- 
duce laid-down freight costs by as 
much as 35 percent, according to 
Victor D. Arnold, president of Cali- 
fornia Shippers Associates, 

He said a “very substantial per- 
centage of the savings comes from 
reducing damages in handling, in- 
cluding both loading and unloading 
operations.” 
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| KNOW MORE. 
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|GMC TRUCKS. 


n- 










oo 





ig 
ch 
‘0- 
eir 

in 
n- 


on 


3 


at 


| THAN EVER 
BEFORE! 


Right now, GMC Dealers have the greatest opportunity to increase 
_ sales and profits because more potential customers are fully informed 
of the money-saving, money-making advantages of GMC ‘Trucks! 











4 Much of their knowledge and facts are due to the big, consistent adver- 
L . . . . . . . . 
oF tising campaign they see in national publications . . . 16-page inserts or 
or 2-page spreads every month in all four major fleet books . . . pages and 
ve ee r eras Be ssi rane 

pages of farm truck features in the national farm publications . . . plus, 
1 . . . . . . 
one of the most outstanding, hard-hitting direct mail programs ever 

created! 
‘ 
4 More sales-boosting ammunition are these free bonus services . . . all 
- are available only from GMC! 

Tuition-Free Mechanics Courses * Specialized Transportation Engi- 

neering Services * Inventory Control Program « Preventive Mainte- 
- nance System ¢ Service Bulletins & Maintenance Manuals « Nation- 
s wide Demonstration Program. 
0 
- From 14-ton to 45-ton— ; : 

, And remember, every person even vaguely interested in trucks is a j 

r General Motors leads the way! ; . 
n | | prospective buyer because GMC ‘Trucks completely cover the industry 


needs, 14-ton to 45-ton. GMC ‘Truck & Coach —a General Motors 
Division. 
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How They Fared... 


Commercial Car Registrations 


By Makes 


January, 1959 vs. 1958 


Percent Percent 
Share of Share of 
’59 Market °58 Market 


38.13 33.69 
28.11 27.91 
8.12 7.50 
7.85 14.36 
5.53 5.80 
3.24 2.66 
1.60 1.61 
1.36 1.55 
-72 74 
37 37 
14 12 
4.83 3.69 


January, 
1958 


17,656 
14,627 
3,929 
7,525 
3,039 
1,395 
845 
810 
390 
193 

62 
1,931 


January, 


International 

Dodge shai ode db talecapeticaete 3,418 
Willys . 1,999 
White* ..... 843 
Studebaker joanne’ Se 
dS 
Brockway . 83 
Miscellaneous** .... .. 2,986 


re 
om 
— 0 
+ 02 
+1.14 


UII. nsdetttinsheencemeces 61,798 52,402 100.00 
* White includes Autocar, Freightliner, Reo and Sterling. 


** Miscellaneous includes Corbitt, Diveo, Four Wheel Drive, 
Herrington, Peterbilt, etc. 


100.00 


Kenworth, Marmon- 


—Compiled from R. L. Polk & Co. data. 
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 &~ GMC gain coupled with the 





Highest Since 1956... 


Truck Sales Exceed 
Year Ago by 18% 


(Continued from Page 24) 


their unit sales and share of the 
market were: 

Ford, 17,373 units sold, good for | 
28.11 percent of the market, a gain 
of .20 percentage points; GMC, 5,- 
015 units, 812 percent, up .62 
points; Willys, 1,999 units, 3.24 per- 
cent, up .58 points; Brockway, 83 
units, .14 percent, up .02 points, and 
miscellaneous, 2,986 units, 4.83 per- 


cent, up 1.14 points. 
= - . 


International loss was enough 
to lift GMC into third place in the 
sales race, a position normally held 
by International. 

Diamond T’s unit sales 
amounted to 227 or .37 percent of 
the market, the same penetration 
the line obtained in January of 
last year. 


| Control, 





In addition to International, these 


four producers showed losses in | 
percent of market taken: 
Dodge, 3,418 units sold, 5.53 per- 


cent of the market, down .27 per- | 





Seven Distributors 


Named by Bostrom 


MILWAUKEE. — Bostrom Corp. 
has announced the selection of 
seven new distributors for its 
standard and knee-action suspen- 
sion seats for trucks, tractors and 
earth-moving equipment. 

They are: Bert’s Truck Equip- 
ment, Inc., East Grand Forks, 
Minn.; E. E. Richter & Sons, Inc., 
Emeryville, Calif.; Air Brakes & 
Baltimore; 
ment Co., Dallas; Seco, Inc., Willis- 
ton, N. D.; Western Mfg. Co., Great 
Bend, Kans., and Sound Truck 
Equipment Co., Seattle. 


TRS 
PLANETARY 
that makes 


Hit 
ACE: 


REDUCES STRESS AND WEAR 


ADDS TO AXLE LIFE -+ 


KEEPS TRUCKS ON THE JOB - 


Eaton’s exclusive planetary construction distributes 


gear-tooth loads over four “planet’’ gears, holding 


stress and wear on any one gear tooth to a minimum. 
Completely locked out in the high speed range, these 
four gears rotate only slowly in the low speed range. 
The result is quiet operation, easy clash-free shifting, 


minimum wear, materially longer axle life. This rugged 
planetary design, plus forced-flow lubrication enables 
Eaton 2-Speeds to establish outstanding performance 


records. Eaton 2-Speeds also reduce stress and wear 
on engines and all power transmitting parts; they 


make it possible for trucks to haul more, quicker, 


longer, at lower cost. 


E ATS 


CUTS MAINTENANCE 


LOWERS OPERATING COST 


More than Two Million 
Eaton Axles in Trucks Today. 


AXLE DIVISION 


CLEVELAND, 


MANUFACTURING COMPANY 
OHIO 


PRODUCTS: Engine Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts * Jet Engine Parts * Hydraulic Pumps 


S. and Trailer Axles * Truck Transmissions °* 
Fastening Devices *« Cold Drawn Steel ° 
Powdered Metal Parts + 


Stampings ° 


Permanent Mold Iron Castings ° 
Forgings ° 


Leaf and Coil Springs + 


Automotive Heaters and Air Conditioners 
Dynamatic Drives and Brakes 
Gears * Variable Speed Drives * Speed Reducers * Differentials * Centralized Lubrication Systems 


Fleet Equip- | 





| centage points; Mack, 991 units, 
1.60 percent, down .01 point; White, 
843 units, 1.36 percent, down .19 
points, and Studebaker, 445 units, 
.72 percent, down .02 points, 


* * * 


RUCK sales in California shot 
up by almost 2,000 units in 
| Semen enabling the state to 
maintain its position as the top 
| truck- -buying state, The top 10 
| states and their truck registrations 
for this January and last were: 
January, January, 
1959 1958 
7,023 5,180 
5,267 5,121 
3,098 2,857 
2,949 
2,572 
2,492 
2,369 
2,111 


California 
Texas 
- Illinois 
New York 
. Missouri 
Pennsylvania 
. Ohio 
. North Carolina 
9. Indiana 1,967 
10. Florida 1,886 


Reflecting the. national increase 
in sales, increased registrations 
were reported in 41 states and the 
District of Columbia while eight 
states reported declines. 

The states total 49 because reg- 
| istrations from Alaska are included 
| for the first time. The newest state 
was one of those reporting in- 
| creased registrations with January 
| sales up from 34 last year to 62 
| this year. 


Kenwnetu C. Kewtiey Jr. 


‘GMC Announces 
New Transmission 


For Intercity Bus 


PONTIAC.—GMC Truck & Coach 
division has developed a new trans- 
mission for intercity coaches that 
gives better fuel mileage, improves 
acceleration and lengthens engine 
life, according to Philip J. Mon- 
aghan, GMC general manager. 

The transmission, named “Hydra- 
shift” provides overdrive in all four 
forward speeds to give operators 
a much more effective performance 
both in city traffic and cross- 
| country, Monaghan said. 

“Hydrashift will do for intercity 
| bus operators what the fully auto- 
matic torque converter transmis- 
sion did for city service buses when 
it was introduced 20 years ago,” 
Monaghan added. 
| The new design will be optional 
|} at $437.50 extra cost on model PD- 
| 4104, GMC said. In the initial pro- 
duction run of this model coach in 
| 1959, approximately 40 percent will 
be equipped with Hydrashift. 

Hydrashift consists basically of 
an arrangement which provides 
| both direct drive and overdrive in 
leach ordinary transmission gear. 
Shifting between direct and over- 
|drive is accomplished under full 
|power without declutching simply 
|by moving a button on the shift 
lever. 

A new two-plate main clutch has 
|no coil springs and release levers 
jas in other clutches. A conical 
| spring washer serves the dual pur- 
|}pose of providing the load and 
|means for release. Operation of it 
is by conventional driver-controlled 
| pedal. 


\Filter Firm Sues 


Mack for Libel 


OKLAHOMA CITY.—A $1 million 
damage suit charging disparage- 
ment of product and reputation has 
been filed in Federal District Court 
here against Mack Trucks, Inc. The 
plaintiff is Stay Ready Filter Corp., 
of Oklahoma City. 

The complaint alleged that last 
April, Mack circulated a letter 
among employes and prospective 
customers making “false and mis- 
leading” statements about Stay 
Ready filters. The letter allegedly 
claimed that Mack filters were 
superior to Stay Ready products. 


Timpte Bros. Expands 
Albuquerque Branch 


ALBUQUERQUE, N. M.—Timpte 
Bros., Inc., manufacturer of semi- 
trailers, truck bodies and truck 
equipment, has added 8,100 square 
feet to its branch here. The addi- 
tion includes new machinery, a 
paint shop, heavy-duty cranes and 
an enlarged parts department. 

The company started operations 
here in 1947 with a six-man crew. 
The new facilities will employ 65. 
The branch is headed by Jim Lakin, 
a vice-president of the parent firm, 
which is headquartered in Denver. 
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PERFECTION STEEL BODY COMPANY 
GALION, OHIO. 
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Offers Restyling, Larger Pickup . . . 
IH Unveils New ‘B-Line’ 


(Continued from Page 24) 


power, is available in models from| utility, dump, platform and stake 
4,200 to 19,000 pounds GVW. The | bodies. 
V-304, with 193.1 horsepower rat-| Travelall models — station-wagon 


ing, is offered in the 16,000 to 30,- | type vehicles which seat eight per- 
000-pound GVW range. Rated atj|sons or carry half-ton loads—and 
196.7 horsepower, the V-345 is op- 


the exclusive Travelette, with six- 


tional in models from 19,000 to 33,-| passenger cab and pickup or serv- 


000 pounds GVW. Compression 
ratio for the V-266 is 8.4 to 1, and 
8.2 to 1 for the V-304 and 8.0 to 1 
for the V-345. 

> 


New Tenn. Law OK’s 


| Heavier, Longer Trucks 


NASHVILLE.—Tenn, Gov. Bu- 
ford Ellington has signed into 
law a bill permitting heavier, 
longer and higher trucks to op- 
erate on state highways. 

Maximum truck weight is 
raised from 55,980 to 61,580 
pounds, maximum length in- 
creased from 45 to 50 feet, and 
maximum height for auto car- 
riers raised from 12% to 13% 
feet, The law specifies that no 
tolerances above the maximum 
permissible length, width and 
height will be allowed. 


+ + 


Als ENGINES feature oil bath | 
air cleaners, full-flow oil filters 
and 12-volt, 30-ampere generators | 
as standard equipment. 

Available in seven-foot and 8%- 
foot lengths, “bonus-load” pickup 
bodies provide capacities of 59.25) 
and 72.75 cubic feet, respectively. 
Inside width between top flanges is 
66 inches, width at tailgate open- 
ing is 50 inches and height is 17% 
inches. 

Buzard noted that tailgate de- 
sign of the “bonus-load” body 
affords one-hand opening or lock- 
ing with a new center-type 
single-lever control, and thus 
eliminates the need for manipu- 
lating chains or cables at each 
side of the body. 

In addition to “bonus-load” and 
standard pickup bodies, the new 
International truck line offers light 
and medium-duty models with} 
factory-installed panel, service- 


PPG Reports | 
Sales, Net Dip | 


PITTSBURGH.—Due to a strike | 
in the glass division through the) 
fourth quarter and the sharp busi-| 
ness recession in the early months 
of 1958, Pittsburgh Plate Glass Co. 
reported a substantial decline in 
both sales and earnings for the| 


year. 

David G. Hill, president, and E. 
T. Asplundh, chairman, told share- | 
holders that net earnings for 1958) 
were $32,076,000, compared with| 
$57,963,000 in 1958, Sales totalled 
$513,649,000, down 17 percent from | 
the 1957 figure of $620,803,000. 

In the annual report, the officers 
said “the strike did not affect 1958 
earnings as much as its duration— 
the longest in the company’s his- 
tory—might suggest. This was be- 
cause your management produced 
in advance a large portion of 
fourth-quarter requirements.” 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 


FROVAN —¥%eem: 


truck refrigeration units 


DUAL-OPERATION 
FIELD PROVEN 


Mr. Truck Dealer: 

Write for the complete story on how you! 

con make additional profits selling Rovan | 

units. 

Manufactured By: 

THE FRANK-DEWEY 
COMPANY, INC. 


12334 STARK ROAD GArfield 2-6600 
LIVONIA, MICHIGAN 






OHIO 


DEFIANCE: 
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is | a 


ice-utility bodies, also are offered 
as factory installations. 
* + * 
—— chassis strength and 
stability have been incorporated 

in certain light and medium-duty 
models through use of heavier 
frames, This improvement reduces 
the need for frame reinforcements 
in many cases as the frame section 
modulus has been increased by as 
much as 30 percent, Buzard said. 

Newly styled cab interiors fea- 
ture vinyl seat covering material 
with charcoal gray facing and light 
gray boxing. A new closed-cell ex- 
panded vinyl! headliner provides 
a two-tone appearance as well as 
greater insulation. 

Redesigned instrument cluster, 
which houses fuel, oil, tempera- 
ture and amperage gauges, is 
positioned for easier reading by 
drivers. All instruments are 
gauge type, rather than indicator 
light type, for more accurate re- 
cording of engine operating data. 

A new higher-efficiency heater is 
another feature of International 
B-line models. Design of this 
heater is said to provide more foot 
and leg room in the cab, and also 
permits it to be used as either a 
fresh air or recirculating unit, It is 
equipped with a thermostatically- 
controlled heat valve and affords 
regulated distribution of warm air. 










Vs Z 


| international’s New Pickup— 


Wider “bonus-load"’ body for new light-duty International B-line truck models is 
| said to offer 25 percent more cubic capacity than standard pickups. Available in 
seven-foot and 8'-foot lengths, these bodies provide capacities of 59.25 and 72.75 
| cubic feet, respectively. New tailgate design permits one-hand opening or locking 
by means of a center-type single-lever control, thus eliminating the need for manipu- 
lating chains or cables at each side of the body. Body inside width between top 
flanges is 66 inches, width at tailgate opening is 50 inches and height is 17% inches. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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Adds $100,000 a Year in Profit, Dealer Says... 


Trucks Serviced in Special Shop 


By Ruel McDaniel 
Staff Correspondent 

CORPUS CHRISTI, Tex.—By 
setting up a special truck-service 
department, Lewis Boggus Motors, 
Inc, (Ford), not only solved a serv- 
icing problem but built a labor and 
parts volume of more than $100,000 
annually without affecting the vol- 
ume of the regular service depart- 
ment. 

“Besides accomplishing these 
things,” said Fred F. Burke, serv- 
ice manager, “the truck-service 
division has developed into our 
most profitable operation in re- 
lation to volume of business.” 

The department occupies a sep- 
arate building across an open area 
from the main service department. 
It is managed, under Burke’s direc- 
tion, by Charles Hoyer, who has 
four mechanics. 

“Before setting up the separate 
operation,” Burke explained, “we 
were plagued considerably by the 
problem of feeling obligated to 
service the trucks we sell but hav- 
ing to clutter up the regular de- 
partment with them. 


“Nobody liked the arrangements | 


—mechanics, floor managers, even 
the customers felt that running 
trucks in with cars was unsatis- 
factory,” he said. 

The special service has been 
built quickly and profitably 
mainly by telephone and personal 
contact with individual truck 
owners and fleet operators, Both 





Truck Tax Measure 


Vetoed in Montana 


HELENA, Mont.—Gov, Hugo 
Aronson vetoed a Montana legisla- 
tive bill which would have imposed 
a weight-distance tax on trucks, to 
produce up to $1.2 million a year in 
additional highway revenue. In re- 


objected that the proposed tax was 
“not really based on weight but 
upon capacity.” 

Aronson also said the tax would 
“ultimately hit the consumer” and, 
because of high administrative 
costs, would fail “to contribute a 
sufficient amount toward more and 
better Montana highways.” 





| truck lines. 
jecting the measure, the governor | 





Burke and Hoyer handle this 
phase of the promotion. 

To make the service more at- 
tractive to some truck operators, 
the department offers to pick up a 
truck anywhere in the city, and 
return it. One of the best custo- 
mers is a large industrial concern 
operating 14 miles from Corpus 
Christi, Burke said, 

“After setting up the special de- 
partment,” Burke continued, “we 
extended and pushed truck service 
to all makes of trucks, not just 
Fords we sell. We are able to do 
this because we have mechanics | 
who have had training in special 
truck-service schools operated by 
three of the leading competitive 


“This policy not only expards 
our service sales but it brings 
us closer to owners of other 
make of trucks and thus places 
us in a more favorable position 
for selling them ours when 
they’re in the market.” 





Occasionally the special depart- | 
ment obtains additional promotion 
through a regular mailing piece | 


Dependable systems 
demand 

systems planning 

and engineering 


It’s true with communications systems and it’s equally true with 
air brakes. For peak performance, both systems depend upon 
operating compatibility of a wide variety of precise and inter- 
related devices. In any system you can, of course, buy one com- 


ponent here, another component 


there, but to get the most 


efficient, most reliable, most economical performance you need 
a complete chain of components, or devices, each system-engineered 
to do a specific task with predetermined accuracy. 

You buy such a chain when you specify complete Bendix- 
Westinghouse Air Brake Systems for your vehicles. You get 
top performance for a longer period and at lower over-all cost. 
It’s one more reason why it pays to specify Bendix-Westinghouse 
Air Brakes . . . complete air brake systems for which we accept full 
and complete responsibility. Fleet operators know this. And that 
is why more vehicles travel more miles with Bendix-Westinghouse 
Air Brakes than with all other air brakes combined. 


SYSTEM — according to Webster: ‘Many parts connected 
in such a manner to create a chain of mutual dependencies’. 


AUTOMOTIVE AIR BRAKE COMPANY 
General offices and factory—Elyria, Ohio. Branches—Berkeley, Calif. and Okiahome City, Okla. 


N. D. Legislators OK 
Length, Weight Hikes 


BISMARCK, N. D.—Two bills 
increasing maximum permissible 
length and weight of trucks op- 
erating on the state’s highways 
were given final passage by the 
North Dakota Legislature and 
sent to the governor for signa- 
ture. 

One of the bills would allow 
truck lengths to be increased 


from 50 to 60 feet and would | 
allow three-unit combinations. | 


The other bill would increase per- 
missible weights from 30,000 to 
32,000 pounds on tandem axles. 
It would also allow gross weights 
of 73,280 pounds on equipment 
approved by the state highway 
commissioner. 


North Dakota law heretofore | 


has allowed 70,000 pounds with 
approved equipment; otherwise 
the gross weight is 64,000 pounds. 
The new 73,280-pound figure is 
the same as provided under the 
1956 Federal Highway Act. 


featuring general service but men- 
tioning the special truck section. 


The addition of the special de- 


| partment has increased parts vol- 


ume by more than $50,000 a year, 
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Burke said, and the parts men have 
arranged their area so that truck 
parts may be handled quickly, 

The truck section is directly 
across a service and parking area 
from the parts department, and 
Burke stressed that this is impor- 
tant. Truck parts are heavy and the 
nearer the parts are to the service 
section, the quicker the service 
from the parts men, he pointed out, 

Although the special service 
provides night operation if de- 
manded, the customer must pay 
time and one-half for labor per- 
formed at night, Some one-truck 
customers willingly pay the bonus 
in order to get their trucks back 
in operation the next morning, 
he said. 

Mechanics work on a 50-50 com- 
mission basis for labor, the same as 
in the regular service department. 
A man who has been with the com- 
pany a year receives one week’s 
| paid vacation; two years entitle 
| him to two weeks. Vacation pay is 
a flat $75 per week, regardless of 
average weekly earnings under the 
commission plan. 

“Instead of cutting in on our 
business of the main service de- 
partment,” Burke explained, “mov- 
ing trucks to their own area ac- 
tually helped the main department 
by providing more space for han- 
dling cars. 

“And the truck section performs 
more efficiently because the men 
here are specialists on trucks and 
can turn out a job quicker and 
more satisfactorily than the aver- 
age mechanic,” he added. 


Diamond T Diesel 
Has 50-Inch Cab 


CHICAGO. — Diamond T Motor 
Truck Co. has announced a new 
tilt-cab diesel series featuring a 50- 
inch cab, Called Model 931C, the 
company said it has been designed 
for reduced chassis weights and 
permits pulling maximum-length 
trailers. 


Two sleeper versions of the cab 
are available. One is a 25-inch 
“bustle-back” unit, and the other 
is a 30-inch full-skirted sleeper cab. 

Five Cummins diesel engines are 
offered. Horsepower ranges from 
180 to 262 and torque runs from 504 
to 695 pounds foot. 


Detroit Diesel Booklet 


DETROIT.—An eight-page illus- 
trated brochure, titled “New GM 
Diesel Power for Highway Trucks,” 
has been released by Detroit Diesel 
Engine division of General Motors. 
The booklet describes four new 

|} engines including three V-type die- 
sels and is available from the divi- 
| sion, Detroit 28, Mich. 
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“Wanted: 
An Economic Breakthrough” 


In a recent address to students at Yale 


University, Henry Ford II outlined a course 


of positive action that could bring about “a new 


productive explosion” 1n American economy. 
Here are some of the highlights from his speech: 


When we consider what we as a people want out of life, the kind of world we 
would like for our children, most of us would come up with substantially the 
same answers. 


Most of us would agree that we want a society that offers the greatest possible 
opportunity for freedom and for individual growth and self-fulfillment. 

In purely material terms, we all want more and better—more income, more 
security, more independence, more freedom, more and better education, better 
medical care, more leisure to do the things we want to do, 


I’m sure that most of us also are concerned with those peculiarly difficult moral 
and spiritual problems that arise in an economy of plenty. We are concerned 
about the human consequences of bigness in government, industry and labor, 
of the impact of mass communications on our cultural life, and the effects of 
increasingly scientific organization of people for economic purposes—the total 
effect which has been described as the society of “the bland leading the bland.” 
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To be realistic, our best chance of acting wisely and well as a nation is to make 
it easier for all of us to do the things that we know we ought to do. 


The trick is to arrange things so we can do more and more without having 
to sacrifice more and more. And the way to do that is to expand our economic 
base as rapidly as we can soundly do so. If we are able to do that, we can and 
will have more of everything: higher living standards; more tax revenues; more 
social benefits; a more effective foreign economic program. 

These are all eminently desirable objectives. In a relatively primitive economy, 
under the iron whip of a dictatorship, it should not be difficult to do some or 
all of these things, for a time at least. 

In a more complex and delicately-balanced free economy, it’s not quite so easy. 
If you succeed, for example, in increasing sharply your productivity perform- 
ance, you may displace people from jobs in substantial numbers. If you try 
artificially to sustain high levels of employment and production, you wind up 
with surplus goods, and you will almost certainly resist the kind of action that 
would give you the increased productivity you want. 

That is not to say that we cannot by intelligent, sound planning and action 
increase our rate of economic progress. It can be done. But there is, in my 
opinion, a right way and a wrong way to go about doing it. 

The right way, to put it very simply, is to provide the best possible condi- 


. tions for the economy—industry, agriculture, and the various services—to 


grow in a natural and balanced manner, and to use the powers of government 
intelligently to abet this natural process. I have a number of ideas on this 
subject. Before I go into them, I’d like to take a good searching look at what 
I consider a very wrong approach to the problem. 


THE WRONG WAY TO ECONOMIC PROGRESS 


I have in mind the approach espoused by certain elements in our society who 
advocate what I would call the “galloper” treatment. 

Now a galloper is a little cotton stocking filled with powdered carbon. It was 
used back in prohibition days to hasten the aging of whiskey in the barrel at 
a time when it was not considered practical to let it mellow and ripen in the 
natural order of things. 

The advocates of giving the economy the galloper treatment are do-it-now 
men. They want sweeping social measures and they want them now, and all 
at once. They are frustrated by the perverse contradictions of the economy that 
keep us from achieving all the things we want now. They appear to feel quite 
earnestly that the issues facing this country are so grave that we cannot entrust 
our future to the imperfect and relatively uncontrolled movements of the free 
market economy. 

And though they say, and indeed may believe, that they are in favor of the 
profit incentive and private enterprise, they say it with a great and obvious 
lack of conviction. 

For they also like to charge that business is inherently morally inferior because 
it is motivated by the desire for personal gain, that it is greedy, that it lacks 
constructive social imagination. 

The galloper viewpoint is a crisis viewpoint. It sees our national life as a 
series of cataclysmic happenings and unlimited desperate needs, each one call- 
ing for immediate action—usually involving a total mobilization of our resources 
under strong, central guidance. 

While it will be disavowed, I am convinced, and I believe that objective 
study demonstrates, that this is the view held by the single most influential 
element in the American labor movement. I do not join my deeper-dyed col- 
leagues in viewing the galloper advocates as cynical, Machiavellian demagogues 
driven by personal ambition or by alien philosophies. 

But I take very strong issue with many of their basic ideas and with many 
of their methods. I don’t know of anybody or any group of people smart enough 
to mastermind and manipulate artificially our economy without doing much 
more harm than good. And I am concerned today because I believe that this 
group has a very good chance of imposing its basic views upon our society. 

In terms of unfettered power, big labor is the strongest single center in the 
American economy. 

Re 


THE POWER OF THE UNIONS 


Furthermore, there can be no question that the unions today are politically 
powerful and effective. In a growing number of states, unions have achieved 
increasing influence if not practical control over legislatures, courts and admin- 
istrative agencies. 
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These gains enable some unions not only to tighten the sérews on manage- 
ment, but also to advance broad social and political goals of their leadership. 

I believe, in fact, that the giant AFL-CIO is functioning less and less as a 
primarily economic organism. Today, it takes care of labor’s traditional economic 
concerns with its left hand, while its right arm is plunged up to the elbow in 
politics. It is, by its own admission, using political action to achieve economic 
and other ends that it cannot achieve across the bargaining table. And in a 
time of relative political apathy it is, I think, the most aggressive, ascendant 
force in American politics. 

For all these reasons, the giant unions, their economic monopoly power, their 
political influence, their methods and their motivating philosophies deserve the 
most earnest scrutiny by all thoughtful Americans, Democrats and Republicans, 
liberals and conservatives, who are seriously concerned about preserving im- 
portant fundamental values of our economic and political system. 
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Our big unions need help. The first step is to relieve them of the burden of 
monopoly power so that once again they will meet management on a basis of 
real power equality, and competitive market forces can work to keep profits, 
prices and wages in balance. To do this requires sound action limiting monopoly 
power of unions. Such action would also help to correct the abuses that unre- 
stricted power has made possible in certain unions. Another advantage in limit- 
ing union power would be to relieve some of the growing union pressure on 
government—including the administrative, legislative and judicial authorities, 
both state and national—so that government may continue impartially to 
balance the conflicting powers of labor and management, and not act as a 
partisan of one group or the other. 

At the same time, there must be effective political action to oppose the 
political action of unions. I can assure you that finding the vitality to match 
the political vitality of the union movement will be no easy task. It is a fact 
of life that the great majority of our voting population is not in the entrepre- 
neurial group and is largely indifferent, if not actively hostile, to industry. 
People generally do not recognize their personal stake in the business corporation. 


WHY BUSINESS IS NOT POLITICALLY EFFECTIVE 


While business has been politically active, it has not been effective because of 
its failure to generate broad participation by people in local politics. I suspect 
also that it has erred in identifying itself and its causes too exclusively with the 
extreme conservative political viewpoint. It spends most of its time trying to 
convert the faithful; it has notably failed to appeal effectively to the large mass 
of independent voters and has almost totally defaulted in terms of making its 
influence felt within the more moderate elements in both political parties. 

It seems to me that the best hope for stopping the present political drift 
toward a government controlled economy, and for opening the door to exuberant 
economic growth, lies in the political activation of a large, moderate, politically 
inactive middle-income group in our society. This group amounts, by one 
estimate, to 30 per cent of the electorate. It is the fastest-growing group in the 
country, composed substantially of white collar and middle management 
employes. It could be playing a dominant role in politics. If it can be mobilized, 
it would provide a solid and very wholesome buffer to extremes of either the 
“right”’ or the “‘left”’. 

Today business is actively seeking to organize this latent political power and 
to regain the ground it has lost as a result of its own indifference and blindness. 
We need not and indeed must not think of this job in negative, stop-union 
terms. 

Let me assure you that, despite my remarks about certain aspects of union 
activities, I am not in favor of union busting. 
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I do believe that bringing labor’s economic and political power within reason- 
able bounds will have valuable consequences for the whole country. It will 
temper one particularly insidious form of inflation, and that will mean greater 
stability throughout the economy. It will stop the constant squeezing of profits 
between the pincers of rising costs and price resistance, and that will mean 
increased incentive to invest in new products, new plant and equipment. 

But if business can’t come up with anything better than merely negative 
proposals, if it can’t come up with a positive and workable program for a 
stronger and more dynamic economy, then it will certainly lose out in the 
political race with those who paint a more brilliant picture of the future, who 
offer action now—however ill-conceived it might be—and who appeal directly 
not only to the desire for more, but to commonly held, deep-seated American 
ideals—the ideal of caring and caring well for our sick and aged, our helpless 
and indigent; the ideal of giving our young the best we can give them of sound 
health and good education; the ideal of helping to the best of our ability less 
fortunate people in other lands, not merely because it is to our advantage to do 
so, but because we are part of a common humanity, and we cannot say: “Am 
I my brother’s keeper?” 

This is the kind of appeal that stirs the minds and hearts of the American 
people, as it does those of people everywhere. Before such an appeal, the dry 





dissertations of many businessmen on the virtues of the private enterprise sys- 
tem blow away like dust in the wind. 

Certainly I believe in the private enterprise system. I believe in it not because 
I think it is divinely ordained, but because it works better than any other sys- 
tem yet devised. It works because it effectively harnesses aggressive human 
drives to broadly constructive purposes. It works because it provides incentives 
that seem to stimulate masses of people to vigorous effort and a constant rest- 
less search for greater efficiency. 

But I recognize also that the private enterprise system is not really a system 
at all. What we have is a loose and tremendously varied array of private and 
public enterprises, held together by the cohesive force of certain underlying 
principles—free incentive and a degree of freedom of choice and action estab- 
lished by law and by custom. 

Our problem as businessmen is not to dig in our heels and resist any and all 
kinds of governmental activity. Our problem is to try to see to it that govern- 
ment does the right kind of things, that it avoids those measures that are 
economically harmful—the subsidies that perpetuate marginal industries and 
marginal agriculture, or that try to sustain marginal industrial areas, for 
example—and that it provides more of the services and facilities that promote 
genuinely worthwhile economic purposes without shackling economic freedom. 


FOUR AREAS OF ACTION 


In that context, I would like to suggest several general areas of action that I 
believe hold great potential for a new productive explosion in the American 
economy. 

First, I would suggest an attack by all elements of our society on the existing 
barriers to increasing productivity in industry, agriculture and services. Let’s 
try harder to get rid of the old-world craft guild psychology that has no place 
in our dynamic, fast-changing economy —the psychology that locks people into 
marginal jobs and obsolescent skills. 

Second, I suggest that we make possible greatly increased business capital 
investment by permitting business profits to share reasonably in our economic 
growth, and by wider taxation, particularly in terms of more realistic and faster 
depreciation allowances for writing off plant and equipment and encouraging 
the building of new. 

Third, we must try to stimulate greater consumption of goods and services. 
The way to do this effectively is to intensify sharply our development of new or 
greatly improved products that will persuade people to get out their wallets 
and buy. Industry must utilize much better the latent creativity of the people 
it employs, and venture more in introducing new products. We should develop 
better incentives to encourage new product ideas; publicize and commend 
originality in product design; and use the resources of government, trade 
organizations and the like to anticipate needs for new kinds of products and to 
exploit more fully the vast potential of recent scientific discoveries and new 
technologies. 

Fourth, we should use the resources of industry and government more effec- 
tively to maintain high and stable levels of employment and income. 
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I know that in American management there are many men with the broad 
vision and the sense of social justice needed to break through the barriers that 
block the fullest development and growth of our society. I think that the talent, 
the imagination and the sound practical judgment of business must be mar- 
shalled more effectively to attack these problems. 

The American business system has created a great reserve of national wealth 
out of which we have already established an unheard-of degree of security and 
prosperity for the American home. We have shored it up with broad public 
and private social measures—measures which in themselves have strengthened 
our economy and have contributed to our prosperity. It follows that we busi- 
nessmen should not allow label-thinking to scare us away from examining fairly 
and without fear all future means which, consistent with economic and political 
freedom, will enhance our future prosperity and security as a nation, and en- 
courage people to accept willingly the marginal uncertainties characteristic of 
any system where initiative is not centered in the government. 

America’s potential is more than equal to the stirring challenge we face. By 
doing promptly and thoroughly the things we know we must do, we can reaffirm 
in the minds and hearts of men everywhere the deep conviction that human 
progress—social and spiritual, as well as economic—can best be achieved 


through freedom and individual initiative. 
Marry ad 


If you would like the complete text of Mr. Ford’s address, please write 
Charles F. Moore, Jr., Vice-President Public Relations and Advertising, 


Ford Motor Company, The American Road, Dearborn, Michigan.. 
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(Continued from Page 24) 


today are carrying truck trailers. 
This is the meeting on common 
ground of the over-road haulers 
and the railroads. In some types of 
hauls it has been found more eco- 
nomical to use the railroad facilities 
to get loaded truck trailers from 
one destination to another. 
Some 30 railroads now are said 
to be handling truck trailers 
” as this method of 
shipping is known, and it is esti- 
mated that by the end of this 
year some 10,000 rail flatcars will 
be used for this type of service. 
A major Chicago over-road oper- 
ator recently told me he was using 
piggyback for some of his hauls to 
New York. He said despite the 
best that the rails had been able 
to do, his trucks could beat the 
rail time from Chicago to New 
York. 
But for periods of peak loads and 
with cargoes where the time ele- 
ment was not of paramount impor- 
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| Mr. Dealer: 


i Sell Your Customer a “Better Built’ Body 

Sell Him a BOYERTOWN 
! For Hard Hitting—Fact Filled Sales Aids—Contact your near- 
i est Boyertown Sales Representative about Boyertown's com- 
1 plete line of truck bodies for all delivery service. Learn how 
| they can best serve your Customers—increase truck sales! 





tance, he said he is using the 
“piggy-back,” facilities of the rails 
so he does not have to carry as 
many spare power plants to meet 
the peak periods. 

Under those conditions he found 
that his shippers did not mind the 
extra time, approximately 28 hours, 
that it took to get the shipment to 
its destination. 

There seems to be a growing 
feeling among truckers and ship- 
pers that both the “piggy-back” and 
the use of ships to handle loaded 
trailers between some destinations 
will grow even more when we get 
the national network of good roads. 

One of the principal reasons 
for the current use of “flats” to 
haul trailers—aside from their 
economic value on certain hauls 
—is the development of a hitch 
for the flatears that engages the 
trailer at the kingpin and holds 
it securely without the necessity 


ONE-HAND OPERATED 
Insulated 
COMPARTMENT DOOR 


Spring-loaded assist con- 
trol. Simple design. No 
repairs. Free rolling. Self 
Sealing. 


ae 





STEP IN DELIVERY 
Six body models and sizes available with Loadspace 
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of making any alterations to 
existing Over-road trailers. 

To further the use of this method 
of transportation, Kingham Trailer 
Co., Pullman-Standard Car Mfg. 
Co, and ACF Industries, Inc., are 
working together to produce flat- 
cars 85 feet long that will take two 
40-foot Kingham trailers per flat- 
car. 


Up until now, according to Oliver 
C. Henkel, of Kingham, the rail- 
roads have had to use 35-foot trail- 
ers as the standard flatcars could 
not take the longer boxes. 
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Intercity Trucking Up 
r, SEEMS that everything that 
has to do with trucking is on 
the increase. Truck makers are 
bragging about increased sales in 
the first quarter, and the dealer 
survey which we are carrying in 
this issue certainly bears them out. 


Now comes a report from the 
American Trucking Assns, that 
intercity trucking in the week 


ended March 14 was 14.7 percent 
ahead of the corresponding week 
in 1958 in 34 metropolitan cities. 
These findings are based on the 
weekly survey of more than 425 


Market Memo 


Here Are ‘Live’ Prospects 


For Trucks Now 


Truck salesmen who plan their 
work to take advantage of the 
normal buying periods of users 
in various vocations usually are 
in a better position to be on top 
of the truck purchases in their 
area. 

Below are listed the vocations 
that normally come under the 
three classifications of when to 
start checking, when to intensify 
solicitation and when to drive 
for the signed order. 

In April, for instance, truck 
salesmen should start working on 
produce merchants; ice cream 
vendors, and municipal, county 
and state departments and insti- 
tutions. 

Salesmen also should be carry- 
ing on an intensive solicitation 
in: Camps and resorts; canners, 
cleaners and dyers, contract 
haulers, plumbing and heating, 
mining, truck gardeners and re- 
frigeration services. 








truck terminals of common car- 
riers of general freight. 
Perhaps this is one of the reasons 


4 to 6 times longer resistance to corrosion, 







lengths from 74” to 216”. 


greater strength, lighter weight, longer life. 


Standard and Refrigerated Retail delivery units. 
Added Driver Convenience and Safety Features. 
Space for Working Cases at front of partition. 
Adjustable milk case racks and load stops. 

Easily replaceable Body Sections and Parts. 

Full square, all usable loadspace— greater payload. 
Whether you Buy or Lease, Boyertown Dairy Bodies 


LARGER CAB AREA 


Extended Step Wells per- 
mit loading up to 9 work- 
ing cases in Driver’s cab. 


New Body Features 
Assure Convenience, 
Comfort, Safety for 
the DRIVER-SALESMAN 
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assure TOP VALUE to the PURCHASER. 





Eight body models and sizes available. 


Wholesale Refrigerated delivery units. 
Refrigeration supplied by means of ‘“‘Over-the-Road”’ 


or “Dock-Side”’ Operation. 


Full Square, all usable payload space from 272 to 862 


Cu. Ft. 


Easily removed or replaced body sections and parts— 


All Models. 


Easy access doors to engine and components. 
Express-quick delivery of all replacement parts. 
All Models designed and built for Low Cost Service and 


Maintenance for the MAINTENANCE MAN. 
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why dealers in almost every area 
covered by our survey said that 
over-road haulers are one of the 
vocations now buying the heavy 
units and that they also are among 
the type of users to which the deal- 
ers are looking for continued good 


business for several months. 


* * * 


Old Timers Report 


HAVE heard recently from a 
couple of old timers that many 
of you in the truck business know 


but maybe haven’t seen for some 7 


time. One is Dick Howard, who 
swung the sales club at Anthony 
Body for many years. Dick left 
the dump-body business to sell 
string for the twine division of 
International Harvester with head- 
quarters in Indianapolis. 

He wrote me that he has retired, 
has bought some property near 
Winter Park, Fla., and is going to 
become an armchair sales manager, 
if Mrs. Howard will let him. 

Then out of the blue came a 
letter from Ed Rice, who was 
the truck sales whip at Dodge a 

few years ago. Ed wandered into 
the retail end of the business as 

a dealer in Pittsburgh. After sell- 
ing that outlet he took over the 

general managership of a New 
Jersey deal, but Ed misses the 
truck end of the business. 

He wrote that he would like to 
get back somewhere in the Midwest 
in a 400-to-500-car-and-truck deal. 
(Look in Automotive News classified 
section, Ed. Practically every issue 
carries advertisements from dealers 
who want a manager—especially a 
manager who knows the truck busi- 
ness.) 

I just learned that Gary F. 
Davies, sales manager for Ernest 
Holmes Co., Chattanooga, Ten n., 
passed away March 11. He was 
stricken while working the ASI 
show in Chicago. 

Gary took the helm after Harry 
Gould retired to Florida to become 
a rocking-chair wrecker expert. He 
was an active wrecker expert for 
I don’t know how many years 
before I got acquainted with him 
one terrifically hot day in June 
back in 1941. 

My wife will never forget, nor 
forgive me for leaving her in the 
car in front of the plant the day 
I called on him. She still claims 
that I would have had a hospital 
case on my hands if Ernest Holmes, 
who founded the business, hadn't 
seen her and invited her into his 


air-cooled office to wait for me. 
= = = 


Tribute to Litchfield 


RECENTLY carried the obit 
of Paul W. Litchfield, one of 
the real grand men of the rubber 
business to my way of thinking. He 
became president of Goodyear in 
1926 after working his way up 
from being a $9 a week engineer. 
But in all the notices of his pass- 
ing I did not see one word of what 
to my mind was one of his most 
outstanding achievements—the de- 
velopment of Litchfield Farms, the 
tremendous Goodyear ranch near 
Phoenix, Ariz. 

Established to grow long-staple 
cotton during World War I, when 
this country’s supply from Ecypt 
was cut off, the farms were kept 
in operation long after Goodyear 
had any need for their products. 

When I was there last about 
three years ago, they were fatten- 
ing range cattle and sheep and had 
produced, through research and 
development, feeds that enabled 
them to grow sufficient feed to 
carry a head of beef through the 
winter months on but a fraction 
of the land it normally took with 
methods most feeders currently 
used. 

Needless to say, the farm was 
self-supporting, a credit to Ameri- 
can farming methods and to its 
founder. 


oe «€ * 
Bedtime Stery 
OW I have heard—or read— 
everything. 


A recent issue of an International 
Harvester magazine tells how 
Truck Dealer Vern Netteschiem, 
Manhasset, Long Island, N. Y.. 
learns the salient selling points of 
the various models he carries. 

According to this story, he has 
the sales pitch dictated into a 
tape recorder, called a Dormi- 
phone, so that at set intervals it 
plays the pitch to him through 
an under-pillow mike while he 
sleeps. 

He claims he remembers at least 
80 percent of the talk when he 
gets back on the job the next day. 
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White Unveils New Tractor 
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TDL is 140 inches, with options 
ranging from 146 to 212 inches. The 
9000TDL has a standard wheelbase 
of 138% inches, with options of 
144% to 162% inches. 

The new 4000 and 9000 series 
lightweight tractors are equipped 
with RA63 10-speed Roadranger 
transmissions, White’s 115D, 8,500- 
pound capacity front axle and 
124CL single reduction rear axle 
with 380,000 pounds rated GCW 
capacity, and 10 by 22.5 tubeless 
tires. 

From front bumper to back of 
cab, the 4400TDL measures 103 
inches. The 4400TDL is equipped 
with 24-volt starting and 12-volt 
lighting, a 12-volt, 50-ampere gen- 
erator and four 12-volt, 60-ampere- 
hour capacity batteries, 

Clutch on the new tractor is dry, 
two-plate with a 14-inch diameter. 
Service brakes are air actuated 
with a 12-cubic-foot air compressor. 
Steering is through White’s TA-70 
|twin lever and cam type steering 
gear. 
| Semi-elliptic front springs, 42 by 
| 3% inches, are rated at 3,850 pounds 





tact type, 60 to 46 by 3 inches. 


Sa 





White Introduces Lightweight Tractor— 


This conventional-cab diesel transport tractor, developed by White truck division, 
each. Rear springs, rated at 11,500 | White Motor Co., Cleveland, features aluminum and fiberglass components. Fiberglass 
pounds capacity each, are cam con- | is used for the fenders and engine cover. Offered in two series, the unit weighs 8,950 


pounds less fuel and fifth wheel. 


Socony Mobil can help boost your 





How much of your overhead does your service department pay for? 


Socony Mobil can help you increase that amount. Here’s how: 


We can advise you how to set up and operate an efficient lubrica- 


tion department. Sometimes a simple change can speed up job turn- 


We’re ready to give you the benefit of years of merchandising ex- 





that can change labor and parts sales figures from red to black. 


And, of course, there’s our lubrication training program. We’ll in- 


struct your men on the most up-to-date equipment . . 
proper lubrication techniques on the make of car you sell. 


Another reason you’re Miles Ahead with Mobil 


| 
! 
! 
| 
| 
l 
| 
| 
perience . . . suggest sales tips . . . give you vital retailing information | 
| 
! 
| 
| 
| 
| 


eae Aluminum and Fiberglass Components Featured 
good On Conventional-Cab Diesel 
P CLEVELAND.—A lightweight,| placement, maximum brake horse- 
. eonventional-cab diesel transport} power of 180 at 2,100 r.p.m., and 504 
om all tractor, featuring aluminum an d/| pounds foot torque at 1,525 r.p.m. 
h fiberglass components, has been/|Optional engines in both models 
ieee fos developed by White truck division | are NH195L and NH220L. 
some |. of White Motor Co. according to) Standard wheelbase on the 4400- 
who . - Nave, executive vice-pres- 
> ident. 
hor |) Available in both 4000 and 9000 | War d LaFrance Forms 
sell | series, the new tractor weighs |6 Qperating Divisions 
' §950 pounds less fuel and fifth 
o of S wheel. NEW YORK.— Completion of a 
— ) Lightweight fiberglass is used for| >Toad reorganization program in- 
tired | fenders and engine cover. volving creation of six new divi- 
near i Aluminum chassis parts include |S!0"S Was fms the man- 
ng to transmission main case, brake — n o Eimi NY Truck 
ager | Spiders, air tank, air compressor orp., inc., Mimira, N, x. 
ager, & case, bumper, steering gear hous-| John R, Stone, operations vice- 
ec a © ing, hood, air cleaner housing, | President, said the principal objec- 
was ' radiator frame, dash panel, floor-| tive in establishing the new divi- 
' poards, fuel tanks, disc wheels,| sions is to permit merchandising 
a ) closure panels, quick release valves, | separately the various products 
sas | glad hands, air horn, winterfront,| which Ward LaFrance manufac- 
i. ' western mirrors and various brack-|tures, The divisions include: fire 
“- 4 ets and tubular cross members. apparatus; motor truck; utility 
me 1 A specially-designed lightweight | equipment; government sales; cus- 
‘the | diesel engine, the NH-180L, with tom body, and cargo container, 
> aluminum flywheel housing, gear 
ne to case covers, oil pan and intake 
west manifold, is standard equipment in 
deal. & the 4400TDL and the 9000TDL, The 
sified . NH-180L has 672 cubic inch dis- 
issue © 
aes | Top Salesman 
ya sé ° 
_ = 
busi- | Tells His Secret: 
* 
Y&: | Real Enthusiasm 
n n., MT. CLEMENS, Mich. — Bound- 
was less enthusiasm for the product has 
ASI made Lou Talos of Stewart Sales 
and Service here a highly success- 
arry ful Dodge truck salesman. 
‘ome | Talos, who would rather sell a} 
. He ) truck than a fleet of cars, says,| 
for | “Enthusiasm is one of the prime | 
ears = requisites to selling a truck. You've 
him got to be crazy about your product | 
June to make the prospect like it, too.” 
The Stewart truck whiz often lets 
nor a satisfied customer’s enthusiasm | 
the do the selling for him. 
day “When I’m demonstrating a light | 
Ane truck to a hesitant prospect,” he 
pital says, “I take him to see a truck 
ant that I’ve sold in action. That way, 
— I don’t just talk power, loading 
po height, economy, payload and main- 
e tenance —the prospect sees for him- 
self, and hears about it, too, from 
the owner.” 
obit Talos believes it’s vital to know 
>» of everything possible about the unit 
ober he’s demonstrating—and everything 
He about the competition. 
-in § “Truck buyers are a sophisticated 
up | lot,” he says. “They know more 
eer. than many a salesman, because to 
ASS- them, trucks mean money. A buyer 
that looks them all over pretty thor- 
nost oughly before he even approaches 
de- 2 dealership.” 
the ee 
ear | ° ° 
| White to Build 
le Ff . 
en | HQ in Dallas 
zs DALLAS.—White Motor Co, is 
ar Planning to build a new regional 
és. headquarters building in Dallas, 
out with a total investment estimated | 
on- at $1 million. 
nad The company has purchased an 
nd ll-acre tract for the new building 
led on Motor st., between Stemmons 
to Expressway and Irving blvd. 
the Horace Mosteller, regional vice- 
ion President, said that the company 
ith expects to start construction some- 
tly time before the end of this year. 
The new building will replace the 
vas company’s present headquarters on 
ri- South Ervay, which the firm has 
its occupied for 50 years. 
Dodge Prepares Book over . . . increase volume. 
On Truck Application 
i— DETROIT. — Dodge has an- 
nounced a comprehensive 52-page 
nal volume it says will enable service 
ow representatives to diagnose 
m, quickly and accurately truck 
ss complaints due to improper ve- 
of hicle application, 
The book, “Truck-Rating for 
1s Service Diagnosis,” contains spe- 
a cial sections on truck terms and 
i- definitions, wheelbases and load 
it distribution, tandem axles, trail- 
h ers, and fifth wheels, spring and 
eo axle capacities, transmission and 


axle ratios, engines and grade- 
ability, diagnosis and trou ble- 
shooting, and formulas and con- 
version tables. 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM corp. 


. show them 


tion in many important ways! 


Here's why it’s good business 
to do business with Socony Mobil 


* You get America’s top bellers . . . Mobilgas, 
Mobiloil, Mobiloil Special! 


* You get thehelp of experienced men to 
help you boost service absorption. 


® You get expert on-the-job training for your 
personnel. 


*® You get the benefit of merchandising and 
lubrication knowledge unsurpassed in the 
petroleum industry. 






















A Dealer Promotion— 


The versatility of Dodge pickup trucks is demonstrated in Beverly Hills, Calif., 
where a contest was held to choose “Miss Sweptline '59." The winning girl, far left, 
bottom, will represent Dodge trucks in a sales promotion sponsored by Dodge dealers 
in the Los Angeles area. Prizes in the promotion include a trip “anywhere in the 
world” and 132 holidays in Las Vegas, Nev. Dodge dealers made advertising history 
by purchasing advertising time during a 130-hour period on radio station KLAC, Los 
Angeles. The station will feature only Dodge car and truck commercials and program- 
ming during a 10-hour period beginning at 9 a.m. each Sunday for 13 weeks. 


a rn ame 
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How Nation's Salesmen Meet... 











Practical Problems of Selling 


SUCCESSFUL salesman, who 
wants to remain a salesman 
and keep up an exceptionally 
high income as an auto sales- 
man, tells this story of a lesson 
he learned early in his career: 
I had closed just enough sales 
to make me cocky and too self- 
assured, Overconfidence is just 
as bad as lack of 


Sales confidence in your 
C. ability. 

ase This couple had 

Histories parked where I 


could see their car 
and I knew they were real pros- 
pects. I soon learned that they 
were moderately well-to-do and 
eminently respectable and also 
related to people of considerable 
means, 

They liked the car and although 
both seemed timid, they appar- 
ently were ready to buy. Of 
course I knew they were going 
to pay cash even if they borrowed 
the money elsewhere, so I ham- 
mered away at the cash price. 


OLIN 
ALUMINUM 
GLISTENS 
ON 
AMERICA’S 
FINE 

CARS 


MATHIESON CHEMICAL CORPORATION. 400 PARK AVENUE NEW YORK 22 N.Y. 





But for no reason that I could 
see, they left and thus became 
“Be Backs.” 
= + + 

No long after, I saw them in 

a new car which they had 
purchased elsewhere. This sale 
puzzled me so much that I asked 
a salesman at the other dealer- 
ship if he knew anything about 
the deal, explaining that I had 
lost it and didn’t know why. 

This salesman happened to 
make the deal. He said, “I don’t 
know how I made it because I 
had no explaining to do. They 
seemed to know exactly what 
they wanted, All I actually did 
was quote them the downpay- 
ment and the monthly pay- 
ments, and they signed up so 
quickly I thought there was 
something wrong.” 

So that was it, I made a rule 
in my notebook right then that 
has made me thousands of dol- 
lars, and that rule is to quote 
the price, the downpayment and 


®, 


7 es 





the monthly terms before the 
customer has time to inquire 
about credit. 

This couple apparently were 
embarrassed about my talk of 
cash and reluctant to open up 
the subject of credit. 


* * + 


W= MAY say that nobody today 
hesitates to ask about credit 
and terms, but isn’t this a sub- 
ject on which we have no valid 
statistics? 

This plan works, If you open 
the subject of terms, you will 
relieve some prospects of em- 
barrassment or reluctance, 

You should say that 85 percent 
buy out of income instead of tak- 
ing their cash capital, thus as- 

suming that everyone has the 
cash if he wants to use it, 

Then if the prospect wants to 
buy for cash, or simulated cash 
by borrowing elsewhere, he is 
taking a step upward in his own 
standing, whereas if a salesman 
talks cash and the customer 
wants credit, it takes the pros- 
pect a step downward. 


Chicago to Display 
Imported Cars at 
1959 Trade Fair 


CHICAGO. — One of the largest 
single exhibit areas at the 1959 
Chicago International Trade Fair 
has been reserved for foreign cars, 
according to Richard Revnes, man- 
aging director. 

The fair, sponsored by the Chi- 
cago Assn. of Commerce and Indus- 
try, will be held July 3-18 at Navy 
Pier and will celebrate the opening 
of the St. Lawrence Seaway and 
the establishment of Chicago as a 
new world port. 

“We hope that an auto show de- 
voted exclusively to foreign makes 
will become an annual event in 
Chicago,” Revnes said. 

He said space reservations have 
been made for Volkswagen, DKW, 
Mercedes-Benz, Volvo, Fiat, Peu- 
geot, Renault, Daikatsu, Sunbeam, 
Hillman, Jaguar, Triumph, Austin- 
Healey, MG and Rolls-Royce. 

The Metropolitan, made in Eng- 
land for American Motors Corp., 
also is planning an exhibit, Revnes | 
said, as are many other popular 
foreign cars. 

An estimated 750,000 visitors are 
expected to attend the fair, he 
added, Consumer and industrial 
products valued at $34. million will 
be shown by 3,000 firms from 65 
nations, he said. 


New Vehicle Born 
At Twin Coach 


BUFFALO.—A new, highly 
mobile aluminum vehicle for use by 
industry and the military, has been 
developed by Twin Coach Co. 

Called the “Pack Rat,” the track 
vehicle is amphibious, fast and 
capable of being carried by air. It 
uses an air-cooled motor developed 
by American Motors. 


Development of two prototypes 
Was revealed in the firm’s report 
to stockholders. The report said 
that Twin Coach earned $2,050,732 
in 1958, compared with a loss of 
$3,072,000 in 1957. Sales were $41,- 
524,599 in 1958, compared with $29,- 
900,000 the previous year. 


‘Ham’ Lines Up a Prospect 

LITTLETON, Mass.—A Littleton 
ham radio operator mailed the 
following message to Irving Dunn, 
owner of Littleton Motors: “Con- 
tacted Mr. Harold Wise via ama- 
teur radio. He is now in Nicaragua 
and would like to have you send 
information on the 1959 DeSoto. 
Please have one waiting when he 
comes back. Address him at the 
American Embassy, Managua, Nic- 
aragua.” 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 
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RCA develops new |DRIFT| transistors—-2N640, 
2N641, 2N642-—makes ultra-compact, 
low-cost 5-transistor automobile radios a reality! 


Electronics engineers are well-acquainted with RCA’s development 
of the “Drift”? Transistor—originally designed for military 
high-frequency equipment where reliability and top-notch 
performance are paramount. They are also widely used in all- 
transistor entertainment radio receivers. These new “Drift” 
Transistors are commercially available for the designs of 
exceptionally compact all-transistor automobile radios! 


Want to know more about these new RCA “DRIFT” TRANSISTORS 
for AUTOMOBILE RADIOS? Ask your engineering department 
for details. Or write direct to RCA Commercial Engineering, 
Section D-104-NN, Somerville, N. J. 








RADIO CORPORATION OF AMERICA 
Semiconductor & Materials Division 
Somerville, N. J. 












Here are some of the advantages you gain 
through transistorization: 


J freedom in dashboard styling—made possible 
by unusual compactness of all- reasialae 
radios! 


V improved dependability, reduced field failures 
—because transistors are highly resistant to 
damage from shock and vibration encountered 
in automobiles in motion! 


of reduced battery drain—ali-transistor radios 
consume considerably less power than do 
parking lights! 


y Wersatility—all-transistor radios can be 
Vv ated on either 6- or 12-volt systems, 
or positive ground, with only the’ sligntest 
change in circuitry! 


/ ee ee -transistor radios require no 
Vv “warm-up” time! 


All-transistor cece — especiall 
ALL-RCA “DRIFT’’ T ANSI STOR 
RADIOS—have high aie appeal be- ~ 
cause they fit in ages Ley = 
com ys ager ee or 
dee auto ! 
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Superior's New Regional Managers— 


Southern regional manager. 


press, Inc., Dallas, Texas. 














“The Spicer Synchro-Master 12, with its .80 overdrive in 12th 
gear, is ideal for fuel-saving operation,” states Edward R. Pecora, 
Vice President in charge of operations for Southern-Plaza Ex- 


“Coupled to a Cummins NT4, through a Spicer 14” two-plate 
clutch, the Spicer Synchro-Master 12 gives us a road speed of 52 
MPH at a governed engine speed of 2000 rpm. When cruising, 
we maintain the same road speed at only 1600 rpm simply by 
shifting into 12th gear to benefit from the .80 overdrive. 


“We think we’ve achieved the ultimate in fuel-saving and 
engine-saving economy without sacrificing trip time. That’s why 
we specified the Spicer transmission, with a weight-saving alu- 
minum case, for all 74 of our new Kenworth tractors.” 


WRITE FOR FREE BOOKLET giving a complete description of the 
close-stepped, fully-synchronized Synchro-Master 12 Transmis- 
sion. For added information, call the Dana Engineer. 


Auto Personnel 


the automotive products depart-/ dent’s staff. 
ment of Olin Mathieson Chemical s 28 8 


Corp. as assistant sales manager Mack’s Crockett Honored 
for Pyro products. 


succeeds Robert H. O’Boyle, who} Assn. 

has been transferred to the sales * * * 

staff for national accounts. 
* * + 


Roemer Leaves Bendix Unit 


A. J. Roemer, service sales man- 
ager of the Marshall-Eclipse divi- 
sion, Bendix Aviation Corp., has| 
retired after 43 years in the auto- 
| motive industry. He has been suc- 
ceeded by Jack Kelly. 

* * * 


Four Executive Changes 
Made by National Malleable 


been announced by National Malle- 
able & Steel Castings Co. They are: 
William M. Ewing, from general 
manager of the Sharon (Pa.) 
| Works to vice-president and gen- 
eral manager of the Capitol Foun- 
. ° dry division, Phoenix, Ariz.; Law- 

Black Named Bendix V-P rence G. Blackmon, from general 
Dugald Black, former director of| superintendent to general manager 


Superior Coach Corp., Lima, O., has announced it will conduct its funeral coach| labor relations for Bendix Aviation| of the Sharon Works; Kenneth L. 
sales operation through newly appointed regional managers. From left, F. C. Rees,| Corp., has been appointed industrial; Selby, from engineering vice- 
sales manager, Superior funeral coach division, points out territories to D. I. Metzger, | relations vice-president and a mem-| president of the Transportation 
Eastern regional manager; J. R. Bidwell, Western regional manager, and R. W. Muter,| ber of the Bendix administration| Products division to division vice- 











committee. He succeeds M. A, president and general manager; 
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Southern-Plaza equips 74 new Kenworths 
with Spicer 12-Speed Transmissions 





Edward R. Pecora 
Vice President - Operations 


- 


DANA CORPORATION e Toledo 1, Ohio 


DANA PRODUCTS Serve Many Fields: 
AUTOMOTIVE: Transmissions, Universal Joints, Pro- RAILROAD: Transmissions, Universal Joints, 
peller Shafts, Axles, Powr-Lok Differentials, Torque Propeller Shafts, Generator Drives, Rail Car 
Converters, Gear Boxes, Power Take-Offs, Power Drives, Pressed Steel Parts, Traction Motor 
Take-Off Joints, Clutches, Frames, Forgings, Stamp- Drives, Forgings, Stampings. 
ings. 
INDUSTRIAL VEONELES AND EQUIPMENT, Tromans-  AOMCULTURE, Univeral Jeing, Prope 
eee Clotche. UF eee , Axles, Gear Off Joints, Clutches, Forgings, Stampings. 
AVIATION: Universal Joints, Propeller Shafts, Axles, MARINE: Universal Joints, Propeller Shafts, 
Gears, Forgings, Stampings. Gear Boxes, Forgings, Stampings. 
Many of these products manufactured in Canada by Hayes Stee! Products Limited, Merritton, Ontario. 





Four key executive changes have 


sultant, 
om * 


W. G. Reynolds, McConnell 
Upped by Reynolds Metals 


Frederick W. Fitchen has joined| Heidt, who has joined the presi- William G. Reynolds, vice- 


president, and Joseph H. McCon- 
nell, general counsel, have been 
elected executive vice-presidents 


A. G. Crockett, director of Mack’s| of Reynolds Metals Co. 

He will supervise sales of Pyro/saies development division, has Both are directors and mem- 
and Super Pyro antifreezes and| heen elected a director of the Con-| bers of the executive committee. 
Pyro cooling-system chemicals. He| struction Industry Manufacturers| Reynolds also is in charge of the 


company’s research operations 
and is president of Reynolds 
International, Inc. 

* + + 


Hupp Elevates Ekblom 


To Chairman of Board 


John O. Ekblom has been 
elected chairman of the board 
of Hupp Corp. He had been 
chairman of the executive com- 
mittee and a director of Hupp 
since 1955. 

Hupp Corp. manufactures air 
conditioning and heating prod- 
ucts, major household appliances 
and aviation, automotive and 
marine products. 


+ + * 


Sealed Power Shifts Gerald 


Sealed Power Corp. has ap- 
pointed H. L. Gerald manager of 
|its Kansas City district, succeed- 
|ing the late Everette J. Ingersoll. 
| Gerald had been in charge of sales 
in West Texas and New Mexico. 
= = = 





|UMS Appoints Fortney 


General Service Manager 


Walter S. Fortmey has been ap- 
pointed general service manager for 
United Motors 
Service division 
of General Motors 
Corp., Detroit. He 
succeeds R. J. 
Robinson, who 
has retired after 
serving 25 years 
with UMS. 

In his new as- 
| Signment Fortney 
will be responsi- 
| ble for service ac- 
tivity in 29 sales W. S. Fortney 
zones throughout the U. S. and for 
all UMS service programs in the 
| nationwide network of GM service 
| training centers. 
| * * * 


| Sales-Consulting Firm 
Is Established by Rice 


| Gordon O. Rice, former automo- 
| tive sales executive, has established 
a sales-consulting firm in Detroit. 
| He previously was associated with 
Houdaille Industries, Inc. Earlier 
he was vice-president of Oakman 
| Mfg. Co. and Parker Wolverine 
| division, Udylite Corp. 


> ~ > 


| 
| Leitman Named Adam V-P 


Alvin A. Leitman has been named 
| vice-president and a director of 
| Adam Consolidated Industries, Inc. 
|He also is president of Vanderbilt 
| Investment & Mortgage Co. 


7 * * 


Vickers Ups Van Wormer 


Arthur H. Van Wormer has been 
appointed industrial products sales 
manager by the Machinery Hy- 
draulics division, Vickers, Inc. He 
had been district manager of the 
Detroit industrial sales office. 


* * x 


General Promotes Claxton 


Dairl W. Claxton has been ap- 
pointed manager of truck-tire sales 
for General Tire & Rubber Co.’s 
Kansas City division. He had been 
a Lincoln (Neb.) territory sales- 
man. 














* * * 


OPW Transfers Madden 


Michael J. Madden has been ap- 
pointed Los Angeles district man- 
ager for OPW Corp. maker of 
valves, fittings and assemblies for 
handling hazardous liquids. He had 
been Rocky Mountain district man- 
ager. 

aa * * 
9 Financial Assignments 


Announced by Chevrolet 


Nine new financial assignments 
have been announced by Chevrolet. 
They are: 

Sidney B. Harriman, assistant 
divisional comptroller in the De- 
troit office; Harland D. Harris, 
comptroller at the Flint manufac- 
turing plant; Frank E. Oliver, 
(Continued on Page 41, Col. 1) 


Edward A. Spring, from Capitol & 
Foundry general manager to con- | 
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(Continued from Page 40) 


comptroller at the Janesville (Wis.) 
plant. 

Ray O. Crawford, comptroller at 
the Oakland (Calif.) plant; Louis 
E. Kemp, director of field audit 
staff in Detroit; Earl W. Worman, 
assistant comptroller at the Nor- 
wood (O.) assembly plant. 

Appointed assistant comptrollers 
were Ralph E. Madick, Willow Run 
truck plant; Richard J. Cauley, Los 
Angeles assembly plant, and LeRoy 
J. Jaeckle, Toledo auto transmis- 


sion plant. 
* 


* 


GMC Truck Promotes 7 


In Sales Organization 

T. L. Harris has been appointed 
Western regional truck sales man- 
ager for GMC Truck & Coach divi- 
sion, General 


> 


suc- 
E. 


Motors Corp., 
ceeding 
Singer. 

C. G. Noel, for- 
merly Boston re- 
tail store man- 
ager, 
Harris as Boston 
zone manager; 
and 8S. R. Turner, 
previously Pon- 
tiac retail store 
manager, replaces 

Ls J. E. Kelly as St. 

T. L. Harris Louis zone man- 

ager. F. J. Tiernan, formerly Bos- 

ton warehouse manager succeeds 

Noel; J. S. Davis, who has served 

in the sales at the Pontiac Retail 

Store, replaces Turner, and Kelly 

becomes Pittsburgh retail store 

manager, succeeding D. C. Hard- 

grove who has been reassigned in 

the Pittsburgh area. 
> * 


J. 





Sealed Power Names Roth 


Northeast District Manager 


Charlies H. Roth has been ap- 
pointed Northeast district manager 
for Sealed Power Corp., succeeding 
F. L. Edwards, who resigned. 

Roth joined the company in 1950 
as a sales trainee. He later served 
as Florida zone manager and was 
transferred to Michigan in 1952. 

> 


Pfifer Joins Mack 


George T. Pfifer has been named 
finance vice-president for Mack 
Trucks, Inc., succeeding Milton E. 
Stover who resigned to establish 
his own financial consulting firm. 
Pfifer formerly was finance vice- 
president for E. W. Bliss Co. 

* > 


Dayton Names Gordon 


D. E. Gordon has been appointed 
manager of the central region of 
Dayton Rubber Co.’s automotive 
wholesalers division. He formerly 
was a district manager in Los 
Angeles. His new headquarters will 
be in Chicago. 

> 


Avis Executive Appointed 


CATRALA Vice-President 


Winston V. Morrow jr. has been 
appointed national vice-president 


of Car and Truck Rental and Leas-| 


ing Assn. 


Morrow is executive vice-presi- 


dent of Avis Rent-a-Car System.) 


Prior to 1957, he served as legal 
advisor for the company. He is a 
Member of the board of directors 
and also serves as trustee and 
treasurer of the Avis National Ad- 


vertising Trust. 
* 


Andrews Joins Avisco 


T. H. Andrews has joined the 
merchandising and product-devel- 
opment department of American 
Viscose Corp. to coordinate cover- 
age of the automotive market in 
all fiber uses except tire cord. He 
had been sales manager for Filatex 


elastic yarns. 
* * 


Edmonds Heads Division 


William R. Edmonds has been 
named Boston division manager of 
truck tire sales for General Tire 
& Rubber Co. He has been with 
General Tire since 1951, and has 
been working in the capacity of 
Senior grade territory salesman. 

. o a 


Von Wasmer in New Post 


H. J. von Wasmer has been ap- 
Pointed special representative for 
Mercedes-Benz in the Denver and 
Los Angeles zones. He has been 





succeeds! 





special representative for Daimler- 
Benz on the Pacific Coast. 
+ + + 


Oster Names Director 


Robert C. Baumgartner, vice- 
president, has been elected to the 
board of Oster Mfg. Co., Wickliffe, 
O. Baumgartner, a veteran of 24 
years with the company, has been 
vice-president since May, 1958. 

* = * 


General Ups Zawrotny 
Richard F. Zawrotny has been 
| appointed assistant manager of 
General Tire & Rubber Co.’s At- 
lanta division. He formerly was 


truck-tire salesmanager with the | 


Philadelphia division. 


* * + 


Vick Chemical VP 


Becomes S-P Director 


H, R. Marschalk, executive 
vice-president of Vick Chemical 
Co., hag been elected a director 
of Studebaker-P ackard. Mar- 
schalk became a vice-president of 








Vick in 1952 and also director of 
the company’s acquisition pro- 
gram. 

After serving as administrative 
vice-president, in 1957 he became 
executive vice-president over a 
number of divisions and subsidi- 
aries. He has been with Vick 


since 1937. 
+ 


Murphy Joins Resolute 


* * 


D. D. Murphy, South Carolina in-| 
has been| 
named special agent for Resolute | 


surance administrator, 


Insurance Cos. 


* = = 
AMC Promotes Milbourn 
And Van Sant in Field 


E. F. Milbourn has been pro-| 
moted to Denver zone manager of | 


American Motors 
Corp., replacing 
R. D. Gallacher, 
who has been 


(Ore.) zone man- 
ager 

Milbourn en- 
tered the automo- 
bile industry in 
1948 as an AMC 


district manager 
after 11 years in 
E. F. Milbourn allied industries 


in administrative and sales capac- 





named Portland) 





ities. He was promoted to Kansas 
City assistant zone manager, his 
most recent post, in 1956. 


H. W. Van Sant has been pro- 
moted to assistant manager of the 
Kansas City zone 
of American Mo- 
tors Corp., replac- 
ing E. F. Mil- 
bourn, who has 
been elevated to 
Denver zone man- 
ager. 

Van Sant, a dis- 
trict manager in 
the Kansas City 
zone since 1954, 
joined the com- 
H. W. Van Sant pany as parts 
manager of an Oklahoma City 
dealership in 1946, and was ap- 
| pointed a special representative in 
| the Dallas zone in 1948. He was 
transferred to the Oklahoma City 
|}zone in 1951 where he worked as 
a district manager and car dis- 
| tributor. 


| 
| 


|Schmidt and Sylvan Named 


Auto-Lite Representatives 


Electric Auto-Lite Co.’s electrical 
products group has appointed Nor- 
man E. Schmidt as Wisconsin dis- 
trict representative. Jerome Sylvan 


* * 
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has been named to a similar post 
in the eastern district. 

Schmidt and Sylvan were with 
Fort Worth Steel and Machinery 
Co. before joining Auto-Lite, 


Clayton Ups Moon, Mackey 


In Dynamometer Sales 


George Mackey and E. N. Moon 
have been appointed special as- 
sistants to Roy Adams, sales 
director for the dynamometer 
division, Clayton Mfg. Co, 

Mackey will concentrate on the 
truck, tractor, bus and industrial 
fields. Moon will cover the pas- 
senger-car field-car dealers, serv- 
ice stations and independent re- 
pair shops. 





ea 


Executive Staff Realigned 
| By Gramm Trailer Corp. 


Gramm Trailer Corp. has named 
Paul Barnes as director of finance 
and treasurer and Carlowen Smith 
as director of production and pro- 
duction engineering. 

E. A. Buxton was appointed com- 
pany secretary and Nate Goldberg 
|} was named commercial sales man- 
ager. Art Ulm and R. Snook were 
selected as project managers on 
Government contracts. 


* * 








“TI coulda broke down and cried ... the way my last family car acted,” the big, burly truck driver moaned. 


Don’t Let Your Service Make This Truck Driver Bawl! 


by Stony Jackson 


This rig-hauler demands performance 
from anything on wheels. So do lots 
of people, whether they live with an 
engine in their laps or not. And when 
they buy a new car, they’re especially 
finicky about the service they get. 
The Pennzoil Program is made to 
order for them. Means extra profit 


for you. 
It provides 100% 


a year to you! 


And Pennzoil’s exclusive Kontax 


Pennsylvania 
motor oils and quality lubricants that 
your new-car buyers want to keep 
using. So when you sell them on 
Pennzoil, you sew up their profitable 
service business—right at the time 
you make the sale! And each new 
customer is worth an average $223 


System® ... 4 to 


coast . . . supports 


others with car dealers from coast to 


Actually makes customers want to 
come back for all the services they 
need when they’re needed! 

In a nutshell: you’ll build greater 


1 favorite over all 


your good service. 


more money 
Your Pennzoil distributor can show 
you proof. Call him today. 


service traffic to absorb overhead . . . 
get more repair orders and all needed 
items per R. O....and have extra 
profit for making“better trades and 


on car sales! 


The motor oil that makes people mad 
...if they don’t get it! 





MEMBER PENN. GRADE CRUDE O11 ASSN. 
PERMIT NO. 2, OM CITY, PA. 
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In Parts and Accessory Distribution 


Parts Rebuilders 
See Big Setback | 


In Excise Ruling | 


CLEVELAND.—An Internal Rev- 
enue Service ruling that the Fed-' 
eral excise tax be applied to rebuilt 
automotive parts would set the in- 
dustry back 20 years, industry | 
leaders claimed at a meeting in| 
Washington with Treasury De-| 
partment officials. 


The ruling, scheduled to go into} 
effect Apr. 1, holds that a disas-| 
semblying operation constitutes 
manufacture when more than one 
unit is cleaned at the same time 
and the components are not neces- 
sarily reassembled into the unit | 


from which the respective com- 
ponents came. 

Harold Halfpenny, attorney for 
the Industry-Wide Committee for 
Removal of Discriminatory Auto- 
motive Excise Tax, said the ruling 
would make manufacturers out of 
about 150,000 small businessmen 
who are dealers, garage repairmen 
and jobbers, and 1,000 production 
rebuilders or reconditioners, 

He added that the ruling not 
only would cause confusion, dis- 
crimination and dishonesty, but 
that it cannot be enforced. 


Robert E. Phelps, Phelp-Roberts | 


Corp., Washington, contended that 
the ruling would make it impos- 
sible for the industry to engage 
in reconditioning operations on an 
economical basis. 


The committee said that while 


Take advantage of the huge potential market for farm 
truck hoists. Now you can offer your customers a com- 
plete Heil twin telescopic hoist package that makes any 
farm stake or grain truck a convenient self-unloading 
unit, with generous capacity for hauling and dumping 


jobs. 


And you have the added selling advantage of famed 
Heil “contractor quality’ hoist manufacture—backed 
up by job-proved working features only available in 


Heil hoists. 


Get all the details now on easy-mounting, easy- 
servicing Heil farm hoists. See your Heil distributor. or 


write to The Heil Co. 


the industry still is opposed to ap- 
plication of the excise tax, confu- 
sion and discrimination could be 
reduced if the proposed regulations 
are modified. 


‘Seen Continuing 


CLEVELAND. — The automotive 
| renewal lamp business, which has 
more than doubled in the past nine 
years, will continue to grow, accord- 
ing to William H, Robinson jr., 
| marketing manager for General 


ment. 


He said his predictions were 
based on market researches, Robin- 
son cited four reasons for the past 
growth: 


1. A 50 percent increase in the! 


Electric’s Miniature Lamp Depart- | 


| Double Duty— 


The rear-view mirror of the Lancia 
| Appia also contains a transistor radio. A 
third series of the Italian car was intro- 
duced at the Geneva International Salon. 


number of lamps per new car. 

2. A 63 percent increase in aver- 
age lamp expenditure per car, 

3. An increase in the use of more 
expensive 2-filament lamps, 


Compare HEIL with other telescopic farm hoists . . . 


Feature 


V-Ring packing 


x 
Sal 


Gear Pump 
Cable Pull-Out 
Inside Mount 


Cylinder can be repacked 
without disassembly 


ww om w 


wo “ “ 


Precision cylinders, finished 
inside and out 


if 
“ 


Air bleed vent on cylinder 


Mount without welding 
to truck frame 


Thru-shaft cylinder mounting 


| 8 
“ 
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ww 
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ww 


MILWAUKEE 1, WISCONSIN 





4. An increase in vehicle registra- 
tion of 31 percent in nine years, 
* * * 


Factory Men Told: Know 


Own Products and Rivals’ 


CHICAGO—Factory men can 
best cooperate with wholesalers by 
knowing their own products and 


those of competitors, Robert L. | 


Schutte, MEWA merchandising 


manager, said at the national con- | 
vention of the Motor & Equipment 


Wholesalers Assn. 


This will enable the factory man Jf 


and his jobbers of doing a better 
job of selling the manufacturer's 
products, he said. Don’t knock com- 
petitors, build your sales by taking 
advantage of their weak spots, he 
told factory men. 

* + * 


Perfect Circle Begins 
Valve-Seal Program 


HAGERSTOWN, Ind. Perfect 
Circle Corp. has begun shipping its 
valve-seal assortments to dealers as 
part of an introductory two-month 
spring sales campaign. 

The assortment includes valve- 
| seal sets, tools and plastic cabinet. 
The company said jobber response 
made it necessary to double the 
|original production figure within 
three weeks after the program was 
| announced. 





c = * 


Protest Calif. Ruling, 
Warehouses Are Urged 
LOS ANGELES.— Operators of 
automotive warehouses, their fac- 
tories and jobbers have been urged 
jto protest a Public Utilities Com- 
| mission ruling placing warehouses 
}under PUC control. 
| The move will have “a decided 
| adverse effect on the small business 
|}man, possibly forcing him out of 
business,” the Southern California 
Automotive Booster Club No. 20 
said in a bulletin to operators. 


FTC Rules Out 
Too-High Rebates 
For N. Y. Jobbers 


WASHINGTON.—The Federal 
Trade Commission has ordered 
Metropolitan Automotive Whole- 
salers Cooperative, Inc., New York, 
and its 17 member jobbers of auto- 
motive parts and supplies, to stop 
inducing or accepting discrimina- 
tory prices from suppliers. 

Denying an appeal by the re- 
spondents, the FTC adopted a hear- 
ing examiner's original decision of 
last July 17. 

The commission ruled that the 
jobbers violated the Clayton Act 
by receiving rebates up to 19 per- 
cent higher than those received by 
their competitors. They knew, or 
should have known, that such re- 
bates could not be legally justified, 
the FTC ruled. 

The FTC rejected the jobbers’ 
contention that there was no proof 
that the lower prices they received 
would lessen competition or tend 
to create a monopoly. 


Dealers Schedule 
Meetings at Sea 


BALTIMORE. — Members of the 
Automobile Trade Assn. of Mary- 
land will be “all at sea” at their 
next summer meeting. They'll be on 
board a luxury cruise ship en route 
from New York to Bermuda and 
Nassau. 

J. Cavendish Darrell, ATAM 
manager, said the cruise will start 
from New York May .29 and will 
replace the usual meeting held in 
Ocean City, N. J. 

He said “full-fledged” business 
meetings and seminars will be held 
on board the ship. The delegates 
will return to New York June 6. 


Dealers to Hear Galles 


At Rhode Island Meeting 


PROVIDENCE.—NADA Pres- 
ident H. L, Galles jr. will be the 
principal speaker Apr. 9 at the 
annual meeting and election of the 
Rhode Island Automobile Dealers’ 
Assn. 

The nominating committee in- 
cludes Daniel La Polla, representing 
the board of directors; James 
Plunkett, Woonsocket, and George 
Harrison, Newport. 
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News to Note... 








Auto News in Brief 


PITTSBURGH.—Jones & Laugh- 
lin Steel Corp. is entering the 
market for electrical steels for the 
first time, according to Avery C. 
Adams, president. 

The company is soliciting orders 
for a series of new carbon electrical 
steels made in the company’s new 
basic oxygen furnaces, he said, It 
ig believed these steels, to be mar- 
keted under the trade name “Jalox,” 
will be the first electrical steels 
marketed in the U, S, made by this 
process, he added. 

* = = 
California Firm Builds 
Scale Models of Early Cars 

EL CAJON, Calif—Swift Mfg. 
Co., Inc., is building % scale models | 
of antique automobiles, The firm) 
said the cars have been approved 
by the California Motor Vehicle 
Department and can be licensed for 
the highway. 

In production are the Swifter 
roadster, the Swift T roadster and 
the Swift T pickup, Wheelbase is 60 | 
inches and the cars are 79 inches | 
long and 43 inches wide. The com-| 
pany said they have a top speed 
of 30 mph. and will deliver 80 
miles per gallon. 

. > - 


Flat Glass for English Ford 


Offered by Detroit Firm 


DETROIT.—Patterns for all flat 
glass used in English Fords are 
included in all NAGS pattern sets 
issued by National Auto Glass 
Specifications, Inc., according to| 
Orren D. Hulett, president. 

Hulett said he understands Ford 
Motor Co. does not now stock flat 
glass for English Fords and has 
so notified its dealers. He said 
NAGS customers have patterns for 
all English Ford models manufac- 
tured since 1953 and can give im- 
mediate replacement service. 

. > > 


Civic Group Elects Dealer 


GOLDSBORO, N. C.—J. D. Cooke, 
Goldsboro Mercury dealer, has 
been elected vice-president of 
Goldsboro Industries, which seeks 
to attract new industries to the 
city. 

> > 


Port Authority Seeking 


Idle Ford Plant in Buffalo 


BUFFALO.—Ford Motor Co, has 
assured the Niagara Frontier Port 
Authority it will give “careful 
study” to any bid by the group for | 
the waterfront assembly plant the | 
company abandoned last summer. | 

The NFPA said $2.6 million of a 
$9.3 million loan it is seeking from 
the State would be earmarked for 
purchase of the Ford plant. The 
remainder would go for waterfront 
and airport improvements, the 
group said. 

> > 


Kettering’s Son Resigns 


GM Post for Family Duties | 


LA GRANGE, Ill.—Eugene Ket-| 
tering, 50, son of the late Charles) 
F. (Boss) Kettering, has resigned 
his position with the General Mo- 
tors Electro-Motive division here 
to devote himself to the institu- 
tional and family responsibilities of 
his father. 

Kettering has been research as- 
sistant to N. C. Dezendorf, division 
general manager, He will continue 
to serve the division as a consult- 
ant. 





a 


3M to Expand Ala. Plant 


ST. PAUL.—Minnesota Mining 
& Mfg. Co. has announced plans 
to expand its reflective products 
Plant at Guin, Ala. A 45,000- 
square-foot addition will give the 
plant 120,000 square feet of pro- 
duction space. Plans call for com- 
pletion by Jan. 1, 1960. 


6 Twin City Truck Firms 


Form Distributor Council 


MINNEAPOLIS.—Six Twin Cities 
firms have organized a truck dis- 
tributor council to promote and 
Show new trucks and equipment. 
Members include Charles Olson & 
Sons, Inc.; Smith, Inc., and Teco, 
Inc., all of Minneapolis; LaHass 
Corp., Power Brake & Equipment, 





Inc., and Wheel Service Co., all of 
St. Paul. 

R. W. Warren of the Olson firm 
was elected president. Ken Bjork 
of Smith is vice-president, Robert 
Hygaard of Power Brake, secretary, 
and Clark Hendrickson, Wheel 
Service, treasurer. 

o * * 


Koehring Buys Cast-Master 

MILWAUKEE, Wis.—The acqui- 
sition of Cast-Master, Inc., Bedford, 
O., has been announced by Julien 
R, Steelman, president of Koehring 
Co. Purchase price, involving an 
exchange of stock, was stated as 
in excess of $1% million. 

* * * 


British Finance Concern 


|Opens Office in Vancouver 


VANCOUVER, B. C—British 
Wagon Co., Ltd., with majority in- 


| terest in Ross Finance Co., has be- 


come the first British finance or- 






Rutted, loose-sand 
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ganization to be established in| - 


British Columbia. 

The newly formed company will 
continue its operations as Ross Fi- 
nance Co., Ltd., with Reginald B. 
Ross as president, It will promote 
the sale of British automotive 
equipment and heavy industrial 
equipment to Canadian firms by 
providing the necessary financing. 

* * * 


Goodyear Now Offers Tire 


For Any NASCAR Event 


AKRON.—Goodyear Tire & Rub- 
ber Co. has announced expansion of 
its racing-tire line to cover all 
track conditions on the NASCAR 
circuit, 

Goodyear also said an improved 
version of its Blue Streak Special, 
speed-wheel tested at 200 m.p.h., 
has been developed for the fastest 
stock cars on long high-speed as- 
phalt type tracks. 


Brigham Deal Closes 


Brigham Motors, Inc. (Oldsmo- 
bile-Cadillac), Sparta, Wis., has 
closed and the owner, Arthur C. 
Brigham, has retired. His show- 
room and garage burned last 
November, and he had been oper- 
ating in temporary quarters, 


roads. Stop and crawl service. 


Frequent rocking out of bog-downs. Hauling 342-42 
ton payloads through these grueling conditions. That’s 
what trucks have to take in an orange grove. 


According to Minute Maid Transportation and Main- 
tenance Superintendent George B. Alliason, it’s the 
kind of service that makes trucks grow old before 
their time—unless they’re equipped with Allison 
Automatic Transmissions. 


George knows what he’s talking about — and has the 


facts to prove it. 


He bosses a fleet of 75 Ford trucks—20 with Allison- 


SAbison SS uns mtastonts 


Now available in 








Delivered by Air— 


Model Mary Zitte and TV personality Patti Rowe were part of the welcoming 


committee when the silver ‘Flying Rambler" arrived at Cleveland's Hopkins Airport. 
The car, delivered by air, was auctioned at the Cleveland Public Square for the 
benefit of the purchaser's favorite charity. Greater Cleveland Rambler Dealers ordered 
100 silver Rambler Americans in celebration of the recent “The Price Is Right—Right 
Now" sales campaign. 





puts the squeeze on 
aie costs with 





built Ford Transmatic transmissions. He’s had the 
Transmatics for up to a year and is planning on replac- 
ing all his stick-shift trucks with Transmatics. 


Why? Simple. He’s saving “thousands of dollars” in 
maintenance with the Transmatics, racking up more 
savings on upkeep of axles, brake linings and general 
overhauls. And his records show his Transmatic trucks 
stay on the job with far less down time than stick-shift- 
equipped trucks. 

If you’ve been looking for a way to cut your trucking 
costs, take a look at an Allison Automatic Transmis- 
sion. There’s no faster way to make more profit. 
Atlison Division of General Motors, Indianapolis 6, Indiana 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"67 °S8 
dune 


67 °S8 
duly 


"67 °58 
Aug. 


"67 °S8 
Sept. 


"67 
Oct. 


# 


"58 
dan. 


"ST °68 
Nov. 


"S17 °S8 
Dec. 


"68 
March 


"68 °59 
Feb. 


Prices of '58s added and '50s dropped in December, 1957. Prices of '59s added and "Sis dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power | 
steering. 


PORTLAND, ORE. 


Portiand Auto Auction, Inc. Sale every | 
Tuesday. Prices are for sale of March 24 
BUICK—'58 Special Riviera 2-dr., $1,790*. | 

*S7 RM Riviera 4-dr., $1,680° (ps); Spe- | 

cial Riviera 4-dr., $1,675* (ps) i 
"S56 Super Riviera 2-dr., $1,315* (ps); | 
Special Riviera 2-dr., ° . 
"55 Super Riviera 2-dr., . (ps); | 
Special Riviera 2-dr., 2 at $1,045*; | 
4-dr., $960, $780. 

"64 Super Riviera 2-dr., $755* 
CADILLAC—'S4 (62) sedan de 

235° (ps). 

"51 (62) sedan de Ville, $495*. 
CHEVROLET—'5S Brookwood (8), $2,090° 

(ps); Yeoman (8), $2,005°; Bel Air (8) 
Hardtop 4-dr., $1,875° (ps), $1,825* 
(ps). $1,.820° (ps), $1,805° (ps) | 

"ST Bel Air (8) Hardtop 2-dr., $1,855*; | 

station wagon, $1,670°; Bel Air (6) 
station wagon, $1,740*; 4-dr., $1,390*, 
$1,295°*; Two-ten (8) station wagon, 
$1,695°; 4-dr., $1,300°, $1,190; 2-dr., 
$1,280. 

"56 Two-ten (6) station wagon, $1,250* 


| 
Ville, $1,- 


‘SS Bel Air (8) Hardtop 2-dr., $1,160*; | LINCOLN 


CHRYSLER—'55 NY 


HUDSON— 55 Hornet 
IMPERIAL —'56 4-dr., 


4-dr., $975*; One-fifty (6) 4-dr., $745. 
"53 Bel Air 2-dr., $495*, $480 

Deluxe 4-dr., $1,115* 
$915° (ps) 
$850° (ps); 


(ps); Windsor 4-dr., 

'54 NY Deluxe 4-dr., 
$740°* (ps) 

DeSOTO—'53 Firedome 2-dr., $325° 
DODGE—'57 Royal (8) Hardtop 4-dr., 
425° (ps) 

"56 Custom Royal (8) Hardtop 4-dr 
$1,225° (ps); Coronet (8) station wag- 
on, $1,085° 

'55 Royal (8) 4-dr., $915* 

"53 Coronet (8) station wagon, 

"51 Coronet (6) 4-dr., §300*; 
2-dr., $125° 

FOR D—'SS Thunderbird, $3,.250° (ps); 
Fairlane (8) 500 Victoria 2-dr., $1,- 
895°; Custom (8) 4-dr., $1,295° 

‘ST Country sedan (8), $1,755*, $1,640*. 
$1,600*; Custom (8) 300 4-dr., $1,320", 
$1,230, $1,190; Custom (6) 4-dr., $1,- 


120 

"56 Fairlane (8) Victoria 2-dr., $1,245", 
$1,130°; 2-dr., $1,065*; Country sedan 
(8), $1,220°; Main (8) 2-dr., $995; 
Custom (8) 4-dr., $875° 

"55 Fairlane (8) 4-dr., 
(8) 4-dr., $780° 

"S4 Crest (8) Victoria, 775°. 
Custom (8) station wagon, $735, §665° 

‘S52 Main (6) 4-dr., §270 


2-dr., 


(ps) 
$1,- 


$460° 
Hardtop 


$1,000; Custom 


(8) 4-dr $800° 
(ps) 

$1.820° (ps) 

‘S7 Premiere Hardtop 2-dr., 


MARYLAND 


| BEL AIR—Bel Air Auto Auction. Ti- 


Harry Gelt's 
ARIZONA AUTO AUCTION 
1725 W. Recosevelt, Phoenix, Arizona 
Phone Alpine 2-8741 
SALE EVERY THURSDAY 
AT NOON 
“Ale conditioned units in high demand.” 


We Issve Auction Check s—Gvaranteed Titles | 
The Southwest's Newest and Finest! ' 


COLORADO 


Denver Auto Auction 


4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 

at 11:00 A.M. 


Auctioneers: Geo. Workman—Bill Hauschildt 
Titles and Checks Guaranteed 
by Empire Auction Insurance 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |2th year 
of continuous operation. 
Sale @very Wednesday 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Werehouse Point, Conn. 


FLORIDA 
DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 





MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


JACKSON — Greater Jackson Auto 


Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 


|} °S3 Chieftain 
i (pe); 


$755°: | 


2,425* (ps) 
"56 Premiere Hardtop 
(ps); 4-dr., $1,855* (ps) 
MERCURY—'56 Monterey station 
$1,555* (ps); Hardtop 4-dr., 
(ps). 
'55 Monterey Hardtop 2-dr., 
$965° 
‘53 Monterey Hardtop 
| OLDSMOBILE—'58 (88) 
j dr., $2,295° (ps) 
i "57 (88) Super Holiday 4-dr., 
(ps); (88) 4-dr., $1,.400° 
"56 (88) Super conv., $1,420° (ps); 
2-dr., $1,130° 
| 


2-dr., $2,050° 


wagon 


$970* (ps), 
2-dr., $545*° 
Super Holiday 2- 


$1,895* 
(88) 


‘SS (88) Super 4-dr., $1,195° (ps); Holl- 
day 4-dr., $1,125° 

PLYMOUTH— ‘57 Savoy 
$1,435°; Belvedere 
4-dr., $1,085° 

‘SS Belvedere (6) station wagon, 

i "54 Savoy (6) 4-dr., $395; Plaza 
4-dr., $360 

| _ "53 2-dr., $170 

| PONTIAC—'55 Star Chief Catalina 
$1,115° 


(8) Hardtop 4-dr 
(8) 2-dr., $1,150° 


ssao* 
(6) 


2-dr.. 


(8) 
Catalina, 
RAMBLER 
990° 
"56 Custom 4-dr., 
STU DEBAKER 
$935 
"56 Hardtop 2-dr., $1,225* 
"54 (8) station wagon, $725* 
MISCELLANEOUS—'57 Willys pickup, $1,- 


station wagon, $615* 
$490°; 4-dr.. $335*° 
‘58 Super station wagon, $1,- 


$905° 


-"S7 Champion (8) 


FREE APPRAISAL SERVICE 


AUCTIONS 


INC. 
On Rovte 20 At Rovte 3 


EAST RUTHERFORD, N. J. 


ig 


2 bY 


| a 


CROSSROADS OF THE 


N-A-D-E 
ati Ty? ewe 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 


LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check an 
Title Protection. (Wed.). 


For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Look in LUCAD. 


$1,475° 


4-dr., | 


(Copyright, 1959, by Automotive News) 


375 
"56 Ford %-ton pickup, $760. 
"54 Ford %-ton pickup, $590*. 
‘53 GMC %-ton pickup, $550 
"52 Chevrolet %-ton pickup, $430. 
"50 Chevrolet panel, $250. 
‘48 Ford %-ton flat bed, $275. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday 
Prices are for sale of March 24. Market 
very strong on all cars. Sold 497 cars from 
671 consignments 
BUICK—'58 Special Riviera 4-dr., 

(ps), $1,975°; 4-dr., $1,950° 
"S7 Special Estate wagon, $1,790°; 
era 2-dr., $1,615* (ps), $1,520*; 
era 4-dr., $1,445° (ps), $1,400*; 
tury Riviera 4-dr., $1,640° (ps); 
4-dr., $1,600° (ps) 
"56 Super Riviera 2-dr., 
Riviera 4-dr., $1,235° 
era 4-dr., $1.230° (ps). $1,065° (ps); 
Special Riviera 4-dr., $1,205* (ps) 
"55 RM Riviera 2-dr., $950; Special Rivi- 
era 4-dr., 75°. $840°, $610° (ps); 
Riviera 2-dr.. $830°, $760° 
"34 Century Riviera 2-dr., $625* 
Special Riviera 2-dr., $585*. 
| CADILLAC—'59 (62) conv., $5.350° (ps); 
coupe de Ville, $4.695* (ps) 
| ‘SS (62) sedan de Ville, $3.710° (ps); 
$3.605° (ps); coupe de Ville, $3,700*° 
(ps) 


| ‘ST (62) 


$2,225° 


Rivi- 
Rivi- 


$1,280°; Century 
(ps); RM Rivi- 


(ps); 


coupe de Ville, $2,700° (ps); 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Decier Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
Titles and Checks Guaranteed 


Eve 


All 


NEW YORK CITY'S 


| Shyline Aulo Auctions 


= 
A | 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 
John W. Becker 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 


Cen- | 
Super | 


$2,665* (ps); conv., 
sedan de Ville, $2,390* 

"56 (62) coupe de Ville, 
$2,080° (ps), $2,025* 
(ps); conv., $2,100* 
Ville, $1,955* (ps). 

"55 (62) coupe de Ville, $1,700* 
$1,530* (ps), $1,455* (ps). 

"54 (62) sedan de Ville, $1,000* (ps) 
'53 (62) coupe de Ville, $490*, $450* 
CHEVROLET—’58 Impala (8) Hardtop 2- 
dr., $2,295* (ps), $2,215*, $2,205*, $2 .- 
200* (ps), $1,950*; conv., $2,250* (ps), 
$2,210* (ps), $2,100* (ps), $2,090* 
(ps); Bel Air (8) 4-dr., $1,990* (ps); 
Hardtop 4-dr., $1,795* (ps), $1,775* 
(ps), $1,725* (ps); Bel Air (6) Hard 
top 2-dr., $1,745*; Biscayne (6) 4- 
dr., $1,720*, $1,575; Biscayne (8) 4- 
dr., $1,690*; Delray (6) 2-dr., $1,550* 

'57 Bel Air (8) Hardtop 4-dr., 2 at $1 
650* (ps), $1,540° (ps), $1,480*, $1,- 
525* (ps); 4-dr., $1,445*; Bel Air (6) 
4-dr., $1,490*; 2-dr., $1,400* (ps) 
Two-ten (8) station wagon, $1,440* 
2-dr., $1,285, $1,235°; 4-dr., $1,205 
Two-ten (6) Hardtop 4-dr., $1,395* 
$1,360*, $1,310*; 4-dr., $1,300*, $1,- 
150, $1,130, $1,110. 

"56 Bel Air (6) Hardtop 2-dr., $1,305*; 
4-dr., $1,110*; Bel Air (8) 2-dr., $1,- 
250*; Hardtop 2-dr., $1,240*, $1,040*; 
4-dr., $1,075; Two-ten (8) Hardtop 
dr., $1,155*, $1,145*; Two-ten (6) 
dr., $1,100*, $1,050*, $1,015* 

"55 Bel Air (8) conv., $1,205*; 4-dr., 
$925*, $870* (ps). $800*; Two-ten (6) 
4-dr., $840, $830*; Two-ten (8) 4-dr., 
$820*. $790; 2-dr., $750; station wag- 
on, $735 

| CHRYSLER 
050° (ps). 

"57 NY 4-dr., $1,770* (ps); 
dr., $1,.745* (ps); Windsor 
4-dr., $1,485* (ps); Hardtop 2-dr., 

475*, $1,375* (ps) 

| "56 NY Deluxe Hardtop 2-dr., 

i (pes) 

"55 Windsor Deluxe 4-dr., $775* (ps). 

DeSOTO — ‘57 Fireflite Sportsman 2-dr., 
$1,.635° (ps); station wagon, $1,620°, 
$1,615*; 4-dr., $1,515° (ps), $1,400° 

(ps) Sportsman 4-dr., $1,.415° (ps). 
"56 Fireflite Sportsman 4-dr., $1,275* 
(ps) 

"55 Firedome Sportsman, 

dr., $650° (ps) 
| DODGE—’58 Custom Royal Hardtop 2-dr., 
$1,950*° (ps) 

‘57 Custom Royal Hardtop 2-dr., 

550° (ps), $1,485* (ps) 

| °S56 Coronet (8) Hardtop 2-dr., 
(ps) 

FORD 


$2,700* 
(ps). 
$2,110* (ps), 
(ps), $2,000* 
(ps); sedan ce 


(ps) ; 


(ps), 


5 
2. 





-"59 Saratoga Hardtop, $3,- 
Hardtop 4- 
Hardtop 
$1,- 


$1,425° 





$855* (ps); 4- 


$1,- 
$1,000° 


"59 Thunderbird, $3.690* (ps). $3,- 
675° (ps). $3,.625° (ps); Galaxie (8) 
4-dr.. $2,425° (ps) 

"58 Thunderbird, $3,150° (ps); 
(8) 500 Skyliner, $2,050*; Victoria 
dr., $1.730° (ps); 4-dr., $1,645° (ps); 
Country sedan (8), $1,890* 

"S57 Country squire (8), $1,.630°; Fair- 
lane (8) 500 4-dr., $1,355°, $1,315°; 
Victoria 2-dr., $1,340°; 2-dr., $1,210°; 
Country sedan (6), $1,325; Country 
sedan (8), $1,310*; Ranch wagon (8), 
$1,160° (ps). $1,150°; Custom (8) 300 
4-dr.. $1,140° (ps); Fairlane (8) Vic- 
toria 2-dr., $1,125°; Custom (8) 2-dr., 


(Continued on Page 45, Col. 1) 


Fairlane 
9. 


PENNSYLVANIA 


CORRY AUTO AUCTION 
Revte 6, Corry, Pa. 
EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 


Guaranteed Titles 
“The friendliest auction with the most ac- 
tien.” For reserved numbers call C 
36-391. Auctioneers: Rey Auvustin, Chuck 
et Odi Adcock. Owner: George 
y- 


MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 77 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lone Selling 
%& Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


TENNESSEE 





JOHNSON AUTO 
AUCTIONS 





checks guaranteed. Mon. 10 A. M. 


OHIO 


TOLEDO—Dealers’ Automobile Auc- 
tion, Sports Arena. (Tuesday) 
1:00 P. M. 


North-East-South-West 
Automotive News’ 


“Leading Used-Car Auction Direc- 
tory" gives directions to top U. S. 
Auto Auctions EVERY WEEK. 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% ‘Insured—No Registration Fee 


WASHINGTON 


SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 











0* (ps); 





10* (ps), 
, §$2,000* 
sedan ce 


0* (ps), 


* (ps) 
$450° 
ardtop 2. 
05*, $2.- 
50* (ps) 
$2,090* 
0* (ps): 
$1,775* 
6) Harx 
(6) 4 
e (8) 4 


f 
t 


$1,305"; 
dr., $1,- 
$1,040": 
rdtop 2- 
» (6) 2- 


'; 4-dr., 
-ten (6) 
8) 4-dr., 
on Wag- 


op, $3,- 


rdtop 4- 
Hardtop 
dr., $1,- 


$1,425° 


(ps) 

1 2-dr., 
$1,620°, 
$1,400° 
‘* (ps) 


$1,275° 
[ps); 4- 
p 2-dr., 
r., §$1,- 


$1,000° 


s). $3,- 
xie (8) 


‘airlane 
oria 2- 
* (ps); 


; Fair- 
11,315°; 
11,.210°*; 
Sountry 
on (8), 
(8) 300 
®) Vie- 
| 2-dr., 





pike 
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MASON CITY, IA. 


IMPERIAL—’58 Southampton 4-dr., $3,- 
450* (ps); Crown Imperial South- Model Breakdown Central States Auto Auction. Sale every 
ampton 2-dr., $3,390* (ps). Wednesday. Prices are for sale of March 





HUDSON—’55 Hornet (6) 4-dr., $430*. 


Used- Car Auction Prices '57 4-dr., $2,600* (ps). Of Auction Averages 25. Market continues to stay firm on older 





LINCOLN—’58 Capri Hardtop 2-dr., $2,- models—shortage of clean cars and buyers 

















860* (ps). April, 1959 March Feb., | from the West here in numbers, Sold 71 
MERCURY—’58 Monterey Hardtop 2-dr.,| _Model To Date 1959 1959 | percent from 154 consignments. 
(Continued from Page 44) oat tee $2,610 $2,775 | puICK—'57 Special 4-dr., $1,540*; Rivi- 
57 Commuter, $1,620* (ps); Montclair 1,971 2,018 era 4-dr., $1,465*. 
$1,120; Ranch wagon (6), $1,115. ’57 Windsor Hardtop 2-dr., $1,620* (ps), Hardtop 2-dr., $1,520° (ps); Monterey 1,334 1,366 ‘55 RM 4-dr., $760* (ps); Super Riviera 
56 Fairlane (8) Victoria 2-dr., $1,130* $1,580* (ps) Hardtop 2-dr., $1,385°*. 2-dr., $760* (ps), $625* (ps) 
of 000°, $900, $895°, $860": Country| ‘56 NY 4-dr. $1,255° (ps). "Seddean tote be A-oeseot’ $000, oe “ ‘53 RM Riviera 2-dr., $350°. 
a @ ‘OSE As oes : onterey Hardtop 4-dr., ; 50. cay 7 
—_o, —_ ’ CONTINENTAL—'58 Mark II 4-dr., $3,- | NASH—’57 Ambassador (8) 4-dr., $1,105. 4 cos | ee ee a ee 
IMPERIAL 58 Crown Imperial South- 500* (ps). OLDSMOBILE—’57 (98) Holiday 2-dr., $1,- 461 474 | CHEVROLET—’58 Brookwood (6) station 
ampton 4-dr., $3,425° (ps). | DeSOTO — '57 Fireflite Sportsman 2-dr., 800* (ps); (88) Super 4-dr., $1,670° 300 315 wagon, 71,000) BG A® (0) 

67 «44-dr., 2,500 (ps), $2,300 (ps), $1,700* (ps); Firedome Sportsman 4- (ps). 218 295 : 750 (ps), $1,735*. 
$7,100* (ps); Southampton 2-dr., $2,- dr., $1,400* (ps): Fireflite Sport "56 (88 , * ° 57 Bel Air (8) 4-dr., $1,480*; Two-ten 
2,1 n Ps); eflite Sportsman 5 ) Super conv., $1,290* (ps); (98) ll g 1.375* 1,215*: Two-te 
450° (ps), $2,155* (ps). 2-dr., $1,325°. Holiday 2-dr., $1,270* (ps); (88) Holl-| Overa a (8) 4-dr.,_ $1,376°, $1,215°; Two-ten 

56, $1,240* (ps). DODGE—'57 Coronet (8) Hardtop 2-dr., day 2-dr., $1,100*. Average $1,097 $1,079 $1,116 a ea ee Twe-k 

MERCURY—'58 Hardtop, $1,950* (ps). $1,500* (ps); 4-dr., $1,235%; Custom| °'55 (88) Super Holiday 2-dr., $920° eee ‘ol es,’ cee 

‘Si Montclair Hardtop 4-dr., $1,525*| || Royal (8) 2-dr., $1,440* (ps). (ps), $910*; (88) Holiday 4-dr., $750°. >» a $1,070°; Two-ten (6) 4% 
(ps), $1,180* (ps) [DSEL—’58 station wagon, $1,800*; Pacer "54 (98) 4-dr., $420* (ps). ’ thal At . 

‘56 Montclair Hardtop 2-dr., $1,175* Hardtop 4-dr., $1,670*. PACKARD—'56 (400) Hardtop 2-dr., $1,- Chief Catalina 2-dr., $1.450°; Chief-| ‘55 Bel Air (6) 4-dr., $900); TO 
(ps), $300*. | FORD—’59 Custom (8) 300 2-dr., $1,870. 025° (ps). tain Catalina 2-dr., $1,350 (ps), $1,-| | (6) 2-dr., $800%, $775, $710, $520. 

LDSMOBILE — ‘58 (98) conv., $2,690*| ‘°8 Thunderbird, $3,125° (ps); Fairlane|  ’55 Clipper 4-dr., $500°. en Seance a 

0 Se; Holiday 4-4r. $2,080° (pe); (88) (8) 500 Skyliner, $2,265* (ps); Vic- | PLYMOUTH—’58 Belvedere (8) Hardtop 56 Chieftain Catalina 4-dr., $925*; 4-| CHRYSLER — ’52 Saratoga 4-dr., $220* 
conv, $2,400° (ps), $2,325* (ps) toria 4-dr., $1,790* (ps), $1,760*; Vic- 4-dr., $1,650* (ps); Savoy (8) club dr., $750°. (ps). 

‘57 (88) Super Fiesta, $1,900* (ps); 4-| toria 2-dr., $1,725*, $1,720*; Fairlane sedan, $1,475*, $1,400*. RAMBLER—’57 station wagon, $1,595*;| FOR D—’58 Thunderbird, $3,240* (ps); 
var, $1,580° (ps). : ne (8) 4-dr., $1,6508 ’57 Savoy (8) 4-dr., $1,475*, $1,080*; Custom station wagon, $1,540; Rebel} | Country sedan (8), $1,695°. 

56 (98) Holiday 2-dr., $1,390° (ps); 4-| ‘57 Country sedan’ (8), $1,460*, $1,450°, | Hardtop 2-dr., $1,220" (ps); club 4-dr., $1,200°. 57 Country sedan (8), $1,470, 2 at $1,- 
dr.. $1,375* (ps); Holiday 4-dr., $1,- $1,400* (ps), $1,350*; Fairlane (8) 500 | sedan, $1,050*; Belvedere (8) Hardtop| "55 Custom station wagon, $690; Super 450; Fairlane (8) 4-dr., $1,390°; 
310* (ps), $1,300* (ps), $1,245* (ps); | conv., $1,375*; 2-dr., $1,385* (ps); | 2-dr., $1,325* (ps), $1,255* (ps); Sa- station wagon, $620. Ranch wagon (8), $1,320; Custom (8) 
(88) Super conv., $1,350*; (88) Holl- | Ranch wagon (6), $1,125; Fairlane voy (6) 4-dr., 2 at $890*, $810°. MISCELLANEOUS—'55 Chevrolet pickup, 4-dr., $1,205°, 2 at $1,125%, $1,090°, 
day 2-dr., $1.295* (ps), $1,205* (ps); | (6) 500 4-dr., $1,120; Custom (8) 2-| PONTIAC—’57 Star Chief Catalina 2-dr., 700. $1,090; Custom (6) 2-dr., $1,000. 

dr., $1,105*, $900. | $1,760* (ps), $1,475* (ps); Super ’52 Chevrolet pickup, $230. (Continued on Page 46, Col. 1) 


Holiday 4-dr., $1,200*° (ps). 
PLYMOUTH—'58 Suburban (8), $1,715*; 
Plaza (8) 4-dr., $1,375* | 
‘S57 Suburban (8), $1,530*; Belvedere (8) | 
4-dr., $1,470* (ps), $1,185* (ps); 2-| 
dr., $1,225*; Hardtop 2-dr., $1,125*; | 


Savoy (8) Hardtop 2-dr., $1,235°*; | 
Suburban (6), $1,135*; Plaza (6) 2-/ 
dr., $1,000° | 


56 Belvedere (8) Hardtop 2-dr., $865°, 
$815*;: Savoy (6) 2-dr., $670 


65 Belvedere (8) Suburban, $850*: | 
Hardtop 2-dr., $520*; Savoy (6) 2-dr., | 
$615° 


PONTIAC—'58 Super Chief Catalina 4- 
dr $2.025* (ps) 

'S7 Star Chief Catalina 4-dr $1,505°, 
$1.450* (ps); Super Chief Catalina 2- 
dr $1,455*; Chieftain Catalina 2-dr., 
$1.390* (ps). $1,.360° (ps) 

"66 Star Chief 4-dr $1,115*; Catalina 
2-dr., $1,110*, $1,000*, $990°; Cata- 


lina 4-dr., $920*: Chieftain 4-dr., 
$865° 
RAMBLER 57 Super (8) Cross Country, 
$1,300° 
MISCELLANEOUS—'56 Ford %-ton pick- 
up, $845° | 
DETROIT 


Aptco Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 25 
BUICK—'59 Electra conv., $3,440* (ps). | 

‘58 Super Riviera 4-dr., $2,100° 

‘ST Special Estate wagon, $1,730° (ps); 

Super Riviera 4-dr., $1,550° (ps); | 
Century Riviera 2-dr., $1,535* } 

‘56 RM Riviera 4-dr., $1,110° (ps); Spe- 

cial Riviera 2-dr., $1,100° (ps), $925°. 

'SS Super Riviera 2-dr., $790* (ps); Spe- 

cial Riviera 4-dr., $745*; 2-dr., $675°; 
Century Riviera 2-dr., $705* 

'S4 Special Riviera 2-dr., $475*. 

"53 Special 2-dr., $230° 
CADILLAC—'S5S (62) coupe de Ville, $3,- 

710° (ps) 

'S7 (62) conv., $2.830° (ps); sedan de 

Ville, $2.710° (ps), $2,700° (ps), $2,- 
695* (ps); coupe de Ville, $2,575° 


"53 (62) coupe de Ville, $485° (ps) 
ET—'59 Impala (8) Hardtop 4- 
dr.. $2.590° (ps) 

‘68 Impala (8) Hardtop 2-dr., $1,990° | 
(ps) Brookwood (8) $1.950° (ps), 
$1,940*, $1.935*, $1.825*, $1,775*; Bis- | 
cayne (8) 2-dr., $1,655* 

‘S7 Bel Air (8) conv., $1,425*: 2-dr., | 
$1,200; Two-ten (8) 2-dr., $1,075, 
$1,020; One-fifty (8) 2-dr., $1,050, 






$980 
CHRYSLER—'5S NY Hardtop 4-dr., §2,- 
760° (ps) 


Used Imported | 
Cars | 


Albany 


Lieyd——'58 2-dr., $600 
MG—'59 Magnette 4-dr., $2,069. 


Chicago 


Volkswagen—"58 Karmann-Ghia, $2,075. 
"57 Micro Bus, $1,400; 4-dr., $1,195. 


Daytona Beach, Fla. 
Ford (English) Escort station wagon, $1,- 
065 


Fiat-—'57 station wagon, $850. 
Sunbeam—'58 conv., $1,475. 


Detroit 
Hiliman—'57 station wagon, $705. 


Dyer, Ind. 


Renault -'58 sedan, $1,070. 


Ebensburg, Pa. 


Alfa—'49 Sports coupe, $280. 
Hiliman—’57 conv., $800. } 
MG—'55, $915. 


Los Angeles 


Hiliman—'5S8 Minx conv., $1,350. | 
"55 Husky, $485. | 
daguar—'57 conv., $1,950. 
MG-—'53 roadster, $670. 
"52 roadster, $660. 
Mercedes-Benz—’56 4-dr., $3,500. 
Porsche—'58 coupe, $2,950. 
Renault—’'5S Dauphine 4-dr., $1,300. 
Simea—’'56 4-dr., $640. 
Taunus—'57 2-dr., $850. 
Vauxhall—'58 4-dr., $1,325. 
Velkswagen—’58 conv., $1,670; Sunroof 
2-dr., $1,600. 
‘57 Ghia coupe, $1,920; Sunroof 2-dr., 
$1,400. 
"56 2-dr., $1,145; Sunroof 2-dr., $1,100. 
"55 2-dr., $840. 
54 2-dr., $785. 
"53 conv., $610. 
Volvo—’57 2-dr., $1,275, $1,215. 


Mason City, Ia. 
Volkswagen—’'56 sedan, $950. 


Portland, Ore. 


Metropolitan—’57 Hardtop 2-dr., $970. 
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standard body construction... 
everywhere in the United States 
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Complete MORHAUL system patented by Moore-Handley 
Moving Uncrated Furniture in Illinois and Kentucky 


Load Brown Shipping Containers like you’d load any 
truck. Clamp two or more of the 9 to 24 ft. long 
Containers to a trailer bed. At each destination, lift off 
desired Containers. Lock legs. Contents remain pro- 
tected, can be unpacked any time. Thus, like Kroehler, 
many shippers cut costs by keeping their costly tractors 
and trailer chassis “‘on the move.” 


Mason & Dixon Lines Increase Fleet in Southeast 


To speed loading and unloading, but still fully 
protect cargoes from damage and pilferage, rear 
overhead doors were installed on 50 new Brown 
Aluminum Cargo Vans purchased by Mason & 
Dixon Lines. This large common carrier now has 
some 750 Brown units in its fleet. 





Draft Beer Held at Constant Temperature on 
Pacific Coast -~ 


Specially designed 14 foot Brown refrigerated 
aluminum Cargo Vans deliver brewery-fresh 
(40-42°) draft beer for Sicks’ Rainier Brewing 
Company of Seattle. Special neoprene-impreg- 
nated curtains installed at both side and rear 
door openings help keep kegs of beer as much as 
7° cooler than do ordinary insulated bodies. 





Brown is a registered trademark of Clark Equipment Company 


CLARK EQUIPMENT COMPANY 
4 E1314 BROWN TRAILER DIVISION 
STE Box 410, Michigan City, Indiana 


Aluminum Cargo Vans 












'56 Fairlane 


'54 Custom 
*53 Main (6) 2-dr., 


HUDSON—’56 Wasp Super (6) 4-dr., Super 4-dr., $440*. 


OLDSMOBILE—’58 
"57 (88) 2-dr., 


’55 Chieftain 4-dr., 


$695; Ford 
"49 Chevrolet 


Riviera 2-<dr., 


Used-Car Auction Prices 





(Continued from Page 45) 


(8) Victoria 4-dr., $1,095* Super 2-dr., $820*. 
4-dr., $900° (ps), '55 Special 4-dr., $1,000* (ps), $800*; 
Riviera 2-dr., $775*, 2 at $700* 
*55 Custom (6) 4-dr., $595. $730*; 2-dr., $760* (ps), $690*. 
$550. '54 RM 2-dr., $590* (ps); Special 2-dr., 
$250. $560, $460*; Century 2-dr., $540*; 


’51 Special 2-dr., $110*. 


MERCURY—'55 Montclair Hardtop, $875. | CADILLAC—’58 (62) sedan de Ville, $4,- 
(88) Super 4-dr., $2,- 025° (ps). 
’57 (62) coupe de Ville, $2,920* (ps). 





"56 (62) coupe de Ville, $2,050* 
°65 (88) Holiday, $955*. $1,835* (ps); sedan de Ville, $1,850* 
PACKARD—'54 Clipper 2-dr., $275"; 4- (ps). 
weeny ns or $1,090 | CHEVROLET — ‘59 Nomad (8) §$2,860* 
Y¥MOUTH—’ voy (8) 4-dr., ’ (ps) | 
PONTIAC—’'57 ee Te Catalina coupe,| ‘58 Impala (8) Hardtop 2-dr., $2,125°*; 
9 p 175". | ha E *. . g -dr.. 
56 Chieftain Catalina coupe, $950°. ee See ee ee 
$770°. | °57 Bel Air (8) Hardtop 2-dr., $1,600*, 
NEOUS — '55 Chevrolet 1i-ton, $1,550, $1,350°: 4-dr., $1,490°: 
%-ton pickup, $590, $570 ten (8) 4-dr., $1,350*, $1,250; 
%-ton pickup, $350. fifty (6) conv., $1,075 
| °56 Bel Air (8) conv., $1,260*; station 
ALBANY | wagon, $810*; One-fifty (6) 
$925°. 
See eee Ae ae ot teers | 55 eee © a. a¢r., $930°; | 
every Monday Tices are [0 | 2-dr., 00; el Air (8) 2-dr., $ oi 
23. The car market here today continued | $700*: 4-dr., $875*: Bel Air (6) 2 
very strong; we had a beautiful cool spring $810; Two-ten (8) 4-dr., $790*. 
day for a change. All of the boys sold out| ‘54 Bel Air 2-dr., $570*: 4-dr., 
completely and were thumbing their way | One-fifty 2-dr., $360 
home. Sold 129 cars from 162 consignments.| ‘53 Two-ten 4-dr., $400; Bel Air 
BUIOK—'56 Special Riviera 4-dr., $1,100°; | $350 
$1,075*; 2-dr., $1,075*; 52 Bel Air | Ale Seseep 2-dr., $270; Deluxe 








are engineered 


Precise pressure and preseated 
hard, solid chrome doubles life 


of rings and cylinders. 


PRECISE CONTROL 
of correct ring pressure distribution for 
any particular type engine plus a pre- 
seated surface on ring face assures long life 


and eliminates tedious break-in period. yy 


SOLID HARD CHROME PLATING 
on face of compression ring reduces the 
rate of wear to one-fourth that of unplated 
rings. 

CORRECT FACE DESIGN 
on compression ring, tailored to specific 
applications, prevents blow-by and scuff- 
ing, yet provides immediate oil control. 


CHROME ''98"’ OIL RING 
has made high-compression history 
because of its ability to provide positive 
oil control on both vacuum and compres- 
sion strokes! The “98” does not depend 
upon the depth or bottom of the ring 
groove for pressure. The rails are in con- 
stant contact with both sides of the 
groove and cylinder wall. The result: a 
ring that seals off two principal leakage 
paths—even after thousands of hours of 
service! 

BE SURE OF CUSTOMER SATISFACTION— 


Install 2-in-1 Chrome sets for thousands of extra 
miles of power protection and positive oil control! 


PISTON RINGS AND 
Hagerstown, Indiana 
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2-dr., $260. 
'51 Two-ten 4-dr., $170. 
CHRYSLER—’57 NY 2-dr., $1,925* (ps). 
'55 NY 4-dr., $995* (ps). 


DeSOTO—’56 Firedome 4-dr., $1,190* (ps). 


’53 Firedome 4-dr., $190*. 
DODGE—'54 Meadowbrook 2-dr., $380*. 


FORD—’'58 Del Rio Ranch wagon (8), $1,- 


700*. 


’57 Fairlane (8) conv., $1,510*; Victoria 
2-dr., $1,220*; Fairlane (8) 500 4-dr., 
$1,300*; Ranch wagon (6), $1,125; 
Custom (8) 2-dr., $1,060; Custom (8) 
300 Victoria 4-dr., $1,010*; Custom 


(6) 2-dr., $940. 


56 Fairlane (8) conv., $1,100*; Vic- 
toria 2-dr., $985* (ps); Custom (8) 
4-dr., $1,000*, $975*; 2-dr., $880, 


$850*; Main (8) 2-dr., $725. 


55 Country sedan (8). $860*; Ranch | 


wagon (8), $800; Fairlane (8) 2-dr., 
$790, $780*, $750*, $700*: conv 


$780*; 4-dr., $750* (ps); Victoria 2- 


dr., $725*. 


'54 Main (8) Ranch wagon, $510; Cus- 
tom (8) 4-dr., $500*%; Custom (6) 4- 


dr., $240 
‘53 Custom (8) 2-dr., $385. 


| LINCOLN —'58 Premiere 4-dr., $3,100* 


(ps). 


MERCURY—’57 Monterey 4-dr., $1,425*; 


Montclair Hardtop 4-dr., $1,330* 
’56 Monterey 2-dr., $950*. 
"55 Montclair 2-dr., $680*. 


| OLDSMOBILE — °57 (88) Holiday 2-dr., 


$1,655* (ps); 4-dr., $1,280* 


"56 (98) Holiday 4-dr., $1,450* (ps), $1,- 
290* (ps); (88) Holiday 4-dr., $1,180*; 


4-dr., $1,100* (ps) 


55 (98) 2-dr., $950*, $840* (ps); 4-dr., 


$800* (ps), $790*; (88) 2-dr., $850*. 
'54 (98) Holiday 2-dr., $710* 
"52 (98) 4-dr., $150°*. 


PLYMOUTH—’'58 Savoy (6) 2-dr., $1,630* 
57 Plaza (8) Hardtop 4-dr., $1,500* 


(ps), 2 at $865; Savoy (8) _at., 


How Perfect Circles 


for severe service 






PERFECT _“__ CIRCLE 


POWER SERVICE PRODUCTS 
Don Mills, Ontario, Canada 


; Savoy (6) 4-dr., $1,060°. 
’55 Belvedere 2-dr., . 
'54 Plaza station wagon, $410. 
’53 Cranbrook 4-dr., : 

’52 Cranbrook 4-dr., 
—'58 Star Chief 4-dr., 
’57 Chieftain conv., 
Star Chief 4-dr., 

$1,460* (ps). 
’56 Chieftain Catalina 2-dr., 


‘55 _ Chieftain 4-dr., Catalina 2- 


+53 Chieftain ‘2-dr., Catalina 2- 
station wagon, 


MISCELLANEOUS—’54 Ford %-ton pick- 


DAYTONA BEACH, FLA. 


Florida Auto Auction. 
| day. Prices are for sale of March 24. 
BUICK—’57 RM 4-dr., $1,600* (ps). 

' . Riviera 4-dr., 

RM conv. 2-dr., 
55 Super Riviera 2-dr., 
’54 Special 2-dr., 
’53 Special 2-dr., 


Sale every Tues- 


de Ville, $3,375* 


'50 (62) 4-dr., 


CHEV ROLET—’'59 Impala (8) conv. 


Hardtop 4-dr., 
, $1,765* (ps). 


"55 4-dr. sedan, $530. 
"53 Bel Air conv., 


CHRYSLER Hardtop 4-dr., 


; Windsor 4-dr., $1,205* (ps) 
‘55 Windsor 2-dr., 


'58 Firedome Hardtop 2-dr., 











780* (ps). 
’55 Firedome Hardtop 2-dr., $800* (ps). 
DODGE—’56 Custom Royal (8) 2-dr., 
$915". 
F OR D—’58 Thunderbird 2-dr., $3,340* 
(ps); Custom (6) 2-dr., $1,330. 

’57 Fairlane (8) 500 Victoria 4-dr., $1,- 
465* (ps); Victoria 2-dr., $1,400*; 
Ranch wagon (8) 2-dr., $1,355* (ps); 
Custom (6) 2-dr., $815. 

56 Fairlane (8) 4-dr., $1,090* (ps), 
$965; Fairlane (6) 4-dr., $510*; St 
tion wagon (6) 2-dr., $740. 

’54 Custom 2-dr., $640*. 

MERCURY—’'58 Monterey Hardtop 4-dr., 
$1,755* (ps). 

’56 Monterey 4-dr., $1,050*. 

’55 Monterey station wagon 4-dr., $960*. 
PLYMOUTH—’ 57 Suburban (8) 4-dr., $1,- 

100. 

’56 Plaza (6) 4-dr., $450. 

’54 Belvedere conv. 2-dr., $355°*. 
PONTIAC—’57 Super Catalina 4-dr., $1,- 

525* (ps); Chieftain Catalina 2-dr., 
$1,410* (ps). 

"56 Chieftain 2-dr., $575*. 
RAMBLER—’57 Super 4-dr., $1,350". 
MISCELLANEOUS—’57 Dodge ‘%-ton 2- 

dr., $610. 

'46 Chevrolet %-ton 2-dr., $110. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of March 26. 
The sale was tremendous today, jammed 
with eager buyers and sellers. ‘57, ‘56, 
and ‘55 models much in demand, if clean. 
Spring is really here. Sold 82 cars from 
99 consignments. 
| BUICK—’57 Super Riviera 4-dr., $1,575* 

(ps) 

56 Super Riviera 2-dr., $1,005* (ps). 

*55 RM conv., $750* (ps); Special 4- 
dr., $680 

"53 Special 4-dr., $235. 

| CADILLAC—’'57 (62) sedan de Ville, $2,- 
520° (ps). 

"53 (62) sedan de Ville, $665* (ps), 


$505* (ps) 
"52 (62) coupe de Ville, $525* 
CHEV ROLET—'5S8 Biscayne (8) 2-dr., $1,- 


700°, $1,575; Bel Air (8) Hardtop 2- 
dr., $1,700* 
"57 Two-ten (8) 4-dr., 2 at $1,180*° 
56 Two-ten (8) 2-dr., $900; Bel Air (8) 
| Hardtop 2-dr., $1,070* 
55 Bel Air (6) 2-dr.. $820* 
"54 Bel Air 4-dr., $395; 2-dr., $580° 
‘53 Two-ten 4-dr., $360; station wagon, 
$300 
"52 4-dr., $170° 
‘51 Deluxe 4-dr., $100 
"50 Deluxe Hardtop, $230*. 
CHRYSLER—'57 Saratoga Hardtop 2-dr., 
$1,600° (ps) 
29 coupe, $280 
| DesOTO ‘55 Fireflite Sportsman, $760* 
(ps) 
j ’53 Firedome 4-dr., $410*° (ps), $280*. 
"51 (6) 4-dr., $135 
DODGE—'57 Custom Royal (8) 4-dr., $1,- 
| 375°; Coronet (6) (Taxi) 4-dr., $505. 
55 Coronet (6) 2-dr., $565 
FORD 57 Custom (8) 2-dr $1,065°; 
Custom (8) 300 4-dr., $1,050° 
| °S56 Fairlane (8) Victoria 2-dr., $975; 
| 2-dr., $785* 
"55 Fairlane (8) 4-dr., $450 
"53 Custom (8) 4-dr., $350, $200, $275°. 
52 Custom (8) 2-dr., $190* 
"50 Custom (8) 4-dr., $125 
HUDSON—'54 Hornet (6) 4-dr., $250 
"53 Hornet (6) 4-dr., 265°; Hardtop, 
$160 
IMPERIAL—'38 4-dr., $185 
PACKARD—'57 Clipper 4-dr., $1,010° (ps). 
*55 Clipper 4- dr., $510° 
PLYMOUTH—'57 Belvedere (8) 4-dr., $1,- 
150°: Plaza (6) 4-dr., $695 
‘S55 Gavoy (8) 2-dr., $650°: Plaza (6) 
Taxi, $315 
"51 station wagon, $245; coupe, $115 
PONTIAC 59 Star Chief 2-dr., $2,825°. 
"56 Chieftain Catalina 2-dr., $845°; Cata- 
lina 4-dr., $630; 2-dr., $775°*. 
"55 Chieftain 2-dr $550, $495 
| °5S4 Chieftain (8) 2-dr., $460* 
'S3 Chieftain Catalina, $260°; 2-dr., 
$250°; 4-dr., $210° 
STUDEBAKER—'59 Lark Hardtop 2-dr., 


$1,800 
‘53 Champion (6) Hardtop, $175 
"52 Commander (8) conv., $265 


MISCELLANEOUS ‘53 Chevrolet i1-ton 
panel, $270; GMC 1%-ton panel, $375; 
Kaiser Deluxe 4-dr., $150°. 


NEW YORK 

Skyline Auto Auction. Sale every Tues- 

day. Prices are for sale of March 24th. 

Red hot sale! Retail used-car business on 

upswing. Dealers bidding very sharply for 

good clean merchandise. Sales percentage 
high. Sold 85 cars out of 114 consignments. 

BUICK 57 Special Hardtop 4-dr., $1,350* 
(ps) 

"55 Super Hardtop 2-dr., $530° 

’54 Super Hardtop 2-dr., $525*; RM 4- 
dr., $510* (ps) 

‘53 Special Hardtop 2-dr., $250°. 

CADILLAC—'57T (62) sedan de Ville, $2,- 
850* (ps) 

"56 (62) sedan de Ville, $2,150* (ps). 

"54 (60) 4-dr., $1,100* (ps). 

"52 (62) 4-dr., $190*° (ps). 

*48 (62) 4-dr., $125* 

CHEVROLET.—'58 Brookwood (8) station 
wagon, $1,650; Biscayne (8) 2-dr., $1,- 
410. 

"S57 Two-ten (8) 4-dr., $1,165*, $1,155, 
$1,100*, $1,050, 2 at $1,015; 2-dr., 
$1,100*, $1,050*, $1,050, $1,040*, $1,- 
025, $1,005; One-fifty (6) station wag- 
on, $1,050. 

56 Bel Air (8) conv., $1,125° (ps); 
Two-ten (8) 2-dr., $820. 

"55 Two-ten (6) station wagon, $805*, 
$610; Two-ten (8) 2-dr., $800*; Bel 
Air (6) conv., $685* (ps). 

’54 Two-ten 2-dr., $495*. 

OCHRYSLER—’'5S8 Windsor 4-dr., $1,930° 
(ps). 

’57 Windsor station wagon, $1,380* (ps). 

’54 Windsor conv., $395* (ps). 

DeSOTO—'54 Firedome 4-dr., $305*. 

DODGE—'54 Royal conv., $370*; Meadow- 
brook (8) 4-dr., $300*. 

FORD—’'57 Fairlane (8) 500 Victoria 
sedan, $1,485*; 2-dr., $1,250* (ps); 
Fairlane (8) Hardtop 2-dr., $1,375* 
(ps); Custom (8) 300 4-dr., $965; 2- 
dr., $905*. 

"56 Custom (8) station wagon, $910*; 
2-dr., $745; Fairlane (6) conv., $835*. 

’55 Fairlane (8) Victoria. Hardtop 2-dr., 
$730*; Fairlane (8) conv., $570; Coun- 
try Squire (6) station wagon, $695. 

*52 Country Squire (6) station wagon, 
$330. 

’51 Hardtop 2-dr., $135. 

ee Ce Hardtop 4-dr., $1,550* 
ps). 

"53 4-dr., $185* (ps). 

MERCURY—’'57 Monterey 4-dr., $1,260*. 


(Continued on Page 47, Col. 1) 
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Riviera 2-dr., $1,075* (ps); conv., $1,- 830° (ps), $1,825* (ps), $1,750* (ps); dr., $1,645* (ps); Sierra (8) $1,605°; 


050* (ps). 4-dr., $1,850* (ps); Yeoman (8), $1,- Coronet (8) 4-dr., $1,315* 








e e 55 Century Riviera 2-dr., $1,005* (ps), 850*. ’S5 Suburban (8), $850; Royal (8) 4 
$835*; Super Riviera 2-dr., $965* (ps), *57 Corvette, $2,695; Bel Air (8) Nomad, dr., $690*. 
se - ar Uu ion rices $925* (ps); Special Riviera 4-dr., $2,080* (ps); 4-dr., $1,550*, $1,525* '53 Meadowbrook 4-dr., $315*, $125°*. 
$850*; 2-dr., $640*. @ (ps), $1,475*, $1,430; Hardtop 4-dr.,| °52 Coronet (6) 4-dr., $110*. 
"64 Super Riviera 2-dr., $665* 65° 2 at $1,550*; conv., $1,535*; Hardtop | ppser—’5s8 Pacer Hardtop 2-dr., $1 ° 
(ps); Special Riviera 2-dr., $525. 2-dr., $1,255; Two-ten (8) Townsman, (ps); Ranger 4-dr., $1.320°. i 
"53 Special Riviera 2-dr., $265. $1,790*, $1,700*, $1,445; 4-dr., $1,255"; |» oR D—'59 Thunderbird, $4,150" (ps) 
(Continued from Page 46) CADILLAC—'58 (62) conv., $4,140* (ps); One-fifty (8) Utility sedan, $1,190; $4,100* (ps), $4,085* (ps), 2 at $3,- 
sedan de Ville, $4,100* (ps); coupe de Two-ten (6) 2-dr., $1,145; One-fifty 960* (ps) $3,950* (ps) $3,935* (ps); 
"55 Monterey Hardtop 2-dr., $650*. Auction. Sale every Tuesday. Prices are Ville, $4,045* (ps), $3,780* (ps). (6) 2-dr., $1,100. Galaxie Hardtop 4-dr.,  $3,050* (ps): 
‘54 Monterey Hardtop 2-dr., $510*, $440*. | for sale of March 24. "57 (62) coupe de Ville, $3,235" (ps), ‘56 Bel Air (8) Hardtop 2-dr., $1,285*; Hardtop 2-dr., §2,645*. : 
53 Custom Hardtop 2-dr., $300*. BUICK—’58 Super Riviera 4-dr., $2,400* $2,935* (ps), $2,885* (ps); conv., $3,- Hardtop 4-dr., $1,200*; conv., $1,130*; '58 Thunderbird $3 555* (ps), $3,470° 
NASH—’54 Ambassador 4-dr., $275°. (ps). 230° (ps), $3,200* (ps), $2,995* (ps); Two-ten (8) Townsman, $1,275*; 4- (ps), $3,460* (ps), $3,425° (ps), $3,- 
OLDSMOBILE — ‘58 (88) station wagon "57 Century Riviera 4-dr., $1,650° (ps), teak envene ce ee (ps), $2,905* as er Air’ (8) fasaten 9-00,” 228" 400* (ps), $3,385* (ps), $3,370* (ps), 
. ’ . * ; - *; » $2, ° , r ardtop 2-dr., ’ , ae : , 8 
$2,150° (ps). Seer Rite, Geds 41,6008 (any ta,, | °00' 468) cndam Ge Ville, §2,400° (ps): $035"; 4-dr.. $905", $845; Two-ten $3,140"; Country soem (oh, Sue 
"56 (88) Super conv., $1,040* (ps). wa ¢ Rt ‘ae 1.8e0°' rc coupe de Ville, $2,030* (ps) : (8) 4-dr., $815"; One-fifty (6) 2-dr (ps); Fairlane (8) 500 Victoria 2-dr., 
54 (88) Holiday 2-dr., $760* (ps); (88) a ‘ i ~~ at ite” (ps); 55 (a2) eoupe *, Ville $2 010° (ps) S065 9 ; y ” $1,810* (ps); Victoria 4-dr., $1,750* 
“aa. 56 Century Riviera, 4-dr, $1,165* (ps); $1,935* (ps), $1,805* (ps); conv., $1,-| °S4 Two-ten 4-dr., $450*; 2-dr., $300; Seiane (8) Venn Sak, eae 
r., . . . ” . 
Rivie 2-dr., ,080* ; i 890* (ps), $1,585* (ps); sedan de Bel Air 2-dr., $435*; One-fifty 2-dr., ‘ - 
PACKARD—'53 Clipper 4-dr., $175°. ee ee ee — Ville, $1,605* (ps); (60) Special 4- $375. 2.) OS ee 
(MOUTH—’57 Savoy (6) 4-dr., $995*. dr., $1,665* (ps), $1,485* (ps). "53 Two-ten station wagon, $505*; 2- ’ ° “ 
eT suburban (8) station wagon, $825* | °54 (62) coupe de Ville, $1,590* (ps), dr., $475*; 4-dr., $325; Bel Air Hard- wv ieaan <8) 51,000" (pays Wauean ae 
(ps); Savoy (6) 2-dr., $285. oote utos | $1,490* (ps); (60) Special 4-dr., $1,- top, $505*; 2-dr., $355; 4-dr., $435, 500 Victoria 2-dr., $1,635" (ps), $1,- 
2) ‘ 510* (ps). $425*; One-fifty Handyman, $500; * . ae Aa : ce 
poNTIAC—’56 Chieftain 2-dr., $425. ie : 525* (ps), $1,485* (ps); 4-dr., $1,515 
. *. Ro* e ° | 53 (62) sedan de Ville, $800* (ps), business coupe, $295, $240; 4-dr., ° e: = 
"53 Chieftain 4-dr., $200*; $180*. Hot i riz | "hguee Con), Gene’: Gomee Go Sune $285 (ps), $1,490* (ps), $1,335*; conv., $1, 
‘62 Catalina coupe, $165°. n ona ; ps), ; oo 4 oo . . 455° (ps); Country Squire (6), $1,- 
- . $650* (ps); (60) Special 4-dr., $725* 52 station wagon, $275*. *. 
STUDEBAKER—'55 Champion coupe, $450. PHOENIX, Ariz.—Air-conditioned (ps). '50 Deluxe sedan, $225*, $220, $170. 610°; Del Rio Ranch wagon (8), $1,- 
MISCELLANEOUS — '54 Chevrolet %-ton | netind ae | "52 (62) conv., $595* (ps); sedan de| CHRYSLER—'57 Windsor’ Hardtop 4-dr., Sane sth Wikerte Se’ Gees Ge 
panel truck, $125. autos are definitely in high de- | Ville, $490° (ps), $485* (ps). $1,685* (ps). } $1,180°; Gustent wn 300 - wd, 205° 
ee %-ton panel truck, $150,/mand” in Arizona, according to| ‘51 (62) sedan de Ville, $305*; conv.,| °56 Windsor conv., $1,230* (ps). $1,200°, $1,160*, 2 at $1,150", $1, 125°, 
05. elt, i i $240°. ’52 NY Town & Country, $320* (ps). "080°: 2. 7 ‘ ’ o f 
y rome president of Arizona| .)°(62) sedan de Ville, $235°. | CONTINENTAL—'58 Mark III Landau, Soto; each wees Gata 
DYER, IND. Oe ee | CHEVROLET—'59 Impala (8) 4-dr., $2,-| _ _ $4,185* (ps), $4,140* (ps). ‘56 Thunderbird, $2,050°: Main (8) 
“Pri i 750°. | DeSOTO — '58 Sports 4-dr., $2,070* : me oN 
Len Pollak’s Dyer Auto Auction. Sale Prices are perhaps higher here | 68 Corvette, $3,085; Impala (8) Hardtop | e rae. portsman r., $2,07 Ranch ae $980; Fairlane (8) 2- 
every Friday. Prices are for sale of March than anywhere in the country, | 2-dr., $2,295 (ps), $2,200* (ps); | ’57 Firesweep station wagon, $1,870* | ve - ae eer eh a = 
gf. Steadily increasing supply of sharp| Gelt said. conv., $2,000* (ps); ‘Nomad (8), $2,- (ps); Sportsman 4-dr., $1,555* (ps). |  $890* (ps):’ Custom’ (8) 2-dr, $050: 
cars—a reflection of the brisk retail busi- Arizona Auto, which started op- | 205* (ps); Brookwood (8), $2,040* ’55 Firedome 4-dr., $970* (ps). Custom el 4-dr., $600° e ° 
ness in this area. Prices and action best : oe 8 | (ps), $2,030* (ps); Bel Air (8) Hard- ’52 Firedome 4-dr., $200* (ps); Sports- ’ Se ale dane oe 
of the year. Sold 280 cars out of 385 con- | erations Feb. 26, is currently run-| top 2-dr., $1,875* (ps), $1,830* (ps); man, $190° (ps). 55 Country sedan (8), $1,100*, $1,035*; 
signments ning about 275 cars a week, Hardtop 4-dr., $1,850* (ps), 2 at $1,- ' DODGE—’57 Custom Royal (8) Lancer 2- (Continued on Page 48, Col. 3) 


BUICK—'57 Special Riviera sedan, $1,500*. 

‘56 Special Riviera sedan, $1,120*°, $1,- 
095° (ps). 

‘65 Special Riviera 4-dr., $985°; sedan, 
$730*, $710°; Special 4-dr., $930°; 
Century Riviera sedan, $850* (ps); 
Century 4-dr., $760°. 

‘54 Super Riviera sedan, $510° (ps); 
Special 4-dr., $490°; Special Riviera 
sedan, $360° 

‘63 Hardtop, $315*, $190*; 2-dr., $225°. 

"62 4-dr., $150°; Hardtop, $120°. 

"61 Hardtop, $120* 

CADILLAC—'50 2-dr., $195, $180, $145 

‘48 sedan, $135 

CHEVROLET—'5S Impala (8) conv., $2,- 
260° (ps); Biscayne (8) 2-dr., $1,520°; 
Delray (8) 2-dr., $1,475 

'5S7 Bel Air (8) conv., $1,660* (ps); Two- 
ten (6) 2-dr., $990, $840 

"56 Bel Air (8) station wagon, $1,425*, 
$1.355* (ps): conv., $1,290°; Bel Air 
(6) coupe, $1,020°:; 2-dr., $900; Two- 
ten (6) station wagon, $945; Two-ten 
(8) 2-dr., $800* 

‘SS Two-ten (6) station wagon, §790*, 
$660; 2-dr.. $700; Bel Air (6) 4-dr., 
$785*. $335: 2-dr., $575*; customized 
coupe, $550 

"SM Two-ten 4-dr $535. $325 

‘63 sedan, $335. $245, $175, $160; sta- 
tion wagon. $300 

"52 2-dr., $105 

"51 2-dr., $140 

"49 4-dr.. $160 

CHRYSLER—'57 Windsor Hardtop 4-dr., 
$1,.350° (ps) 

"63 Windsor 4-dr., $155* 

DeSOTO——'53 Firedome 4-dr., $290° 
"52 2-dr., $145 
DODGE ‘57 Coronet (8) 4-dr., $1,125° 
(pe) 

"S55 Cororiet (6) 4-dr., $650 

"S4 Coronet (6) 4-dr.. §$340°; Meadow- 
brook 4-dr., $200 

"53 Coronet (6) 2-dr., $220; 4-dr., $140, 





$105 

EDSEL ‘58 Corsair Hardtop 4-dr., $1,- 
650° 

FORD ‘SS Fairlane (8) Victoria sedan 
$1,475° 


"S7 Country sedan (8). $1,390°; Custom 
(8) 300 2-dr.. $1,070*: Custom (8) 
sedan, $995 

"SS Custom Victoria (8) 2-dr., $770*, 
$730, $730°:; Custom (8) 2-dr., $625; 
Ranch Wagon (6), $600*°; Main (6) 2- 
dr.. $450 

‘HM Fairiane (6) conv., $665°; 4-dr., 
$475: Crest Victoria (8) sedan. $490*; 
Custom (8) 2-dr $425*, $385°; Vic- 
toria sedan. $385 

"SS sedan. $555: Hardtop. $475*. $275: 
4-cr $290°* 2-dr $270. $180° 

"62 2-dr.. $120 

"51 Hardtop, $205*; 2-dr $170 

HUDSON—'55 Wasp 4-dr.. $285° 

"4 Wasp coupe, $150* club coupe, 
$135 

IMPERIAL—'51 4-dr., $100 

LINCOLN—'56 Capri coupe. $1.410° (ps). 

MERCURY—'57 Montclair Hardtop 4-dr., 
$1.500° (ps); Monterey 2-dr., $1,300°; 
Hardtop, $1,290* 

"56 Medalist coupe, $1,.000*: Montclair 
coupe, $710* 

"35 Monterey 2-dr 770°: 4-dr., $630°, 
$605* (ps) 

"4 coupe, $650°; 2-dr., $355 

"52 coupe, $185°* 

ASH—'54 Statesman sedan, $260 

"53 Ambassador 4-dr., $125 

OLDSMOBILE ‘57 (88) Holiday 4-dr., 
$1,550* (ps) 

"55 (88) Holiday sedan, $1,065° (ps), 
$1.055*; (88) Hardtop, $815*. 

"54 (88) 4-dr., $305*. 

"53 (98) conv., $610* (ps). 

"52 (98) Holiday sedan, $110°. 

"51 4-dr., $110°*. 

PLYMOUTH—’'56 Belvedere (8) conv., $1,- 
160*; Plaza (6) 2-dr., $645; Suburban 
(6) station wagon, $615, $605, $580. 

"55 Belvedere (8) 4-dr., $835*; Plaza 
(6) 4-dr., $455, $385. 

"53 2-dr., $120*, $110 

PONTIA C—'56 Chieftain 4-dr., $630°, 
$505 

"54 Chieftain Catalina sedan, $185°*. 

"53 4-dr., $400°, $155*, $150, $135; 
Catalina, $115. 

"52 sedan, $110°*. 


RAMBLER—'57 Super (8) 4-dr., $970. 


"56 Cross Country (8) station wagon, 
$900° 


STUDEBAKER — '55 Commander 4 - dr., 


$570. 
"54 Commander coupe, $460°. 


WILLYS—'53 2-dr., $100. 
MISCELLANEOUS—’55 Ford pickup, $610. 


"54 Chevrolet 1-ton panel truck, $370; 
Pontiac hearse, $255. 

’53 Ford i-ton truck, $500; Chevrolet 
\%-ton truck, $475; Studebaker %-ton 
truck, $290. 

"51 Chevrolet carryall, $175; panel truck, 
$140, $110. 

"50 Chevrolet %-ton truck, $290. 

"48 Ford panel truck, $115; Packard 
hearse, $110. 

‘47 Chevrolet %-ton truck, $120. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 


| 
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BILL BELL says: 
“These salesmen an 

Quaker State’s 

Dual-Graded Oils 

help build profits 

for dealers 

in the Southeast”’ 
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B. H. BELL, Quaker State Division Manager for Florida, Alabama, Georgia, and South Carolina. 


“Many dealers and service managers from Atlanta to 
Miami and from western Alabama to the South Carolina 
coast know the men pictured here. You probably know 
most of these men. If you don’t, I’d like you to meet 
them, too. 


“They are Quaker State’s direct sales representatives 
in the Southeast. They work with our distributors and 
their salesmen in helping dealers and service managers 





° ° re Pe i 
maintain steady year-round profits. W. M. MAYO S. ©. SCHOFIELD J. W. COLE 
. , adi P. O. Box 9008 542.Ross Place 6329 No. Hampton Dr., NE. 
“Right now were spreading the good word about Mountain Brook Br. Orlando, Fia. Atlanta 19, Georgia 


Quaker State’s big exclusive, the years-ahead ‘Dual- Birmingham, Alabama 
Graded’ oils that are made without the use of artificial 
thickeners. And we’ve also got big news about a host 
of sales aids designed to help your business. 


“If you’re in the Southeast and would like full infor- 
mation right now, you can contact the man nearest you. 
Or drop mea line at P.O. Box 125, Tallahassee, Florida.” 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. W. B. COOK C. L. STEVENS, JR. 
29 Westview Ave.—Northgate 2837 Highland Ave. 
Member Pennsylvania Grade Crude Oil Association Greenville, South Carolina Montgomery 7, Ala. 
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You'll Sell CARLOADS 


Fairlane (8) Victoria 2-dr., $1,000*, 
$900* (ps), $550*; conv., $870* (ps), 
$825*, $800* (ps); 2-dr., $695*°; Main 
(8) Ranch wagon, $775*; Custom (6) 
2-dr., $585*; Custom (8) 2-dr., $535*; 
Main (6) 2-dr., $525. 

’54 Country sedan (8), $520; Custom (8) 
4-dr., $390, $320*; Crest (8) conv., 
$305*. 

53 Ranch wagon (8), $420* (ps); Crest 
(8) conv., $325*, $275*; Custom (6) 
4-dr., $315; club coupe, 2 at $305*; 
Main (8) 4-dr., $240, $195*. 

'52 Crest (8) conv., $320*; Custom (8) 
4-dr., $255°, $220*; 2-dr., $150*; 
Ranch wagon (8), $240*. 

"51 Custom (6) 2-dr., $125*; Custom 
(8) 4-dr., $120*. 

'50 Custom (8) club coupe, $220; 2-dr., 
$105. 


LINCOLN—’59 Capri coupe, $4,000* (ps). 
"58 Capri Landau 4-dr., $2,775* (ps). 
'57 Capri coupe, $2,575* (ps). 

’54 Capri coupe, $550* (ps). 
’53 Capri coupe, $445* (ps). e 

MERCURY — '5 


g M f - 9 . e 
AUTO AIR COMDITIONER Ok ceed oa a 
’57 Montclair coupe, $1,740* (ps); 4-dr., 


$1,700* (ps); Phaeton 4-dr., $1,625* 
(ps); Monterey Phaeton 4-dr., $1,565* 









New? Not really. (ps); 4-dr., $1,500* (ps). 
° a ‘56 Montclair 4-dr., $1,280* (ps), $945*; 
The Frigette case is striking in appearance . . . 2-dr., $1.165* (ps), $1,130° (ps); Cus. 
\% j j Lae i o tom station wagon, $1,060*%; Medalist 
is only 6 . Sores ae ... has Se cerns Te — ae da 
venience features. And inside there’s nothing ‘65 Monterey station wagon, $1,100°; 
really new—at least not “suddenly” new. Montclair 4-dr., $925*, $765*; 2-dr., 


$805*, $700* (ps), $635* 
"54 aa coupe, $625*, 2 at $535*° 


We've simply improved the inside component (ps); 4-dr., $530°. 
to such an extent each year that we now la omni ae 
lieve our unit is a model for the industry. ‘51 club coupe, $160°.. 
Within the top five in sales, the completely auto- NASH—'54 Statesman 4-dr., $350, $305°. 
matic Frigette has been time-tested in the field tome. 
by thousands of motorists. If you’d like to sell a | *S7 (88) Super Fiesta, $2,175*; (98) 
sure thing instead of an experimental model— | a ne eee 
and if you'd like to sell a refrigerated auto air | °56 (88) Super Holiday 4-dr., $1,430° | 
conditioner that’s engineered to a standard, not ee eet, Tee, 
? (ps); (98) Holiday 4-dr., $1,270* (ps); 
a@ price—let us hear from you. (88) Holiday 4-dr., $1,235* (ps). 
| (98) a 2-dr., $1,100° (ps), | 
‘ ‘ 975° (ps), 905° (ps); (88) Super | 
On request, complete information will be mailed | Holiday 2-dr., $985* (ps); (88) Holl- | 
to prospective distributors and dealers. | day 2-dr., $985°, $935°. 


Holiday 2-dr., $775* (ps); (88) Super 
j 4-dr., $705*; 2-dr., $695° (ps), $445°. 
| °S3 (88) Super 4-dr., $295*; (88) Holi- 


. day 2-dr., $265° (ps) 

FRIGIQUIP CORPORATION P.O. Box 7205, Oklahoma City, Okla. | 52 iss) Super 2-d2 $205*; (98) 4-ar., 

$190* (ps). 

| PACKARD —'58 Patrician 4-dr., $650° 

-_ (ps); Clipper Panama, $650* (ps) 

"53 Cavalier Mayfair, $310*; Clipper club 

| sedan, $150*. 

| PLYMOUTH—'59 Fury (8) Hardtop 2-dr., 
$2,675* (ps). 

‘58 Suburban (8), §2,125° (ps); Belve- 
dere (8) Hardtop 4-dr., $1,925° (ps); 
Savoy (8) 4-dr., $1,500°. 

"57 Suburban (8), $1,345*; Savoy (8) 
Hardtop 2-dr., $1,295*; 4-dr., $1,125°; 
Plaza (8) 4-dr., $950. 








THE HAWES PLAN, Inc. 


Executive Offices 
Sea Cliff, New York 


$925°*; Hardtop 2-dr., $850°*. 
‘5S Savoy (8) club sedan, $620. 
| °S3 station wagon, $410*. 
| PONTIAC—'57 Star Chief Catalina 2-dr., 


The Automobile Warranty Company of- 
| $1,600° (ps); 4-dr., $1,330°; Chieftain 
Catalina 4-dr., $1,375*, $1,275*; Super 


fering the finest in ‘One Year Guaran- 
Chief 4-dr., $1,300° 


tee"’ Protection. Franchises available to responsible parties only. '56 Chieftain Safari, $1,285* (ps); Cata- 


’ Sk $ lina 2-dr., $975*, $930°; Star Chief 
All inquiries confidential. Catalina 4-dr., $1,160° (ps); Catalina 


2-dr., $990*. 

55 Star Chief Catalina 2-dr., $890*, 
$860*; Chieftain Catalina 2-dr., $875*, 
$815*, $800*; 2-dr., $595. 

"54 Chieftain Catalina 2-dr., $430°*. 





(ps), $250°, $175°; 2-dr., $275° (ps), 


Add springtime 7 to your lot with maalstn Ss Etay cnn, sae 





STUDEBAKER—’'57 Golden Hawk Hardtop, | 


$1,610* (ps); Commander (8) 4-dr., 
$985*. 
’55 Commander (8) Starliner, $795°. 
'54 Commander (8) coupe, $505*; 4-dr., 


$300. 
53 Champion (6) coupe, $370*, $350°*; 
2-dr., $350*. 


"52 Champion (6) 4-dr., $185*. 

"50 Champion (6) 4-dr., $110*. 
WILLYS—'53 Aero Falcon 2-dr., $175. 

’48 station wagon, $125. 


mino, $2,375*, $2,300. 

*58 Ford Ranchero, $1,780* (ps). 

57 Ford Ranchero, $1,495*; %-ton 
pickup, $1,050; %-ton pickup, $1,050, 
$1,025. 

’56 Chevrolet %-ton pickup, $900, $855°. 

5S Ford %-ton pickup, $800*; %-ton 
pickup, $630; GMC ‘%-ton pickup, 
$730". 

’54 Chevrolet %-ton pickup, $505; Ford 
%-ton pickup, $550*, $520. 

*53 Chevrolet %-ton pickup, $435; Ford 
%-ton pickup, $285. 

*52 Ford %-ton panel, $260. 

*51 Ford %-ton pickup, $370; Interna- 
tional %-ton pickup, $290. 

"49 Ford %-ton pickup, $305; Stude- 
baker %-ton pickup, $255*. 

'46 Dodge tractor & trailer, $300. 


CHICAGO 


Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
March 26. Sold 296 cars from 423 consign- 
ments. 
on traffic-stopping Reflecto Reflectors. BUICK—’59 LeSabre 4-dr., $2,615* (ps). 
’58 Riviera 2-dr., $2,095* (ps). 


( 6 MONTH GUARANTEE) Myidas (pa); iar, $1,240" (pa); RM 
Riviera 4-dr., $1,600* (ps), $1,590* 


Shipped prepaid. Enclose check with order. ph ag Super Riviera 4-dr., $1,600* (ps), 
1,565* (ps). 











‘ »Y STARBRAND Sales C Poet ee eee, ee — Seow Riviera 4-dr., $1,150*; Special 
viera 2-dr., $1,000*. 
TO: OFp., 146 Mclean Place, Indianapolis 2, Indiana ‘55 Century Riviera 2-dr., $875* (ps), 
Ship us prepaid the following per our order and check: $750* 7; Special Riviera 4-dr., 
$850°; iviera 2-dr., $800*, $550; 
Standerd Refiecto Reflectors in Assorted Colors Super Riviera 2-dr., $825* (ps); RM 
aeveeeneeersenenersd OO @ $10.00 —avscienisnO0O @ £00. _. a-evsssssreeees500 @ $40.00 4-dr., $740* (ps). 

"54 Special Riviera 2-dr., $685*, $440*. 
Deluxe Refiecto Reflectors (6 month guarantee) in Assorted Colors Ree Eldorado conv., $3,140* 
ce 100 15.00 suse ps); ) sedan de Ville, $2,815*° 
=a 100 @ $ meena BOO @ $2B.00  eeerneere 500 @ $52.00. (ps), $2,635* (ps); coupe de Ville, 
ese waa soous Pee Shs tebe oo 
, coupe de le, ’ ° ’ 

city. STATE $1,390* (ps). ™ 








Used-Car Auction Prices 





(Continued from Page 47) 


54 (88) Holiday 2-dr., $1,055* (ps); 2- | 


Write Dept. 1 dr., $700* (ps); 4-dr., $505; (98) | 


56 Belvedere (8S) conv., $945*; 4-dr., | 


'S3 Chieftain (8) Catalina 2-dr., $350* | 


MISCELLANEOUS—'59 Chevrolet El Ca-| 








1959 ; 
’55 Royal (8) Lancer 2-dr., $730* (ps); 
4-dr., $720°*. 
EDSEL —'59 Ranger (6) 4-dr., $2,150* 
(ps). 
FORD—’59 Thunderbird, $3,700* (ps). 
’58 Thunderbird, $3,180* (ps), $3,175* 
(ps), $3,070; Fairlane (8) 500 Sky- 
liner, $1,910*; Victoria 4-dr., $1,690* 
(ps), $1,475; Victoria 2-dr., $1,645*, 
$1,385; Custom (8) 300 4-dr., $1,360*, 
55, cD, coupe de vine, 1.700" cow, Saat SR ELBE ASS Ht BS 
’ ps). —- rea 
, 0. 
33 ‘es yo ° vm ae = ‘ei Country sedan (8), 2 at $1,350* (ps 
‘ eg ig a rs ins $1,100; Fairlane (8) 500 Victoria 2-dr "BE 
52 (62) coupe de Ville, $450 (ps), $315 $1.290*, $1,100* (ps); 2-dr., $1,180° "5 
(BS); (00) Special 4-dr., $275°. Victoria 4-dr., $1,175* (ps); 4-dr., $1,- 15: 
CHEVROLET— 58 Impala (8) 2-dr., $2,- 110°: Custom (8) 300 4-dr., $1,145° un 
040° (ps), $1,990° (ps); Bel Air (8) (ps), $1,100*, $1,050; 2-dr., $990, $975 
Hardtop 4-dr.,_ $1,895° (ps), $1,850°,/ +56 Thunderbird, $1,925*; Fairlane (8) 15) 
$1,615* (ps), $1,525; Brookwood (8), conv., $1,000, $985*: Victoria 2-dr 
Ses ea $1, art Bel Air (6) Hardtop $950*: 2-dr., $865*, $670*; 4-dr., $840 
2-dr., $1,725*, $1,695. (8) Sedr.. $805: a) 4. 
'57 Bel Air (8) Hardtop 4-dr., $1,400*; ee. ee ee ee 
conv., $1,390° (ps); 4-dr., $1,270, $1,-| +55 Thunderbird, $1,455*; Country sedan JJ 5 
260°; Two-ten (6) station wagon, $1,- (8), $810*; Ranch wagon (8), $790; 
395; Hardtop 4-dr., $1,215; One-fifty Fairlane (8) 4-dr., $705*, $655* (ps), 5 
v8) station wagon, $1,085. $450*; conv., $700*%; Main (6) 2-dr., 
56 Two-ten (8) station wagon, $1,175; $585*: Custom (8) 2-dr., $540*; Ranch 5 
4-dr., $895*; Bel Air (6) 4-dr., $925*. wagon (6), $460. . 
"56 Bei Air (6) Hardtop 2-dr., $700°; 54 Crest (8) Victoria, $645* (ps); Ranch 
Bel Air (8) Hardtop 2-dr., $275. wagon (8), $425; Custom (8) 4-dr, — 
"54 Bel Air 4-dr., $600*, $470; Two-ten $410*; Main (8) 4-dr., $350, $295. 3 : 
= wagon, ee a 2-dr., a ‘53 Crest (8) Victoria, $325*, $205°* 3 5 
"5 el Air 2-dr., $385*; Hardtop 2-dr., Cust (6) 2- 5*: h w ; 4 
$335; One-fifty station wagon, $200. ee Cree ee 5 
CUnYSLER 57 Windsor Hardtop 2-dr., | wUpsON_’56 Hollywood (6) 2-dr., $605*. 
,435° (ps). LINCOLN — ‘58 Premiere Hardtop 4-dr., 
DeSOTO — ‘57 Fireflite Sportsman 4-dr., $3,100* (ps); Capri Hardtop 4-dr., 
$1,535° (ps). $2,790* (ps) 
’55 Firedome 4-dr., $880°. 57 i 2 005* ( o* 
DODGE—’'57 Coronet (8) Lancer 2-dr., OF ee CO Sear Sever Sonne 
$1,295°. (Continued on Page 49, Col. 1) 





This name 
on the hall 
works for you! 








It pays to sell 


: Draw-Tite 


on ne ta 0 CUSTOM BUILT TRAILER HITCHES 
REGULAR 

One-piece, ready to in- DRAW-TITE’S “Look on the Ball” national 

4 stall. Up to 2000 G.W. advertising is steering prospects straight to 

Ibs. Cadmium or chrome. you — the automobile dealer! Car owners 

are told that Custom Built DRAW-TITE 

—— HITCHES are made for the cor as well as 

Large boats, horse ond the trailer, guaranteeing the finest in boa? 


traveling house trailers st ‘ 4 este 
up to 5000 G.W. Ibs. No and utility trailer performance and safety. 


assembling — ready to in- — This profitable business can be yours at low 
a investment. We ship hitches — custom built 
for any car make, model or year — within 

24 hours of receipt of an order. Keeps your 
inventory costs down, keeps profits up. 








| ~OMLY THE 
BALL SHOWS WRITE for NEW Dealer Literature! " 


Trailer Products Division 2 


| DRAW-TITE MANUFACTURING CO. §&ay 


cfory a a) Starke 10 Fla 


LEASING JPm= 


AUTOMOTIVE 


If you are now Tay. LEASING x: 
in the long-term, & 


interstate leasing 
business, join the 
authoritative voice of the leasing industry 


Members Receive These Benefits: 











1. Annual analysis of operational costs 
2. Uniform accounting systems and data 
3. Depreciation reports and projections 
4. Special Washington tax counsel 

5. Public relations counsel 


Send this coupon for information and detailed brochure on the 
objectives and advantages of membership in the AALA. 


AMERICAN AUTOMOTIVE LEASING ASSOCIATION 
77 West Washington St. ©@ Chicago 2, Illinois 


We are interested in membership in the AALA. Please Forward Brochure 








Ne cr oa sins cca dadvanecioatichpbbonabanad TNE -wicrdishaccpascmapeicnsadomaseitias 


Are you now in long-term leasing? How many units? __ , 














Used-Car Auction Prices 





(Continued from Page 48) 


(ps). 

166 Capri coupe, $1,405* (ps); Premiere 
coupe, $1,315* (ps); conv., $1,310* 
(ps). 

55 Custom coupe, $725* (ps). 

54 Capri 4-dr., $375* (ps). 

53 Capri coupe, $420° (ps). 

MERCURY—’58 Monterey 4-dr., $1,600* 
(ps). 

67 Commuter, §$1,700*; Voyager, $1,- 
575* (ps), $1,370* (ps); Montclair 
Hardtop 4-dr., $1,340*; 2-dr., $1,020* 
(ps); Monterey 4-dr., $1,290*; Hardtop 
4-dr., $1,200*; 2-dr., $1,155, $950*. 

656 Montclair Hardtop 4-dr., $1,170* 
(ps), $1,070*; 4-dr., $1,155* (ps). 

65 Montclair 2-dr., $825* (ps); Mon- 
terey 2-dr., $700*. 

'54 Monterey 2-dr., $450*; Custom 2-dr., 
$205. 

OLDSMOBILE—’57 (88) Super Holiday 2- 
dr., $1,785* (ps). 

"56 (88) Holiday 2-dr., $1,185* (ps); 
4-dr., $875*. 

55S (98) conv., $1,030* (ps); 4-dr., 
$875*; Holiday 2-dr., $820*. 

54 (88) Super 4-dr., $750*, $440*%; (88) 
Super 2-dr., $630* (ps). 

‘63 (88) Holiday 2-dr., $250*. 

PLYMOUTH—’'58 Plaza (8) 4-dr., $1,300*. 

‘57 Fury (8), $1,405* (ps); Custom (8) 
Suburban, $1,350*, $1,300*; Belvedere 
(8) 4-dr., $1,170* (ps); Savoy (6) 4- 
dr., $1,025*; Savoy (8) 4-dr., $1,000°; 
Plaza (6) 2-dr., $805. 

‘66 Belvedere (8) 4-dr., $995*; Belve- 
dere (6) Hardtop 4-dr., $750*; Savoy 
(6) 2-dr., $605*; Savoy (8) 2-dr., 
$585. 

‘SS Belvedere (6) station wagon, $725; 
Plaza (6) 4-dr., $540; 2-dr., $535; 
Savoy (6) 2-dr., $470. 

"4 Savoy 4-dr., $350 (ps). 

PONTIAC—’59 Bonneville Catalina coupe, | 
$3,100° (ps). 

‘S57 Chieftain Catalina 4-dr., $1,295*. 

‘656 Chieftain Catalina 2-dr., $750*. 

‘SS Star Chief Catalina 2-dr., $855°* 
(ps), $755*, $495° (ps); 4-dr., $490° 
(ps); Chieftain Catalina 2-dr., $805*, 
$700*; 4-dr., $695*, $500*. 

"63 Chieftain (8) 4-dr., $225°. 

RAMBLER—'57 Super (6) 4-dr., $1,270. 

66 Custom (6) 4-dr., $1,150*. 

"SS (6) Cross Country, $665*. 

STUDEBAKER—’'59 Lark (6) Hardtop 2- 
dr., $1,895. | 

"7 Silver Hawk (8) 2-dr., $1,170*; 
Champion (6) 4-dr., $700. 

MISCELLANEOUS — ‘59 Chevrolet %-ton 
pickup, $1,585. 

"SO Studebaker %-ton pickup, $265. | 


FARGO, N. D. 


Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of March 26. | 
Market rising steadily. Sold 70 cars from | 
123 consignments. | 
BUICK—'57 Special Riviera 2-dr., $1,280*. | 

"6 RM 4-dr., $1,235; Special 4-dr., $1,- 





000. 
"55 Special Riviera 4-dr., $830, $750*; 
Riviera 2-dr., $625*. 
CADILLAC—'59 (62) coupe de Ville, §$3,- | 
900° 





"55 (62) coupe de Ville, $1,420*. 
"52 (62) sedan de Ville, $590*. 
CHEVROLET—'58 Biscayne (8) 4-dr., 2| 
at $1,675*. $1,625, $1,650°, $1,645*, | 
$1,630; Biscayne (6) 4-dr., $1,585. 

"57 Two-ten (8) 4-dr., $1,165; Two-ten 
(6) 2-dr., $1,125, $1,000. 

"SS Two-ten (8) 4-dr., $705°*. 

"63 One-fifty 2-dr., $325; 4-dr., $175. 

DeSOTO—' 52 4-dr., $160*. 
DODGE—'55 Coronet (8) 4-dr., $575. 
FORD—'59 Galaxie (8) 4-dr., $2,490°. 

"68 Thunderbird, $3,155*, §3,050°; Fair- 
lane (8) 500 Victoria 2-dr., $1,590; 
Fairlane (8) 4-dr., $1,550; Country 
sedan (8), $1,485. 

"57 Country sedan (8), $1,450; Fairlane 
(8) 500 2-dr., $1,355; 4-dr., $1,135°; 
Country sedan (6), $1,305, $1,250; 
Custom (8) 300 4-dr., $1,190*, $1,150, 
$1,140; Custom (8) 4-dr., $1,125, $955. 

"56 Fairlane (8) Town sedan, $845. | 

"54 Custom (6) 4-dr., $300. 

"53 Main (6) 2-dr., $185. 

"62 Custom (6) 2-dr., $105. 

HUDSON—'56 Hornet (6) 4-dr., $790. 

"63 Hornet (6) 4-dr., $420. | 

MERCURY—'56 Montclair Phaeton 4-dr., 
$1,940*; Monterey sport sedan, $835; 
Custom Hardtop, $630*. 

"4 Monterey coupe, $565°. 

"54 Statesman (6) 4-dr., $310. 
OLDSMOBILE—'55 (88) 4-dr., $815. 
aot Belvedere (6) 4-dr., $1,- | 


"56 (62) sedan de Ville, $1,800°*. | 





"58 Plaza (6) station wagon, $1,455. 
"53 4-dr., $100. 
PONTIAC—'55 Chieftain 4-dr., $675, $595. 
STUDEBAKER—’'52 Champion Deluxe (6) 
2-dr., $105. 
MISCELLANEOUS—’55 Ford pickup, $620. 
"48 Chevrolet 2-ton, $320; Dodge 1-ton, 


$205. 
"46 Chevrolet %-ton pickup, $190. 


DETROIT 


Motor City Auto Auction. Sale every 
Monday. Prices are for sale of March 23. 
Prices still holding. Sold 214 cars from 
332 consignments. 

BUICK—’59 Electra 2-dr., $3,155* (ps). 

"58 Special 4-dr., $1,650°. 

‘S57 Super 2-dr., $1,575* (ps); RM 2-dr., 
$1,500* (ps); Special 2-dr., $1,415", 
$1,175. 

"56 Special 4-dr., $1,125* (ps), $1,110* 
(ps), $850°; 2-dr., $1,095*; RM 4-dr., 
$1,050* (ps); Century 2-dr., $950*. 

"55 RM 2-dr., $950* (ps); Century 2-dr., 
$900*; 4-dr., $830* (ps); Super 4-dr., 
$800* (ps); Special 4-dr., $715", 
$615*; 2-dr., $700*, $465*. 

‘54 Special 2-dr., $490*, $440* (ps). 

CADILLAC—’'58 (62) conv., $4,050* (ps). 

"57 (60) Special 4-dr., $2,950* (ps). 

"56 (62) coupe de Ville, $2,030*; sedan 
de Ville, $2,000* (ps). 

"55 (62) sedan de Ville, $1,550* (ps), 2 
at $1,400* (ps). 

"48 (62) sedan de Ville, $185*. 

CHEVROLET—’'59 Impala (8) conv., $2,- 
890*, $2,700*; 4-dr., $2,635°. 

’58 Bel Air (8) 4-dr., $1,850*; Biscayne 
(8) 4-dr., $1,650* (ps). 

‘57 Two-ten (8) 2-dr., $1,100*%; One- 
fifty (8) 2-dr., $925. 

‘56 Bel Air (8) station wagon, $1,200*; 
2-dr., 2 at $1,100*, $930, $890, $715*; 
Two-ten (6) 2-dr., $650. 

55 Bel Air (8) 2-dr., $990*%, $850*, 


$795*, $790*, $785, $845*; conv., 
$985*, $890* (ps), $850*; Bel Air 
(6) 4A-dr., $750*, $710; 2-dr., $700*. 
’54 Bel Air 2-dr., $495*, $415*, $410*; 
Two-ten 2-dr., $415, $305. 
53 Two-ten 4-dr., $360*, $355*; Bel Air 
4-dr., $350*; 2-dr., $330*. 


CHRYSLER—’56 club coupe, $1,225* (ps). 


*54 NY 4-dr., $415*. 

'63 NY 2-dr., $235°*. 

DeSOTO—’56 2-dr., $1,150* (ps); Fireflite 
4-dr., $1,100* (ps), $1,000° (ps), 
$925* (ps). 

’55 Firedome 2-dr., $625*. 

DODGE—’56 Royal (8) 2-dr., $950*. 

55 Coronet (8) 2-dr., $690°%, $670*, 
$500*; Royal (8) 2-dr., $525* (ps). 
EDSEL—’58 Corsair conv., $1,850* (ps). 
FORD—’58 Ranch Wagon (8), $1,775*; 
Fairlane (8) 4-dr., 2 at $1,650*, $1,- 
545* (ps), $1,485*; Custom (8) 300 

2-dr., $1,450*, $1,420°*. 

’'57 Country sedan (8), $1,490* (ps); 
Fairlane (8) 2-dr., $1,450* (ps), $1,- 
275*, $1,200*, $1,155; Fairlane (8) 500 
4-dr., $1,340*, $1,300* (ps); Ranch 
wagon (8), $1,320*, $1,300, $1,250, 
$1,110; Custom (8) 2-dr., $1,175*, $1,- 
150*, $1,050*. 

"56 Parklane (8), $1,045*; Fairlane (8) 
4-dr., $995*, $970*, $715*, $650* ; 
conv., $950, $925*; 2-dr., $900*; Fair- 
lane (6) 2-dr., $800*. 

"55 Country sedan (8), $900*, $825; 
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Fairlane (6) conv., $800*, $760*; 2- 
dr., $650*, $635, $545; Victoria 2-dr., 
$550; Custom (6) 2-dr., $550; Main 
(6) 4-dr., $500*. 

"54 Crest (6) Victoria, $500*; 4-dr., 
$475*, $420; 2-dr., $415; Main (8) 2- 
dr., $350; Main (6) 4-dr., $185. 

’53 Custom (8) 2-dr., $400, $340, $325, 
$315*, $300*; Main (6) 2-dr., $300, 
$185, $165. 

"52 4-dr., $145*. 

*650 2-dr., $190. 

IMPERIAL—’57 4-dr., $2,105* (ps). 


LINCOLN —’58 Premiere 4-dr., $3,050* 
(ps). 

‘56 Premiere 4-dr., $1,175* (ps), $1,- 
* 


53 Cosmopolitan 4-dr., $325* (ps). 
MERCURY—’57 Montclair 2-dr., $1,300* 
(ps). 
56 Custom station wagon, $1,025. 
55 Custom 2-dr., $725*, $635*. 
’54 Monterey 2-dr., $535*, $435, $430*. 
*53 Custom Hardtop, $215*. 
NAS H—’S4 Statesman 2-dr., $260; Am- 
bassador 4-dr., $250*. 


| OLDSMOBILE — ’°59 (98) 2-dr., $3,400* 


(ps). 

"57 (98) 2-dr., $1,650* (ps). 

’56 (88) Super Holiday 4-dr., $1,290* 
(ps), $1,115*. 

’55 (88) 2-dr., $850°, $790°, $700*; 4- 
dr., $840° (ps); (98) 2-dr., $800*, 
$780* (ps). 

"54 (88) 4-dr., $700*, $650*; 2-dr., $600*, 
$580°. 

’53 4-dr., $385* (ps). 

"52 (88) 4-dr., $250°. 

PACKARD—’54 Clipper 2-dr., $235*. 
PLYMOUTH—’58 Belvedere (8) 4-dr., $1,- 
600°. 

’57 Suburban (8), $1,450; Savoy (8) 4- 
dr., $1,250*°; Belvedere (8) 2-dr., $1,- 
205*; Plaza (6) 2-dr., $775. 


"56 Belvedere (8) 2-dr., $§800°*; Savoy' 











a 


“Yesterday when they left they 
said they would ‘sleep on it’— 
looks as though they didn’t get 
much sleep.” 





Suburban (6) 
$200; Plaza 





'55 Belvedere 
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(6) 2-dr., $495, $430. 
°564 Savoy 2-dr., $400*, $325; Plaza sta- 
tion wagon, $360. 
’53 Cambridge 4-dr., $290; 2-dr., $200. 
PONTIAC—’57 Star Chief 4-dr., $1,475* 


(ps). 
’55 Star Chief 2-dr., $810*, $800* (ps), 
* 


$735". 

’54 Chieftain 4-dr., $410*, $380*; 2-dr., 
$240°. 

’53 Chieftain 4-dr., $155. 

RAMBLER — '59 Custom station wagon, 
$2,470*; Super station wagon, $1,450. 
'55 Country club, $550*. 

STUDEBAKER—’53 4-dr., $495*. 

MISCELLANEOUS—’57 Ford Ranchero, 
$1,060". 

* . * 


— Auctions in Brief — 


BORDENTOWN, N. J. 

National Auto Dealers Exchange, Sale 
every Wednesday (March 25). Buyers now 
out-numbering consignors as spring sell- 
ing season arrives. Every year and model 
was selling well this week, with buyers 
showing no partiality as to type of cars, 
but to conditions. If it was the right kind 
of merchandise the prices were excep- 
tionally strong. Soid 78 percent of 469 cars 


registered. 
* * * 


FLINT 
Flint Auto Auction, Inc. Sale every Wed- 
nesday (March 25). Dealers are paying 
good prices for sharp cars and the demand 
is increasing daily for saleable merchan- 
dise. Good percentage sold. Sold 223 cars 


from 283 consignments. 
* * * 


MANHEIM, PA. 
Manheim Auto Auction. Sale every Fri- 
(Continued on Page 53, Col. 2) 





_ @ profitable adjunct for the finest automobile salons 


CALS 


& 4 


The Grand Sport. One of 
three Vespa 2-wheeled 
mode! 





The Van. One of several 


3-wheeled models avail- 
able for delivery and 


industrial use 








(cops 
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Throughout the world the Italian crafted Vespa Motor Scooter has 
proved noteworthy as a wholly independent source of income for many 
of the finest automotive retail organizations: Adding to the prestige of 
your showroom, Vespa utilizes little floor space and for the first time 
allows you to fully satisfy the complete driving needs of the entire 
family. Beautifully styled, safe, and unquestionably dependable, the 
quality of the Vespa is unsurpassed. Complete Vespa franchise infor- 
: mation may be obtained by writing the General Manager 


Vespa Distributing Corp., 3 East Fifty-Fourth St., New York 22, N. Y. 


ere Sere 
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DOOR LOCKS — Three-point and two- 
point door locks have been added to the 
line of truck and trailer body hardware 
produced by Binkley Mfg. Co., Warrenton, 
Mo. The locks are adaptable to single 
doors, double doors or end gates, and 
the same lock can be applied to either 
right or left hand doors with no change, 
it is said. The lock handle and suspension 


points can be located at the most con- | 


venient positions, depending on the de- 
sign of the door. The handle includes pad- 


lock rings. The locks are available with |». 


one long and one short cam, with two 
long cams or with two short coms. 


DIRECTION SIGNALS — Griffin Lamp 
Co., Hamilton, O., has introduced three 
Class A, Type One direction turn signals, 
both a single and a double face lamp, 
and a flush mounting mode! of similar 
dimensions. These rustproof, corrosion- 
proof lamps are die cast, with either 
chrome or lustrous black enamel finish, 
it is said. Each has 4%-inch diameter 
lucite lens—over 14 square inches of 
fotal lens area—with concentric flutes 
for mounting in any position. Choice of 
red or amber lens, which require no re- 
fainer rings as the four screws are 
threaded into body of lamp. 


SHELVING—A line of steel shelv- 
ing for installation inside panel trucks 
hes been announced by Penco Division, 
Alan Wood Stee! Co., 200 Brower Ave., 
Oaks, Pa. Available in sizes to fit all 
makes of panel trucks, Penco service- 
truck shelving is held firmly in place by 
anchoring clips that secure rack to the 
truck wall and floor. Shelves are avail- 
able in depths of 9, 12, 15, 18, 24, 30 
and 36 inches and in widths of 24, 30, 
36, 42 and 48 inches. The height of the 
steel shelving units run from 3 feet, 3 
inches to 10 feet, 3 inches in 1-foot 
multiples. The units are available in 
Green or gray beked enemel. 


Thicker-Tread Truck Tire 
Is Offered by Firestone 


A combination highway and trac- 
tion tire for use by rural haulers 
and local truck operators has been 
by Firestone Tire & Rub- 

ie. 1200 Firestone Parkway, 

1 ‘ 
tube-type tire is in the low- 

and is called the All 

Traction. Firestone said extra tread 


| missions. Called Fullair Control, the unit 
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depth, from 48 to 65 percent greater 
than regular highway tires, depend- 
ing on size, is the main feature of 
the All Traction, Three continuous 
ribs circle the center of the tire 
and there are deep traction bars 
on the shoulder. 


GEAR CONTROL — fuller Mfg. Co., 
Kalamazoo, Mich., has announced oan 
air-actuated gear shifting control unit for 
10-speed Fuller RoadRanger trans- 


consists of a small master contro! which | 
replaces the conventional gear shift lever 
or corresponding part of a mechanically | 
actuated remote control. Movement of 
the short shift jever of the master con- 
trol through the normal shift pattern ac- 
tuates air valves, which in turn release| 
compressed air to a slave unit on the) 
transmission to activate power cylinders | 
in such a monner as to select and en- 
gage the particular gear combination re- 
quired by. the driver. Advantages of Full- 
cir Control are said to include positive, 
effortiess gear shifting through the use 
of air power and employment of flexible 
air lines which eliminate clearance prob-| 
lems encountered with mechanical link- 
age in tilt cab and cob over engine type 
vehicles. 








FUEL PUMP—An in-tank electric fvel 
pump for motor trucks has been intro- 
duced for after-market distribution by the | 
Tokheim Corp., 1680 Wabash Ave., Fort) 
Wayne 1, Ind. The pump “pushes” fvel 
to the carburetor from the bottom of the} 
fuel tank and does not depend on suction | 
as do conventional, mechanical, and elec- | 
tric pumps. Designated as the Tokheim 
model 558, the pump fits any stondard | 





safety tank-cylindrical, step or saddie- 
type. It is suspended from the top of the | 
tank by an adjustable hanger which has | 
@ 12 to 26-inch range. 


TRACTION CLEATS—Truck-Out traction 
cleats are said to be effective in mud, 
snow and ice. The unusual feature on this 
device is said to be the metal reinforced 
nylon bag covered with tread gum, which 
slides between the dual wheel tires and 
which can then be inflated to the same 
pressure as the outer tire by means of a 
four-foot hose with pressure gage and 
special attachments. Within a few seconds 
the bag equalizes itself with the tire and 
@ powerful lock has been secured without 
wrenches and adjustments, it is claimed. 
Palmer Industries, Inc., 846 West Fifty- 
sixth St., Indianapolis, Ind. 
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WASHING MACHINE—Development of 
a truck washing machine capable of wash- 
ing the largest van-type and semi-trailer 
trucks in less than seven minutes has 
been announced by the Choldun Mfg. 
Corp., New Haven, Conn. Distributed in 
the mid-West by Petroleum Systems, Inc., 
2914 E. Grand Bivd., Detroit 2, Mich., the 
truck washer features a rectangular alu- 
minum frame which encircles the truck. 
Mounted inside this frame are numerous 
jet nozzles. Suspended from overhead, the 
frame avtomatically lowers on nylon ca- 
bles controlled by a synchronized electric 
motor and winch. As the spray elevator 
lowers around the truck, a combination of 
special “shampoo” and water is sprayed 
at high pressure. The high velocity of the 
woter “scrubs” the truck while the special 
wax-containing detergent lifts all dirt and 
road grime and carries it away suspended 


in the water, it is claimed, 
* 


TRANSMISSION JACK—A _ two-stage, 
pedestal-type transmission jack for under- 
lift servicing of avtomatic transmissions 
has been announced by Walker Mfg. Co. 
of Wisconsin, Racine, Wis. The Walker 
No. 47 is equipped with a two-stage hy- 
dravlic ram that provides a low load pick- 


|} up height of 37 inches and a maximum 
|load pickup height of 73% 


inches. The 
unit's lifting head tilts from 80 degrees 


| forward to 18 degrees backward, and the 
| transmission 


can be “axis-rotated" to 
provide perfect alignment of locating 
dowels and bolt holes on the bell hous- 
ing, it is said, The jock is supplied com- 
plete with a universal lifting head, inciud- 
ing a full set of adjustable pickup blades 
for all avtomotic transmissions, and an 


Adaptor Head for Chevrolet Powerglide. 
7. . > 


TOWING DOLLY—A dismountable tow- 
ing dolly for handling wrecks and cars 
with automatic transmissions has been 
added to the line wrecker and towing 
equipment marketed by Ernest Holmes 
Co., 2505 East Forty-third St., Chattanooga 
7, Tenn. The Holmes Speed King Dolly is 
of a pertable type which can be disas- 
sembled and carried with the wrecker. It 
disassembles into six component parts, 
the heaviest of which weighs 46 pounds. 
The dolly has a capacity of 2,900 pounds, 
@ maximum towing speed of 50 m.p.h., 
and may be used with most any. type 


wrecker, it is said, 
- * 


Reading Body Introduces. 
‘Emergency’ Fire Units 


A series of “emergency-planned” 
fire-fighting support truck bodies, 
designed to transport manpower 
and equipment reinforcements, is 


being manufactured by Reading 
Body Works, Inc., Reading, Pa. 

Vertical] storage compartments 
hold a portable generator and port- 
able pump, both of which are 
mounted on sliding racks to fa- 
cilitate removal, the firm said. 
Space for extra gas cans also is 
provided, and floodlights are port- 
able and can be removed from the 
truck with the generator for on- 
the-scene operations independent of 
the truck, the firm added. 


AIR SPRING—An air spring for 
on light trucks has been announced by 
Air Lift Co., 2330 W. Main St., Lansing, 
Mich. The Air Lift “Load Lifters” utilize 
butyl air chambers with fabric-reinforced 
walls positioned over and cround steel 
cylinders which are mounted near each 
end of the rear axle by means of metal 
brackets. The tops of the air chambers 
ore attached by brackets to the frame 
directly above, thereby absorbing a share 
of the load in direct ratio to the amount 
of cir pressure in the chambers, it is said. 
| Individually adjustable by use of an air 
| hose, the units will raise the entire bed 
| of on overloaded truck to normal height 
above the axle or can be used to level an 
unevenly loaded bed by raising either 


side as required, it is claimed. 
ae 








TIRE CHANGER — Mounting and dis- 
mounting of all size tube and tubeless 
tires, including special 12 ply and over, 
are said to be provided by the heavy-duty 
“Model D" Salsbury Tiremaster announced 
by Salsbury Corp., 1161 E. Florence Ave., 
Los Angeles 1, Calif. Exclusive double- 


action hold down with concealed threads | 


“bolts” wheel to pedestal of Tiremaster, 
it is said. Open, three-arm wheel support 
construction is said to allow quick access 
to valve stem on wheels which must be 


handled valve side down. 
S = Ss 


FUEL, OIL GAUGE—Fisher Products, 21- 
21 Forty-fourth Dr., Long Island City 1, 
N. Y., has announced a combination dash- 
board instrument designed for the Volks- 
wagen and Karmann-Ghia. The unit is the 
Motometer, a precision fuel level gauge 
(with a low-fuel-level warning light), and 
an oil temperature gauge in one 2%-inch 
chrome case, The built-in warning light 
is said to tell the driver when it is time 
to add gas, flashing on the moment he 
starts to use his reserve supply. 


use | 


FRONT WHEEL ASSEMBLY—A dual front 
wheel assembly which will permit front 
axles to carry 18,000 pounds or more | 
and which will increase tire mileage bet- | 
ter than 50 percent has been developed 
by Truck Equipment Co., 3963 Walnut St., 
Denver 5, Colo. Because of the dual wheel 
principle on the front, it is no longer nec- 
essary to carry two sizes of tires, it is } 
said. Front tires and wheels are inter- | 
changeable with rear tires and wheels. 
Parts are interchangeable with standard 
units now in service. The four front tires 
are mounted on standard wheel bearings 
|}and are mounted individually to allow 
| each wheel to roll free of the other. The 
Truco axle assembly is adaptable to all 
types of truck operation and truck de- 
sign. 





HYDRAULIC JACK—A self-stowing hy- 
draulic jack has been introduced by Holan 
Corp., 4100 W. 150th St., Cleveland 35, 
©. A pair of the jacks is said to enable 
users to stabilize trucks or to lift either 
side in a matter of seconds. The jack 
swings down and reaches maximum ex- 
tension in eight seconds, and returns to 
| the out-of-the-way stowed position in six 
seconds, The jacks have a 14,000-pound 
| capacity, a 40-inch moximum extension 
(from top to base plate) and a length 
of 25 inches when stowed, it is said. Hy- 
dravlic power is supplied from existing 
hydraulic systems on the trucks or from 
|@ separate circuit installed with the jacks. 
Working pressure is up to 1,200 psi. 

* * + 





TRUCK MIRROR—Grote Mfg. Co., Belle- 
vue, Ky., has announced a truck mirror 
known as the Junior Clear-Vue_ mirror. 
The mirror head measures 6 by 9 inches. 
The replaceable mirror glass is double 
strength and its silvered surface has a 
double protective coating to prevent 
weather deterioration, it is said. Double 
plate ball socket with three screw adjust- 
ment makes for positive adjustment. An 
eight-inch extension arm has maximum 
vertical adjustment of 25 inches and a 
maximum horizontal adjustment of 16 
inches while the 10-inch extension arm 
has a maximum vertical adjustment of 25 
inches and a maximum horizontal adjust- 
ment of 18 inches. 








ITV Guide magazine 
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And that isn’t all! TV GUIDE also reaches more married 
readers and more readers between the ages of 18 and 44 
than any other weekly or biweekly magazine.* Best of all, 
TV GUIDE delivers more than twice as many readers per 
dollar as any other weekly, takes your sales story to over 
7,250,000t homes . . . and sells all week! 


*1959 Starch Consumer Magazine Report 
+Publisher’s estimate 
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Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 
BUICK—LeSabre—4-dr. sed., $2,304; 2- 



















































jome—4-dr. 


$3,653. 
hardtop, $3,888; 


216; 


749. 
Adventurer. 


... sed., Ss ote en ates cae brakes standard on Adventurer.) 

2-seat stat. ‘wag., $3,320, ”* savieta~4-dr. DODGE—Coronet Six—4-dr. sed., $2,- 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. | 596-50; 2-dr. sed., $2,515.50; 2-dr. hard- 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat | tOP, $2,643.50. Coronet V-8—4-dr. sed., 
stat. wag., $3,841. Electra —4-dr. sed., $2,707; 2-dr. sed., $2,636; 4-dr. hardtop, 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- $2,841.50; 2-dr. hardtop, $2,764; conv., 
top, $3,818, Electra 225—4-dr. Riviera sed. | $3-989. Royal—-4-dr. sed., $2,934; | 4-dr. 
(6-window hardtop), $4,300; 4-dr, hardtop, | D@tdtop, $3,068.50; 2-dr. hardtop, $2,990. 


$4,300; conv., $4,192. (Twin-turbine Dyna- 

flow standard on Invicta, Electra and 

Electra 225. Power steering and power 

— Standard on Electra and Electra 
) 


CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldorade—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—S8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 
standard on all models). 


CHEVROLET — (Prices are for six- 


seat Sierra, $3,103 


Ranger—4-dr. 
$2,629; 4-dr. 


sed. 


812; 4-dr. 


—4-dr., 


els. 


ness sed., $2,132. 


cylinder models. For V-Ss, add $118.) | 411; 2-dr. sed., $2,357. Fairlane 500—4-dr. | 

-dr. sed., $2,301; 2-dr. sed., | sed., $2,530; 2-dr, sed., $2,476; 4-dr. hard- 
$2,247; util. sed., $2,160. Bel Air—4-dr. top, $2,602; 2-dr. hardtop, $2,537. Galnxie— 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr.| 4-dr. sed., $2,582; 2-dr. sed., $2,528; 4-dr. | 
hardtop, $2,556. Impala—4-dr. sed., $2,-| hardtop, $2,654; 2-dr. hardtop, $2,589; 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, | conv., $2,839; retractable hardtop (V-8| 
$2,599; conv., $2,849. Station W: standard), $3,346. Station Wagons—2-dr., 2- 


agons— 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat 


seat 
Brookwood, $2,638; 4-dr. 2-seat Parkwood, 


$2,749; 4-dr. 3-seat Kingswood, $2,852; 
4-dr. 2-seat Nomad, $2,897. Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 


OCHRYSLER—Windsor—4-dir. sed., $3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
a $3,691; 4-dr. 3-seat stat. wag., $3,- 


Ranch Wagon, 
Ranch Wagon, $2,634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; | 
4-dr. 3-seat Country Squire, $2,958. Thun- | 
derbird—(V-8 standard) — 2-dr. 
$3,696; conv., $3,979. 

IMPERIAL—Custom—4-dr. sed., $5,016; 
4-dr. hardtop, $5,016; 2-dr. hardtop, $4,- | 


sed., 


; 4dr, 


hardtop, 


-dr. sed., $3,966; 4-dr. | 909.50. OCrown—4-dr. 
hardtop, $4,104; 2-dr. hardtop, $4,026.| hardtop, $5,647; 2-dr 
New Yorker—4-dr. sed., $4,424; 4-dr. hard- | conv., $5,773.50. Le 


















top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
¢ , power brakes 
New Yorker and 


CONTINENTAL — 4-dr. sed., $6.845.30; 
4-dr. hardtop, $6,845.30; 2-dr. 
$6,598.30; conv., $7,056.20; town car, §9,- 
208; lMmousine, $10,230. (T ur b o-Drive, 
Power steering, power brakes standard on 
all models.) 
DesoToO— 


103; 4-dr. 


all models.) 


902.10. 
dr. hardtop, $5,594. 


Firesweep—4-dr. sed., $2,904; 
4-dr. hardtop, $3,038; 2-dr. hardtop, §2,- 


dr. 


Station 
$3,144.50; 4-dr. 
4-dr. 


OLDSM 


4-dr. sed., $3,178; 





(Copyright, 1959, by Automotive News) 


hardtop, $6,103. 
power steering, power brakes standard on 


Wagons—2-dr. 
2-seat Commuter, 
2-seat Voyager, $3,793; 4-dr. 
Colony Park, $3,932. (Mere-O-Matic stand- 
ard on Montclair, Voyager, 
Multi-Drive, Mere-O-Matic, power steer- 
ing, power brakes standard on Park Lane.) 

OBILE—Sertes 88—4-<dr. 
902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,- 
036; 2-dr. hardtop, $2,958; conv., $3,286; 
4-dr. 2-seat stat. wag., $3,365. 
4-dr. 


sed., 


$2,567; 


2-dr. 


hardtop, 


Custom Royal—4-dr. sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons—4-dr. 2- 
3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr. 3-seat Custom Sierra, $3,438.50. 

EDSEL—(Prices are for V-8 models. 
Deduct $83.70 for six-cylincer Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 
$2,683.50; 2-dr. 
$2,755.50; 
hardtop, $2,690.50. Corsatr—4-dr. sed., $2,- 
hardtop, $2,884.50; 2-dr. hard- 
top, $2,819; conv., $3,072, Station Wagons 
2-seat Villager, $2,971; 
seat Villager, $3,054.70. 

FORD—(Prices are for six-cylinder mod- 
For V-8s, add $118.) Custom 300 
4-dr, sed., $2,273; 2-dr. sed., $2,219; busi- 
Fairiane—4-dr. sed., $2,- 


sed., $5,647; 4-dr. | 
hardtop, $5,403; | 
-dr. sed., $6,- 


LINCOLN—Lincoiln—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 
Premiere—4-dr. sed., $5,594.20; 4- 
20; 2-dr. hardtop, $5,- 
347.10. (Turbe-Drive, power steering, power 
brakes standard on all models.) 
MERCURY— Monterey —4-dr. 
831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 
$2,917.50; 2-dr. hardtop, $2,853.50; conv., | 
$3,149.50. Montelair—4-dr. sed., $3,308; 4-| 
hardtop, $3,437; 


2-dr. hardtop, $3,328; conv., $3,595; 4-dr. 


4-dr. 
$3,763; 


4-dr. 


(Torquefiite, 


sed.. 


| 967; conv., $3,315; 4-dr. 2-seat stat. wag., 
| $3,366; 4-dr. 3-seat stat. wag., $3,508. 
Fired $3,234; 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
Fireflite—4-dr. 
2-dr. 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
4-dr. 3-seat stat. wag., $4,358. Ad- 
venturer—2-dr. hardtop, $4,427; conv., $4,- 
(Torquefilte standard on Fireflite and 
Power steering and power 


4-dr. 
$3,831; 





sed., 
2-dr. 


4-dr., 3-/| 


2-seat stat. wag., $3,669. Series 98—4-dr. 
4-dr. 
$4,086; 

Matic, power steering, power brakes stand- 


sed., $3,890; 
hardtop, 


ard on Series 98.) 


PLYMOUTH — (On six-cylinder models, 
add $119.50 for a V-8 engine). Savoy Six 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; 
(V-8 not offered), $2,142.75. 
Belvedere Six—4-dr. sed., $2,439.75; 2-dr. 
hardtop, $2,524.75; 
Station Wagon 
2-seat Deluxe, $2,574.25; 
2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, 


business cpe. 


sed., $2,389.25; 4-dr. 
2-dr. hardtop, $2,461.25. 
Six—2-dr. 


Truck 


New Commercial-Car Registrations, 


$2,761.50. Plymouth V-8—(On the follow- 
ing models, a V-8 engine is standard and 
a six-cylinder engine is not available.) 
Belvedere — conv., $2,814.25. Fury — 4-dr. 
sed., $2,690.50; 4-dr, hardtop, $2,771.25; 
2-dr, hardtop, $2,714.25. Sport Fury—2-dr. 
hardtop, $2,927.25; conv., $3,125.25, Sta- 
tion Wagons—2-dr. 2-seat Custom, §$2,- 
$14.25; 4-dr, 3-seat Custom, $2,990.75; 4- 


dr, 2-seat Sport, $3,020.75; 4-dr, 3-seat 
hardtop, $4,162; 2-dr.| Sport, $3,130.50. 
conv., $4,366. (Hydra- PONTIAC—Catalina—4-dr. sed., $2,704; 


4- 


2-dr. sed., $2,633; 4-dr. hardtop, $2,844; 
2-dr, hardtop, ‘$2,768; conv., $3,080; 4-dr. 
2-seat stat. wag., $3,101; 4-dr. 3-seat stat. 
wag., $3,209. Star Chief—4-dr. sed., $3,- 
005; 2-dr. sed., $2,934; 4-dr. hardtop, $3,- 
138. Bonneville—4-dr. hardtop, $3,333; 2-dr. 
hardtop, $3,257; conv., $3,478; 4-dr, 2-seat 
stat. wag., $3,532. 
RAMBLER—Anmerican—2-dr. Deluxe sed., 
$1,835; 2-dr. Super sed., $1,920; 2-dr. 2- 
seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 


dr. 


Super stat. wag., $2,145. Deluxe Six—4-cr, 
sed., $2,098. Super Six—4-dr. sed., $2,268; 
4-dr. hardtop, $2,343; 4-dr, 2-seat stat, 
wag., $2,562. Custom Six—4-dr. sed., §2,- 
383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
V-8—Super—4-dr. sed., $2,398; 4-dr, 2-seat 
stat. wag., $2,692; Custom—4-dr. sed., $2,- 


513; 4-dr. hardtop, $2,588; 4-dr, 2-<eat 
stat. wag., $2,807. Ambassador—Sup-r— 
4-dr, sed., $2,587; 4-dr, 2-seat stat. wag., 
$2,881. Custom—4-dr. sed., $2,732; dr, 
hardtop, $2,822; 4-dr. 2-seat stat. wg, 
$3,026; 4-dr, 2-seat hardtop stat. wg, 
$3,116. 


STUDEBAKER—Lark Deluxe Six—4- ir. 
sed., $1,995; 2-dr. sed., $1,925; 2-dr, 2-seat 
stat. wag., $2,295. Lark Regal Six—4-i(r. 
sed., $2,175; 2-dr. hardtop, $2,275; 2-dr. 
2-seat stat. wag., $2,455. Lark Regal V-s— 
4-dr. sed., $2,310; 2-dr, hardtop, $2,415; 
2-dr., 2-seat stat. wag., $2,590. 
Hawk—six-cylinder 
$2,495. 


28 States for February, 1959-1958 


representatives 








2-seat | 


hardtop, 


$2,- 





hardtop, $3,- 
. Park Lane—4-dr. hardtop, $4,031; 
hardtop, $3,954.50; conv., $4,206. 
2-seat Commuter, 


$3,215; 
2-seat 


sed., $2,-| 


s3— 
$3,405; 


istrations by states are 
weekly, as compiled 
























































“The information in this report has been compiled from official state documents. 
accuracy to the extent of the registrations received at the time the report is publis 
of inaccuracies or omissions.""—R. L. Polk & Co. The 
| ment is included in this preliminary U. S. cummers, These figures have not been subjected to 

Polk & Co, The 1958 figures for Oregon are Polk fig 














9 States Previously Reported 59) 1873} 10 328} 1665) 525 504 88 54) 49 225 232| 5553 
For February 58 2\ (1417 13} 229, + 1095 309 607 75 5 37 159 139| 4107 
ea "59 | 742 3 83 520} ‘132 % 4 é 12 ¢ 17; 1624 
‘58 427 2 57 311 114 120 3 7 3 12 2) 1058 

Colorado | ee ee ee ‘59 454 % 316 112 70 7 © 6 64 23, 1156 
58 243 63 224 84 108 3 8 12 32 2! 798 

Connecticut :. a 3 133 21 19 33 53 9 16 27 20 434 
58 2 107 | 20 94 29 30 15 12 4\ 37 388 

Delaware . 59) 4 43 16 27 17 35 4! 1 3 2 15 204 
58 56 I it 44 2 27 1S 19 3 3 8 

Idaho a 182 40 102 47 4! 2 4 26 14 458 
58 109 22 85 42 116 5 ! 22 9 4il 

Ilinois | ) 2 992 25 169 888 256 338 59 24 57 91 147| 3046 
'58 797 35 150; 80! 193 512 47 18 65 53 86| 2757 

lowa 59 526 12 91 510 99 171 27 23 20 15 38; 1532 
58 354 8 62 306 5! 171 5 14 9 5 17 1002 

Maryland 59 4 189 2 51 241 66 57 4 4 15 24 35 692 
‘58 160) 46| 150 35 58 9 v3 17 15 515 

Nevada ‘s9 ‘Pe | “wm 8 15 13 ' 2 1 8 20; 185 
‘58 3% 4 29 "W 13 | 2 7 108 

New Jersey 59) 10 430; sd 60 437| 120 155 62 7 35 53 107; 1487 
58 16 384 1 74 274 118 130 30 4 53 53 80! 1227 

| North Carolina “so; )60t(“(éi‘i’#sS(CSséséSOS: 102 564 186 122 47 iT 29 31 69 «1766 
58 419} 7 57 368 113 248 22 9 40 i4 19} 1380 

North Dakota a 135 2 31; 130 29 34 2 3 1 9 6| 382 
‘58 92 18 = 67 19 82 ! | 1 3 7 291 

Pennsylvania 59 16 613 6 170) ‘539 155 264 102 18 146 169 121 2319 
‘58 8| 549/ —7|__—*148/_—S00 133 2% 7 15 73 89 102} 1997 

Rhode Island "59 7 1! o 62 3 38 10 2 3 is 20! 
‘58 26; sit a * 19 2 9 4 13 112 

South Dakota "59 ?.. wae 42 175 37 66 " 5 16 10 527 
‘58 oo} Sst] Sib 106 28 % 7 - 3 365 

Tennessee "59 444 | 53| 339) 98 88 15 5 " " 25; 1089 
‘58 306 3| 40 208 69 92 18 | ) 6 762 

Utah ‘59 157 2; 45)—s«08} 50 20 5 4 21 16| 430 
58 ; 95) 4 3s) %| 32) ~—— SO} 5 2 12} 2 349 

Vermont "59 2 21 2 3 24 12 18 1 1 ' 8 S 101 
58) 15 i ee ee 2| 55 

Wyoming - "59 143| | 8} sé} 37 29) 4 2) 3} 30 4) 385 
58 75 —— a | 8| | 205 

28 States Reported 59) 39) 7982) 77| 1448; 6908! 2029; 2212) 485; 189) 418/ 842) 942) 2357! 
To Date for February "58! _73|__5767|__157|__ 1087|__ 4844) _—1418|_—-2819/_—-326;__—t23/_—s«372|__—-549/__—-588}_ 18078 
— *59| 122| 31547 304) 4866! 24281; 7044! 7065! 1476|  634| 1261| 2841| 3928| 985369 
| To Date ‘58 90| 23423} 350) 4126) 19471] 5347] 10344] 1171} 513) 1182) ~—:1944) 2519) 70480 





Oregon registration count prepar 


ures. 


New Passenger-Car Registrations, 29 States for February, 1959-1958 















































Every reasonable precaution has been exercised to insure 
hed. R. L. Pol 


k & Co. cannot assume any liability by 
ed by the Oregon State Motor Vehicle De 


RL 
auditing procedures usually applied by R. L. 


























































































































ALFA ROMEO—Gtulletta—spyder, $3.-|[<,, cecitratiom b s-P |Miscel-| 
519; Super Spyder, $3,932; Sprint Coupe. gistrations by | AMC | Chrys-| Impe-| De- ; Mer- |FORD |... |Cadil-| Chev- | Olds- | Pon- _ Pitecet | 
Saint rine Veloce Couse "Wusez: toee| | Et cycit"pries | ame [ter | Tal | Taek, | Ford | Sauet[incotn| ry [Hott | uiek |fee| ele [mobi] fac | TOTAL Sade | an, OTA 
liter roadster, $5,045; 4-dr. sed., Pr Pf ' ' 
5,078 , ; 51) 1166) 2019) 6086) 209) +«132|+«=*«662| 7089| +«1260| +«=—«6I5| 5926! 1613| 1670 11084) S89] 1775| 24289 
ARNOLT-BRISTOL—(Prices are F.0.B.| Riported for Feb ‘58 Wye] asl or|__zas|__ 482346] 2367] 4128] 203)_—*160 S60] _Sost| 1213] 484] eyat| 1384) 1215] 9637] 173] 905] _19131 
Chicago)—Competition, $3,995; Bolide, $4,- Lik : —so19| aan ana anni eel ee ee 
245; Deluxe, $4,995 Arkansas 59 214 5 $20) 77) 182) 310) 1266) 46) i 130| 1453|—~*175 72\ 1217) 295| 258) ~—«-2017 58} 222| 427 
; » $4,995. 58 94 4 8 2| 125; += 336-532] _—«1099 32 21; 163) —«1315| 245 89| 1066] 331; 225] «1956 45| 134) «4076 
$7,550; a a a | Cleads "59 249 5) ii 24) 113) ~204)~=«87| «1083 44 19] 133) 1249, 142) 100) 1317) 261] 247) +2067) +~=«109|—=«S06| +4567 
AUSTIN—A-35 deluxe 2-dr. sed., $1,557; ‘58 / 165] 53 9, 37) t40| 304, 543] 718] 49), 24] 123] 94] ~— 206] ~——7{_—1023)_— 200, 205|_—t72i{_—23]__—231| __—«3897 
ai Sates a tegcren Nae | Comoe gy ay) aaa ryt Ya) al tae] al Sel eel Sel Se 
be 856; A- eluxe 4-dr. ep ° ‘$8 166 67 16 131) ! | i | ba sie i 
A UNTINCMEALEY -fortte ~- rosdater, | Deleware "59 oo ye eae aeeh Toss es ST Be st oS Oo OD 
- — . ' 7) | 130], S93] 52} 11 35 | | 
$1,795. 100-Six —conv., $3,087; Deluxe a 58 2 16 oe i cscs : 
conv., $3,389. (Heater standard ° | 73) 230) 695, 1159) 3806) 1t2)  ta7 328) 4073 683) 675) 4066) ++«<873) +699) +6996) 253) +3054) 16187 
luxe.) » 7 3 ie 10s * 20: tei yet izaei«923{~—«20|_~=«NO|,—=s2t2| 2356, 551] 450] 3110) —639|_—«396| 5146 55; 1019| 10005 
eda a cage aig |S 2 8 7 ¢ 2 8 S eg a a eS SM St sl Sl ial calf] tel ime 
3 pe (2-seater), $3,849. "58 102| 2i\ 9) 22} | __138 45 | | - 
—Serles S — Standard Steel | —— 
Minos 59 1520; 310 a7) 216) 448) (1420) 2481, 7046) ~—<319) 230) ~«630) ~«8425) 1574) ~=«931| +=—«B165| += 2282) 2298) 15250) 828) 1377) 2988! 
Saloon, $13,695. ‘Automatic ater. inois ‘58 898 00! es; 309 560; 1887| 3241| 4769/ —«252|~—220/ 00| 6021| 1828; 801} 7114) 1964, 1543 13250/ —271| ~—-749| 24430 
models custom-built vary 59) 355 59, +7 47|105| 269) ~«497|+~=C«2235| SSCS 25) 196| 2510-314) +4144) ~«1994| +580) 491) 3523) 187| 229| 7301 
considerably in price. _ - ‘38 is!) 66) 91 49) Ba 362| 623] 1368} 74) ~=s29|—=—s195) 1666) 384] —s129|~=—«1824) ~— 482) ~— 402) 3271) = 42|_—st 4] 5847 
BERKELEY —328-c.c. roadster (2-cylin-| Waryland ‘ 7) 6 | 164) ~—=C#S89 1908] 48). +20). +«145)+~=«O2i2t) +254) ~—=—« 382) 364) 3238) + +167) + 967) +7697 
1 eee 492-¢.c, roadster (3-cylinder), | © *'Y'*" ‘58 ioij 93 | 21 ro I86! 606} 974) ~=«(1224| «= 48} 23] 53] 1448] 320] | 1696] 332] 302) 2765) 4] 308] 5637 
sMw— . | Neved 59) “| 18) 10 . 2 58) 116) 229 16 13 38) 296 40; 44) ~«180 55 65) 384 19) 294) «1154 
Seen Snn/a8 Sas. ont. eee ‘58 | yy ye ye Yoo OO Oo ot Bl al altel so} 5] ss] ttt] 
Model 502/3.2 4-dr., sed., $6,000; Model | New Jersey 59) O7%6| 229, 63162) St1/ 068] 1053] gave 13932! Azz] Moa] G99 G0] 3478 104s) 1130) 7212/45) 1879! 16162 
502/Super/3.2 4-dr. sed.,' $6,600; Model ‘58 366, 2861 451 2491 + «494| «1318| + 2392| «-2341] ~—«135] ~—130| == 360) +2966] — 794] 44] = 3110)_~— 938) ~—762| 6045] ~—t| 993] «12853 
Oa a 
7 . 7 *58| 125] 63 12 71 149 6 15 | 
and 507.) on Motels 898 | sah Dakota ‘59 oy isi aaa aaa 7 al sal eal aaa aS 
BMW ISETTA 300— sunroof, $1.048; ‘58 49\ 28 ig 42| 116} 206] 365 29 6 55] 4551 861 16; ~—393]_~—«*:33 70| 698} 9 41} 1458 
cabriolet, $1,098. BMW (Isetta) 600—5- | Pennsylvania 59) 1392] 305! ~-80| 248) ~<617| +1560) 2810 4643) 239) +147) +680) 5709) 1107) 745; 5582] 1368) 1383 10185| 678) + 1796| 22570 
Pass. sed... $1,308; gunroot sed., §1.487. ‘58 463; 354) «Ss 78} = 315] 599] +—:1846| +3192] +3402; ~=—«213| 137} = 572) 4324] —s*N7I|_——14|__4620|__—*21233]_—«t4] 2652] 199] 865] 17695 
on 7 ee. ere a ee oe ae cemeeieh — —— pe om vend 
models. Rhode Island 59) 1277) 23) ~~*10) -. 99; 160)  434/ a. ha 40/490; «72! ~=«C«SO| +S 368 83 64) 637|_—«-35|~=«-230/'~—=«N79 
a on aes a; emten Conk. ‘soi Ss OCS; “eS FB lB ee ee: 2 a a 7} 115|__ 1255 
$2,845: Touring Sport Coupe, $3,750. South Dakota 59) 9 2% _ 33 76| +153) ~~—«S67 40 é| 43| 656). «95! ~~=«36) SCS] SCS] saa} SC] SSC]SSS SCS 
CITROEN — 2CV —4-dr. sunroof se 4. ‘58| 53 16 4) 18 34] it] 183] 485 14 4 47|__ 550}__—*100_—S20]_—s518|_—132|_—s15|_—s885|_—SsI9)_—40|_—1730 
a 
: . 7 i 
See cece. ee ee Utah ‘59 1395( 12) 4) 26] st) —sta} 200} aa} 4) 8 63) 524) 116) —<S4|_—«457)—~—=«N'39)~—=«NGS| 92 | 216| 2053 
DATSUN_4-dr. sed, $1,618. sa} SOLS S|] 32]_—O|_—stz7|_—252|_—3t8]_—8]_—t6]_—80]_—432|_—st3t|_—49|_37t]__8/__—931_762 9| 151] 1676 
DKW—4-dr. sed., $2,395: 2-dr. sed., $1,-| Vermont 59) 26| 2| 1 2| . 2. 2 ee | 2| to rT 9| H| | | 3| 8/13 sl 294 
998; 2-dr, hardtop, $2,195; stat. wag., $2,- ‘58 9] 3] 1 5| 4] 23] 48 1 | 5 52 17| 3 40 6 9 75| 2 25} 186 
_ on all models. Virginia 59) 3601 67! ~~*12)~S*|~S*«wS 7) ~~S« 9) S| 2130! ~~e2)~=C«)~SC) dt) 358) +167) i985) 421 Sie} 3449) 159) lore) 8322 
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| this preliminary U. S. summary. These figures have not been subjected to auditing procedures usually applied by R. L. Polk & Co. The 1958 figures for Oregon are Polk figures. 
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FORT WORTH.—In existence 
less than a year, the Fort Worth 
Auto Auction has become the larg- 
est operation of its type in Texas, 
according to Clyde A, McLaughlin 
and Tom Sawyers, operators. 
They said their operation now is 
larger than auctions in Dallas, 
Houston, San Antonio, Austin, 


* Amarillo and Odessa. 


Asked how they had developed 
go rapidly since last July's opening, 
they said: 

“Ethics and promotion are 
doing it. We conduct a substan- 
tial business and, through per- 
sonal contact with buyers and 
sellers, we are telling them what 
we are doing, Prior to accepting 
a vehicle on consignment, we 
check its title carefully. If it 
isn’t clear, we decline to register 
the car for sale. 

“We also guarantee every draft} 
presented as payment for a car| 
bought at our auction. If the paper 
does not clear, we make it good 100 
percent immediately. 

“Our public relations program is 
continuous. No one-shot deal for | 
us, because we expect to be around | 
a long time. Being a long-range 
proposition, we work on our public 
relations constantly. 

“We have a contact man who 
travels within a 200-mile radius of 
Fort Worth. He visits dealers and | 
explains our firm’s practices, He in- 
vites them to our auction to buy or 
consign vehicles to us, This has 
been effective both ways. 

“We also go West, Southwest | 
and Northwest to prospect deal- 
ers,” they continued. “This has | 
also been productive because it | 
is attracting the buying clientele | 
we are attempting to develop. 

“If units are consigned in which | 
we think certain dealers would be | 
interested, we contact them by tele- | 
phone regardless of where they are | 
located. This has also helped our | 
business. 

“Our information program to| 
dealers has been successful, Im-| 
mediately after a sale, we repro- 
duce a list of actual sales and dis- | 
patch it to 4,000 dealers. It contains 
the make of the vehicle, year, 
description of equipment and the 
price it brought. This keeps them 
current on used-car prices and is 
a useful service in their operation. 

“A weekly sale beginning at noon 
Wednesday is held. On March 18 
we had a special auction. We 
wanted to build up that event and 
announced as an attraction that we 
would have 500 cars, many Western 
buyers, the biggest fish fry in| 
Texas and cool refreshments after 
5 p. m. 


“A special notice announcing 





Tyrex Reports 
Its Tires Topped 
Nylon in Test 


NEW YORK.—In a series of 
gtuelling driving tests conducted 
on the Texas plains, truck tires 
Made with the new Tyrex viscose 
tire cord delivered 21.7 percent 
longer tread wear than tires of 
Premium nylon construction, ac- 
cording to test results announced 
by Tyrex, Inc. 

Operating at 50 m.p.h. under ex- 
treme temperatures and with heavy 
overloads, 75 percent of Tyrex vis- 
cose cord truck tires were still fit 
for service at the conclusion of 
30,000 miles of testing while only 
12.5 percent of the nylon cord tires 
Survived the tests, Tyrex said, 

William Dalton, president of Ty- 
Tex, sponsor of the engineering 
trials, and spokesman for five 
major manufacturers of Tyrex vis- 
cose cord, said that tread wear of 
the competing tires ranged from 
72.5 miles per each one-thousandth 
inch of tread for nylon to 88.3 miles 
for the tires made with Tyrex vis- 
cose cord. 


Projected, these figures indicate 
that the new cord tires would cover 


~ 88,300 miles per inch of tread wear 


as against 72,500 miles for nylon 
tires, he said. 


For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 


Ethics and Promotion .. . 
Sie coal pennanaamnanapnmeeaienmnmeeans 


Auction’s Suecess Formula 






the promotion was sent to our 
mailing list, We got 500 cars and 
over 500 were served at the fish 
fry. A commercial caterer pre- 
pared and served the food, We 
consider this sale one of our most 
successful, Buyers were present 
from Seattle, Denver, Arizona, 
New Mexico, Kansas, California, 
Oregon and Utah. 

“If you can assist buyers and 
sellers to get together to sell their 
merchandise and deal ethically 
with them, any auto auction can 
be successful. We do everything | 
possible to cooperate. 
we | 


cars locally for consignment; 
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will send drivers to a radius of 300 
miles of Fort Worth to ferry ve- 
hicles to our lot, To assist out-of- 
town buyers in moving cars they 
have purchased here, we have 
drive-a-way and transport facilities, 

“On an average auction, we 
will have about 375 cars assigned. 
They are sent to us from as far 
east as New Orleans. In selling, 

it has been noted that the 
cheaper cars are bought locally 
and the Western buyers bid 
stronger on the better grade 
units. 

“Our fee for selling a vehicle is 
$20. If it is not sold, we charge $2 
for registration. On an average 
day, we will sell 50 percent of the 
cars consigned; it has run as high 
as 80 percent and as low as 25 per- 


cent. Only dealers are permitted to | 
| bid. Cols. J. W. Ragland and Don} 
They said “our firm will pick up| McNally, both from Dallas, are our | Testing a Tire— 


auctioneers.” 


Used-Car Auction Prices 





(Continued from Page 49) 


day (March 27). It was a very good sale 
especially considering the weather—cold, 
rain, sleet and snow. The buyers had to 


leave without all the cars they wanted. 
Sold 78 percent of 578 cars registered. 
* * * 
NASHVILLE, TENN. 


Nashville Auto Auction. Sale every Wed- 


nesday. Prices are for sale of March 25 
Sold 138 cars from 220 consignments. 
* * 


VALDOSTA, GA. 


Tom Hewitt Auto Auction 


Friday 


were bringing top prices. We need more 
clean cars to meet the demand 
* * * 


WAREHOUSE POINT, CONN. 

Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of March 
25. Buyers hungry for cars. Sold 85 per- 
cent of units consigned. Cars entered in- 


Car, Truck Sales 
Top $1 Billion 
In Canada in 758 


TORONTO.—The Canadian Auto- 
mobile Chamber of Commerce said 
1959 models helped push the sales 
of new cars and trucks in Canada 
in 1958 over the billion-dollar mark 
for the fourth consecutive year. 
Sales had a retail value of $1.4. 

“A brightening of the automobile 
sales picture in Canada was evident | 








| from the time the 1959 models came 
ion the market,” Rhys M. Sale,| 
newly elected CACC president, said, | 


“and total sales for the final quar- 
ter were well above those for the 
last three months of 1957. 

“There seems to be every indi-| 
cation that the improvement will 
continue through 1959, which could | 
be one of our best sales years,” Sale| 
declared. 

Sale reported that 375,000 cars 
and 67,000 trucks were sold in Can- 
| ada last year, including both those 


|of Canadian production and im-| 


| ported units. 


Canadian companies produced) 


| 296,624 cars and 58,694 trucks in 


| 1958, for a total of 355,317 vehicles, | 


|as against 339,589 cars and 71,218 
| trucks, for a total of 410,807, in 
| 1957. 

Sale succeeds R. W. Todgham, 
president of Chrysler Corp. of Can- 
ada, Ltd., as CACC president. Other 
officers include Gordon E. Grundy, 
president, Studebaker-Packard of 
Canada, Ltd., vice-president; James 
G. Dykes, general manager, and 
C. M. Bell, secretary. In addition to 
Sale, Todgham and Grundy, direc- 
tors are E. H. Walker, president, 
General Motors Corp. of Canada, 
Ltd., and R, B. Bradley, president, 
International Harvester Co. of 
Canada, Ltd. 





Dealers Alerted to Pair 


With Stolen Cadillacs 


CHICAGO.—The Chicago police 
department’s stolen auto section 
has asked dealers to be on the 
lookout for two men they said are 
trying to sell two used 1958 Cad- 
illacs with fictitious Georgia reg- 
istrations and bills of sale, 

The cars were stolen in Chicago 
and the identification numbers 
have been changed, police said, 
adding that the bills of sale show 
the name of Crane Buick Co., S. 
Main St., Lafayette, Ga, Dealers 
who encounter the men are asked 
to contact the Chicago police. 





creased again this week as the weather | 


held to perfection. 
* * * 


SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 25. 


Sold 77 cars from 101 consignments. 








| What happens to a tractor tire when 
it rolls over a broken fence post? En- 
| gineers in Firestone Tire & Rubber Co.'s 
| tire development department set out to 
find the answer recently by simulating the 
condition in the company's indoor testing 
laboratory. A section of fence post was 
forced by a load deflection machine into 
an inflated Firestone replacement tire. Two 
| thousand pounds of pressure drove the 
fence post eight inches into the tire. The 





test revealed no damage to the tire, 


| according to Firestone. 


* 
Sale every 
Prices are for sale of March 27. 
We had another real good sale today. Cars | e e € 








Ex-Dealer Sues 
Universal CIT 
For $250,000 


YOUNGTOWN, O—Jack H. 
Schwartz, former owner of J. D. 
Chrysler Sales of Girard, has filed 
suit for $250,000 against Universal 
CIT Corp. for “wrongful acts.” 

His petition said Universal 
financed purchase of autos for 
Schwartz through a floor plan by 
which he received cars and made 
payments after he sold the cars. 

The suit charges that on Jan. 28, 
1958, Schwartz gave certificates of 
title for cars he held under the plan 
to Universal for inspection, 

The certificates were never re- 
turned and within the next few 
| days agents of the finance company 
seized Schwartz's new cars, forced 
him to deliver titles of used cars 
and in subsequent action forced 
Schwartz to deliver a blank lien on 
all used cars, the petition continued. 

The petition further states that 
on Feb. 4, all of Schwartz's books 
and records were confiscated, plac- 
ing him in a position in which he 
could not fulfill agreements and 
commitments. 

His suit alleges the wrongful acts 
|}caused him to lose his business, 
which he estimated at $1 million 
| annual gross, and resulted in credi- 
tors filing an involuntary bank- 
|ruptcy petition last Feb. 17. 
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Financial Front 


This will be the best sales year in 
the history of Firestone, Chairman 
Harvey S. Firestone jr. predicted at 
the annual meeting of stockholders. 


He reported that sales for the| 


fisca] year ended Oct. 31 were $1,- 
061,590,801, the fifth time in the last 
six years that sales were more than 
one billion dollars. 

Net income amounted to $53,751,- 
650, with fourth quarter net profit 
the highest of any quarter in the 
history of the company, he said. 

= + * 


Sales of replacement tires for the 
fiscal year set an alltime record for 
Firestone, he reported, 


Mohawk Rubber Reports 


Gains in Sales, Earnings 


Net sales of Mohawk Rubber Co. 
for 1958 reached $25,513,203, com- 
pared with $20,842,425 in 1957. Net 
earnings after taxes reached $1,- 
065,375, compared with $563,180 in 
1957. 

In commenting upon this record, 
President H. M. Fawcett stated 
that one of the most gratifying as- 


pects of 1958 operations was that 
net profit as a percentage of net 
sales advanced from 2.70 percent 
in 1957 to 4.17 in 1958. 


Twin Coach Reports 


_A Return to Profi:s 


Twin Coach Co., Buffalo, a sub- 
contractor in the aircraft and mis- 
siles field, reported earnings of $2,- 
052,000 in 1958 after a loss of $3,- 
072,000 in the previous year. 

Sales totalled $41,500,000 in 1958, 
compared with $29,900,000 in 1957. 

= * = 


Formsprag 


Formsprag Co., Warren, Mich., 
annual report, 1958 vs. 1957: Profit, 
$252,327 and $272,994. 

a oe = 


Flintkote Acts to Acquire 
Blue Diamond Gypsum Firm 


I. J. Harvey jr., chairman. of 
Flintkote Co., and N. J. Redmond, 
president of Blue Diamond Corp., 
have announced their directors’ ap- 
proval of Flintkote acquisition of 





NOW.. 


New pV iE 3 


the West Coast gypsum producer. 
The acquisition is subject to ap- 
proval of stockholders of both 
companies, the executives said. 
Under a reorganization. proposal, 
they said, one share of Flintkote 
common stock would be exchanged 
for 1.87 shares of Blue Diamond| 
capital stock. 
* * * 


Associated Spring 


Associated Spring Corp., Bristol, 
Conn., annual report, 1958 vs. 1957: 
Sales, $39,251,530 and $47,333,635; | 
earnings, $547,478 and $2,083,952. 

> * 


| 
| 
| 
j 
| 


Record for Hertz 


In a preliminary report on 
1958 operations, Walter L. Jacobs, 
Hertz Corp. president, estimated 
that the firm reached a record 
volume of more than $91 million, 
an increase of about $11 million 


over 1957. 


* > * 


Metal & Thermit 


Metal & Thermit Corp. New 
York, annual report, 1958 vs, 1957: 
Sales, $35,282,290 and $42,200,580; 
earnings, $910,109 and $1,461,351, 

> = > 


National Malleable 


National Malleable and Steel 
Castings Co., Cleveland, annual re- 
port, 1958 vs. 1957: Profit, $90,578 


Equipment 
MAKES AUTOMOBILE AIR CONDITIONING 


St SP Me aL eA 


YOU, Too, Can Provide Professional 
Service for ALL Makes and Models 
of Car Air Conditioners! 


% CUTS SERVICE COME-BACKS AS 
MUCH AT 85%-One Dealer Reports 


% REDUCES SERVICE TIME UP TO 50% 


*% A COMPLETE “PACKAGED” MA- 
CHINE FOR ALL SERVICING, IN- 
CLUDING LEAK-TESTING 


Smaller 
AIR-CON 
Model 
Serves 
Where 
AIR 
CONDITIONING 
Service 
Traffic 
Is Light! 


LS So 4k ee. 


*| WRITE, WIRE or PHONE for ! 
Specifications, 
| Literature 
j and Prices 


iaeiincetie ieee UE tee cee gen men es eos eel 


1602 Cochran 


MANUFACTURED BY 


| FRIGIKAR CORP. 


Since 1949, Pioneer Manufacturers 
of Famous FRIGIKING and FRIGIKAR 
Automobile Air Conditioners 


| $4,745; 


An Award for DeVan— 


Ben DeVan, right, co-owner of DeVan 
Motor Co., Mobile, Ala., and a Ford dealer 
for 30 years, receives Ford's Four Letter 
Award from R. R. Anfin, left, Ford Sovuth- 
west regional manager, while Earl S. 
Davidson, second from left, Ford New 
Orleans district manager, and M. C. Stall- 
worth, dealership partner, look on. The 
presentation was made at a banquet for 
the DeVan stoff. 


and $3,118,000; sales, $44,769,976 and 
$64,888,257. 


° * = 


Detroit Harvester 


Detroit Harvester Co. reported 
earnings of $652,537 for the six 


months ended Jan, 31, The com 
pany said this compared with earn 
ings of $550,216 for the entire 1¢ 
months covered in its previous an- 
nual report. Six-month sales were 
$19,550,633. The firm’s fiscal year 
now ends July 31 instead of 
Sept. 30. 


+ 


Commercial Solvents 


Commercial Solvents Corp., an- 
nual report, 1958 vs, 1957: Sales, 
$64,727,548 and $65,931,804; earnings, 
$1,418,462 and $1,449,638, 

= 


* * 


* * 





Towmotor 


Towmotor Corp., Cleveland, 1958 
vs, 1957: Sales, $24,964,579 and $29,-% 
753,287; earnings, $1,501,296 and 
$2,073,116. 


* 


Firestone 


Firestone Tire & Rubber Co.,9 
report of first fiscal quarter ended ff 
Jan. 31, 1959 vs. 1958: Profit, $14,-— 
304,391 and $11,697,239; sales, $272,- 
471,860 and $250,274,188. 


*~ * * 

Sheller Mfg. 

Sheller Mfg. Corp., Portland, Ind, § 

|}annual report, 1958 vs, 1957: Net 5 

loss of $304,371 compared with $2,- | 

050,558 in net income for ’57; con- 

solidated net sales, $30,166,617 and 
$42,139,499. 


* * 


Port-of-Entry Prices 
On Imported Cars 


Continued f 


$1,658. 1100 Sertes—4-ir, sed., $1,- 

3; 4-dr. stat. wag., $2,129. 1200 Series— 

sed., $1,998; roadster, $2,619. (Heater 
standard on all models.) 


FORD (England)—Anglia—standard 2-dr. | 


$1,561. 
deluxe 
wag., 
$1,761. 
$2,373; 
- 4-dr. 
wag., 
conv., 
Thames 


sed.. $1,464; deluxe 2-dr. sed., 

Prefect—standard 4-dr. sed., $1,517; 
4-dr. sed., $1,661. Escort——2-dr. stat. 
$1,651. Squire—2-dr. stat. wag., 

Consul—4-dr. sed., $2,034; conv., 

4-dr. stat. wag., $2,772. Zephyr 
sed., $2,215; conv., $2,574; 4-<dr. stat. 
$2,945. Zedinc—4-dr. sed., $2,387; 
$2,865; 4-dr. stat. wag., $3,149. 

900—Estate Bus, $2,433. 

GOGGOMOBIL—T-400 2-dr. sed., 
Florida Sunroof Deluxe 2-dr., $1,135; 
dr. Step-In Van, $1,350; Coupe de Ville, 
$1,450 

GOLIATH — 1100 Sertes 
se:! $1.949; Custom conv., 
2-dr. stat. wag., $2,095; Empress Deluxe 
2-dr. sed 2.275: Tiger Sport Coupe, $2,- 
568. (Heater standard on all models.) 

HILLMAN—4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr. stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx). $2,299. 

HUMBER—Super Snipe—4-dr. sed., $3.- 
995; 4-dr. stat. wag., $4,575. (Automatic 
transmission, power brakes and heater are 
standard.) 

JAGUAR—Mark IX—4-dr. sed. (auto- 
matic transmission, power steering and disk 
brakes), $5.935. 3.4 Litre Sedan—(over- 
drive and disk brakes), $4,542.50; (auto- 
matic transmission and disk brakes) $4,- 
642.50. XK-150—cpe., $4,475; cpe. (auto- 
matic transmission), $4,725; conv., $4,595; 
conv. (automatic transmission). $4,845; 
roadster, $4,495; roadster (overdrive), $4,- 
660; roadster ‘automatic transmission). 
“gs” roadster (overdrive), $5,095. 

LANCIA — Appia — 4-dr. sed., $2,967; 
conv (Vignale) $4.565; cpe (Farina), 
$4.673: cpe. (Zagato). $4,873. Aurelia— 
conv. (Farina), $5,905; cpe., $5,905. 
Flaminia—4-<dr 

sed., $1,395; 


conv., $1,510; 
4-passenger stat. wag., $1,445; 2-dr. 
sunroof stat. wag.., $1,500; 

wag., $1.675: 2-dr. 
stat wag., $1,740; 

wag. (long wheel- 
6-passenger sunroof 


$1,095; 
9. 


Custom 2-dr. 


2-dr. sunroof sed., 
2-dr. 
4-passenger 
2-dr. 6-passenger stat. 
6-passenger sunroof 
2-dr. 6-passenger stat. 
base), $1.795; 2-dr 
stat. wag. (long wheelbase). $1.895. 
MAICO—500—2-dr. sed., $1,325. 700 
Sport—-2-dr. sed., $1,845. (Heater standard 


on both models.) 


| 517. 


| ster, 


MERCEDES-BENZ—180—4-dr. sed., $3.- 
240. 180-D—4-dr. sed. (diesel engine), $3,- 
190—4-dr. sed., $3,431. 190-D—4-dr. 
(diesel engine), $3,708. 
$5.020; cpe., $5,232; 


sed. 
cpe.-roadster 


| (with interchangeable hard end soft tops), 


| 300-4- 


| soft tops), 


| models except 180, 


$5,416. 219—4-dr. sed., $3,823. 220 S—4- 
dr, sed., $4,283; cpe., $7,641; conv., $7,641. 
4-dr. hardtop, $10,418. 300-SL— 
$10,928; conv., $11,106; cpe.- 
(with interchangeable hard and 
$11,375. (Heater standard on 
Power brakes standard on all 
180-D, 190 and 190-D. 


roadster, 
roadster 


all models. 


| Automatic transmission standard on 300-d 





* 


Dallas, Texas 


Phone Riverside 1-1661 


hardtop. ) 


METROPOLITAN — 2-dr. $1,- 


(disk wheels), $2,462; 


hardtop, 


| 672.60; conv., $1,696.60. 


MG—MGA—conv. 


|}conv, (wire wheels), $2,546; coupe (disk 


Maine Buyer Sues 


Car Warranty Corp. 


LEWISTON, Me. — Raymond 
Drew, of Lisbon Falls, Me., has 
brought a $1,000 suit in Androscog- 
gin Superior Court against Car 
Warranty Corp., of New York, 
claiming the firm failed to make 
good on a warranty on a new car 
purchased by the plaintiff. 

Drew said he purchased the car 
last May 12 from Nichold Pontiac, 
of Auburn, Me., and that on July 
1 it developed oil-pump trouble 
which caused serious engine 
trouble, 


$2,126: Custom | 


190-SL—road- | 


aa 
a2 


rom Page 
wheels), $2,695; coupe (wire wheels), $2,- 

785. MGA-DOHC—conv.,. $3,320; cuope, $3,- 
|640. Magnette Mark III—4-dr. sed., $2,- 
| 695. (Heater standard on Magnette.) 

MORETTI—750 Coupe, $2,495; Super 
| Panoramica Sedan, $2,495; four or five 
| passenger station wagon, $2,580; six or 
seven-passenger station wagon, $2,664; 1206 
Spider conv., $4,348. 

MORGAN—‘‘Plus Four’’ cpe., $2,855. 

MORRIS—*‘1000"'—Standard-—4-dr. sed., 
| $1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr., stat. wag., $1,798. Deluxe—-4-dr. sed., 
|} $1,718; 2-dr. sed., $1,599; conv., $1,636; 
| 2-dr. stat. wag., $1,825. 

NSU PRINZ—2-dr. sed., $1,398; sunroof 
sed $1,487. NSU Prinz 36—-2-dr. sed., 
| $1,458; sunroof sed., $1,547. (All are 5- 
passenger models. Heater standard on all 
models. ) 

OPEL—Rekord — 2-dr. sed., $1,957.50. 
Caravan 2-dr. stat. wag., $2,262.60, 
(Heater standard on both models.) 

PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
| 995; Dyna Deluxe Super 4-dr. sed., $2,065, 

PEUGEOT — 403 — 4-dr. sunroof sed. 

2,175. 
| PORSCHE-—-1600 Series—conv., $3,581; 
Super conv., $3,981; cpe., $3,700; Super 
cpe., $4,150; Carrera cpe., $5,700; hardtop, 
$3.865; Super hardtop, $4,315; Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 
cabriolet, $4,400; Carrera cabriolet, $5,950. 

RENAULT — 4CV 4-dr,. sed., $1,345; 
Dauphine 4-dr. sed., $1,645. (Heater stand- 
|} ard on both models.) 

RILEY—1.5 4-dr. 
standard.) 

ROVER—90—4-dr. Deluxe sedan, $3,395. 
105—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive. Heater standard on both mod- 


sed., $2,316., (Heater 


els.) 

ROLLS-ROYCE—Slilver Cloud—Standard 
Steel Saloon, $13,995. ‘(Automatic trans- 

jon, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price. 

SAAB—‘‘93B’’—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunrcof sed, (auto 
|} matic clutch), $2,119. Granturisme 750— 
| 2-dr. sed., $2,568. (Heater standard on all 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super deluxe 4-dr, -ed., $1,798; 
Chatelaine 2-dr. stat. wag., $1,963; Plein 
| Ciel 2-dr. hardtop, $2,947; Oceane conv., 
$3,167. Ariane (4-cylinder)—4-dr. sed., $1, 
998. Ariane V-8 4-dr, sed., $2,098. 
| Vedette V-8—Beaulieu 4-dr, sed., $2,298. 
| SINGER — Gazelle — 4-dr. sed., $2,095; 
}eon\., $2,349; 4-dr. stat, wag., $2,425. 
| SKODA—S-440 2-dr. sed., $1,687; S-445 
|} sed., $1,787; 2-dr, stat, wag., $1,995; S- 
| 450 conv., $2,395. 

SUNBEAM— Rapier—2-dr. $2,- 
|} 499; conv., $2,649. . 

TAUNUS — Standard — 4-dr. sed., §2,- 
120.50; 2-dr. sed., $2,028.50; Comb i- 
| wagon, $2,237. Deluxe —4-dr. sed., $2,- 
266.50; 2-dr. sed,, $2,174.50; Combi-wagon, 
| $2,383. 

TEMPO—M ata dor—3-passenger stat. 
wag., $2,482.75; 6-passenger stat, 
$2,514.65; 9-passenger stat. wag., > 
546.55; 12-passenger stat. wag., $2,712.50. 

TOYOPET — Crown 4-dr. sed., $1,989; 
| Crown Custom 4-dr. sed., $2,329. 
| TRIOMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899. TR-3 (sports cars)—softtop, 
$2,675; hardtop, $2,835, 

TURNER—Standard 950 Sports roadster, 
$2,245; Stage II roadster, $2,635; Coventry 
Climax I roadster, $3,170; Coventry Climax 
III roadster, $3,370. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VOLKSWAGEN—2-dr. sed., $1,545; 2- 
dr, sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag., $2,120; de- 
luxe stat. wag., $2,576; deluxe camper, 
$2,737. Karmann Ghia—cpe., $2,445; conv., 
$2,725. (Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on buth 
models. ) 

WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr., sunroof sed., $1,778; 
deluxe 4-dr. sed. $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr, stat. wag., $1,898; 
4-dr, deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 
(Heater standard on all models.) 
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cess wear, Umbrella seals pre- 
yent oil waste by oil stems, 

The husky crankshaft is sup- 
ported by five big main bearings, 
and five bearings are used for the 
camshaft as well. Crankshaft thrust 
is taken by No. 3 main bearing 
flanges which eliminate rear crank- 
shaft seal leaks. You’re not likely 
to lose oil from leaks as oil slingers 


| are provided on the crankshaft to 


throw oil away from seals and 
toward units that can better use 
oil—such as the timing chain, 


Edsel’s piston construction and 
rings offer quality and long life. 
The aluminum-alloy pistons are of 
the 3-ring type. The top compres- 
sion rings are chrome plated and 
the lower compression rings are 
phosphate coated for extra protec- 
tion against wear and scuffing. The 
oil-control rings are of the highest 
type, with two chrome-plated steel 
rails controlled by a serrated 
pring. 

oe * * 


Full-Flow Oil Filter 


— engine-lubricating system is 
the full-pressure type, with a 


Texaco Develops 
New Chemical 


To Hypo Octane 


NEW YORK.—A new chemical 
additive which will effectively in- 
crease gasoline octane rating was 
announced here by F. H. Holmes, 
research vice-president of Texas Co. 

He called it “the most important 
development in the anti-knock ad- 
ditive field since the introduction 
of tetraethyl lead 36 years ago.” 

Holmes predicted that the new 
additive, called by the laboratory 
code “TLA” (Texaco Lead Appreci- 
ator), will come into widespread 
use as gasoline octane require- 
ments increase. 

Gasolines containing the new ad- 
ditive have been critically road- 
tested by Texaco nearly one million 
miles under the severest conditions 
of high and low temperatures, 
Holmes said. Around 1,650,000 gal- 


lons of TLA gasolines have also} 


been market-tested in the North- 
east and at several points in the 
South. These tests have covered an 
additional 20 million miles. 

In explaining how TLA works, 
Holmes said that it is essentially a 
“tetraethyl lead appreciator;” that 
is, it works 
tetraethyl lead. As the octane num- 
ber goes up, TLA also increases in 
anti-knock effectiveness. Thus, at 
100 octane, TLA can increase 
octane by around one number, 


whereas at 106-octane it will jump | 


octane rating by 2 to 2% points. 

Holmes said that details on the 
additive had been presented to au- 
tomobile manufacturers and mar- 
keters of tetraethy] lead. 


AMC Names Gallacher 


Portland Zone Manager 


PORTLAND, Ore.—Appointment 
of R. D. Gallacher as the new Port- 
land zone mana- 
ger of American 
Motors Corp, has 
been announced 
by Roy Aber- 
nethy, automotive 
distribution and 
marketing vice- 
president. 

Gallacher, for 
the past three 
years Denver zone 
manager, replaces 
R, M. Stephenson, 


R. D. Gallacher 

who has been named Los Angeles 
zone manager, Gallacher has been 
with AMC since 1945. 





Page & Page Establishes 


Two Factory Branches 
PORTLAND, Ore.—Page & Page 
Co., manufacturer of all types of 
highway trailers, has opened fac- 
tory branches in Denver and Oak- 


~ land, Calif. 


The firm started business in 1937 
as a supplier of rubber bushings 
to truck and trailer manufacturers. 
Founder and president is A. S. 
Page, 


in the presence of | 


The Man Behind the Wheel... 


Sales Testing the New Edsel 





| 








full-flow oil filter. The full-flow! tion throughout the engine is 
filter is confusing to some and its| filtered first. 
advantages may not be too well; If the filter stops up, a bypass 
known, | valve opens and the engine gets its 
Full-flow means that the oil | 0il anyway—a safety measure. This 
from the pump is delivered to the | filter is so efficient that its replace- 
filter first, instead of later, so | ment is not recommended in less 
that the oil that is delivered to | than 4,000 miles under normal con- 


the main oil gallery for circula- | ditions. 
a) Sn nes oon See Cen a 


ithe dual-range automatic trans- 


Grosse Pointe Rambler mission which is similar to the 3-| | 7= 
speed automatic transmission of | ge seamen = — 


In Larger Quarters | | 
|last year’s Edsel, The '59 model | 


DETROIT.—Grosse Point Ram- | . 
: has m mprovement |A Look All Its Own— 
bler has opened in larger quarters | “Clutch and ponte panes design | - 


at 14811 Kercheval, the facilities | : 
formerly occupied by Frank Alter | has been changed to incorporate the 


This is the Edsel Corsair tested by L. H. Houck, Automotive News travelling cor- 


dditi 1 I i ariv respondent. He called the car efficient, economical, easy to handle and said it has its 
(DeSoto-Plymouth), which has gone | additional manually selected driv- lown “distinctive and pleasing individuality.” 
out of business. 


| ing range. With the dual range you ‘-a° @ a -88 
}can elect to start in second or low, | s : ; 
The Rambler outlet is headed by | with normal driving usually using | steep hills. This type of transmis- | 
Ned Fisher and Cyril Record, who| the one that starts in second. sion is like two transmissions for | 
= aa = 


also operate Fisher-Record Motor | the price of one and contributes 
to gasoline economy. 


Sales, Inc. (Chrysler-Plymouth), | Extra Power Offered worry se 


the Edsel wouldn’t be complete 
across the street from | sion has a low for extra pulling} without a word about the doors. 
|power or engine braking down| They’re solidly built of double- 


panel steel construction for extra 
strength and durability, They’re 
wider, too, and they open wider. 
Two position checks hold doors half 
|or fully open. The Edsel is easier 
to enter, New floor design gives 
more footroom inside and more 


headroom. 


15000 Kercheval, Grosse Pointe | 

Rambler formerly was at 15011 it ye smooth-shifting transmis- 
Kercheval, 
the Chrysler-Plymouth deal. 


to the letter 


COVERAGE 
THAT 
COUNTS 


when an auto 
dealer has a— 


$102,816.00 


FIRE LOSS! 














ruly yours» 


very * 


MOTORS , 


tz 
Harold ar 
president 
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“Never have I seen or heard of 
such prompt action! . . . Thanks 
for carrying out, to the letter, 
the full provisions of your policy 
on my loss . . . | would be happy 
to offer the highest recommen- 


dation to anyone. . . as to the 


Why not act on Harold Artz’s recommendation? Like 
him, create the “good fortune” of discussing your 
insurance coverage with a Universal Underwriters representative. 


integrity and complete honesty 
in dealings of your Company.” 


WRITE OR CALL YOUR NEAREST OFFICE TODAY 





BRANCH OFFICES 


ae , 
ZEA 


Chicago, Illinois Los Angeles, California 


x y $7 la 12V y J Columbus, Ohio Portland, Oregon 
DB Y le V4 Z (4 V4 , Ue 734 Dallas, Texas + Salt Lake City, Utah 
aa. Jacksonville, Florida San Francisco, California 


Westfield, New Jersey 


























































<-mome 


ee et 

















Factories Use Video .. . 


Auto Advertising 


By Martin L. Whitmyer | Saenetes Standard Oil of Indiana, 
Staff Writer | 45th with $1,961,290; Gulf Oil Co., 
Chevrolet, Ford and Dodge were | 48th with $1,916,020; Sun Oil Co., 
among the top 22 firms who adver-| 56th with $1,769,580; Texas Co., 62nd 
tised products on television in 1958| with $1,660,400; Phillips Petroleum 
—in terms of gross time sales only|Co., 65th with $1,608,110; and At- 
—according to figures compiled by|lantic Refining Co., 94th with $1,- 
Leading National Advertisers and | 144,300. 
Broadcast Advertisers Reports. Pe 
Chevrolet was first among the | Grey-Rock on Radio 


auto makers and Iliith in the | a al 
: | Grey-Rock division of Raybestos- 
whole field with an investment of making its first 


| Manhattan, Inc., 
Seanaeee mht mee a —— |use of network radio, has signed 
with $5,810,170 |to cosponsor “Weeke n d News” 

In the spot television category,| Arr ig on ABC Radio starting 
General Motors was the only aute| _Grey-Rock sponsorship will be 
advertisers. GM spent $1,522,070 on} in behalf = eee oT Co- 

; aa sponsor wi rey-Roc 
ti glass in 1958 and Sates Reynolds Tobacco Co. 
° | * * * 

Among the oil companies Shell 
Oil Co. was the top spender in 
spot television with a ranking of 
2ist and an expenditure of $3,272,-)| 
410. 

Other oil companies, their rank- 
ing and expenditures were: 

Esso Standard Oil Co., 37th with 


SCI Ad Linage Increases 


Sports Car Illustrated reports a 
9.9 percent increase in advertis- 
ing linage for the first five 
months of 1959. 

Arne Gittleman, advertising di- 
rector of the Ziff-Davis publica- 





tion, said this figure represents a 
continuing linage growth and an 
increase of 11.36 pages over the 
comparable period of 1958. 


It also was announced that the 
magazine will feature 32 addi- 
tional pages of editorial material 
effective with its May issue. Price 
of the magazine also is being in- 
creased to 50 cents at that time. 

* * . 


Pontiac and Irish Reunite 


Poxtiac again this fall will 
sponsor broadcasts of Notre 
Dame football games over ABC 
Radio, 

Harry Wismer and Joe Boland 
again will handle tle commen- 
tary. 


x * * 


Vauxhall Begins Campaign 


Vauxhall began an extended cam- 
paign exclusively in the Saturday 
Evening Post with a full page ad 
in the March 28 issue. 





.| The campaign will stress British 


| craftsmanship, roominess and econ- 
|}omy of operation, officials said. 

* * * 
|‘Autorama’ Named in Suit 


| An attachment suit against pro- 
moters of the “Autorama” exhibit 
at Cincinnati Gardens has been 
filed in court in that city by WLW 
Promotions, Inc. The firm says it 


I to help you sell... | 


CAR OWNERS BENEFIT 3 WAYS 


with mufflers of Armco ALUMINIZED 


@ ¥ 


heat and 





average. 
Here’s 


STEEL 


Because it’s coated with aluminum by 
a special hot-dip process, Armco 
ALUMINIZED STEEL stubbornly resists 


corrosion—the destructive 


combination that slashes muffler life. 

In 7-year road tests, auto mufflers of 
ALUMINIZED STEEL proved their en- 
durance by outlasting ordinary carbon 
steel mufflers at least 2-to-1 on the 


what this extra durability 


means to car Owners: 


1. Savings in cost and inconvenience 
because of too-early muffler 
replacement. 

2. Reduced corrosion problems on 
dual-exhaust systems. 

3. Greater safety because muffier shells 
remain intact longer. 








Ask your supplier about the availabil- 
ity of mufflers with vital parts made of 
Armco ALUMINIZED STEEL, the orig- 
inal hot-dip aluminum-coated steel. 
Armco Steel Corporation, 1879 Curtis 
Street, Middletown, Ohio. 


Armco Division + Sheffield Division * The National Supply Company + Armco Drainage & Metal Products, 
Inc. « The Armco international Corporation *« Union Wire Rope Corporation * Southwest Steel Products 
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Chevrolet Cites Dealer— 


G. H. Froderman, head of Downtown 
Chevrolet Sales, Inc., Terre Haute, Ind., 
and Froderman Chevrolet & Oldsmobile 
Sales, Brazil, Ind., has received two 
plaques for 25 years of continuous Chev- 
rolet representation. L. E. Craig, left, 
Chevrolet Indianapolis zone manager, pre- 
sents Froderman with one of the plaques. 





never was paid $3,000 for adver- 
tising the show. | 
The suit is against Auto Shows, | 
|Ine., Huntington, W. Va.; King 
Advertising Co., Roanoke, Va., and 
the show’s owners, Howard Carr 
and Donald J. Slater. 


In the suit, WLW Promotions) 








; = 
ings in automobiles and other prop Hofft 
erties. —_—_— 

Members pay into city, coun 
and state treasuries more thar 
$20,000 annually in ad valorem 
taxes and more than $125,000 in 
sales tax receipts. 

Each advertisement in the sec Wils! 
tion carried the mark of the JUDCA Calif. 
with an underline stating “Protec. 900, 
tion, Quality. Dependability.” The * 
code of ethics of the association lots 
was prominently displayed on the One 
front page of the section. Hills, 

* * * stucco 
Dow Sales Contest pe 

Eighteen expense-paid holidays Acc 
in Paris, Hawaii, Bermuda, Mexico, heste 
Miami and Las Vegas head them © 
list of prizes to be awarded win- Mark 
ners of its “Saran Good Car Keep.j§ price’ 


ing Contest,” 
Chemical Co. 


The contest, held for the second} 


“American Look,” Chevrolet’s ne 
motion picture, has been awarded 
the George Washington Honor 
Medal by Freedom’s Foundation, 





|alleges it agreed on Feb. 17 to 
prepare advertisements, radio an-| 
nouncements and services for a fee} 
of $3,000. 


* * a 


Car Craft Goes Full Size 


Car Craft magazine, a Petersen 
publication, will go from pocket | 
size to full 8 by 11-inch format | 

| beginning with its July issue. The | 
| newsstand price will remain the | 


| same, 
* * * 


|Auto Ads Grow in Digest 


A record volume of automotive 
advertising appears in the April) 
|issue of Reader’s Digest, with 15| 
| different campaigns representing | 
| nearly every phase of the industry. | 


General Motors has four dif- 

| ferent advertisements in the mag- 
azine—for Cadillac, Chevrolet, 
Vauxhall and Opel. Ford Motor | 
Co. also is running in the issue, 
along with Chrysler Corp., with 
a page for Plymouth, and Stude- 
baker-Packard, with its campaign 
for Lark. 


A heavy schedule of automotive 
accessories and other related prod- 
| ucts include the first Digest adver- 
| tising of South Penn Oil Co. 
| (Pennzoil) and Dill Mfg. Co. They 
join Champion Spark Plug Co., 
| Quaker State Co., Simoniz, Pennsyl- | 
vania Refining Co, Monsanto 
Chemical Co. and Libbey-Owen- 
Ford in the April issue. 


The Digest’s record volume of 
| automotive advertising for April is 
| two times more than it has carried 
in any other issue of this year. 
| New-car advertising thus far in 
1959 is running 25 to 30 percent 
ahead of the corresponding period 
|of last year, officials said. 

7 7X > 


Carter Picks D’A rey 


| Carter Carburetor division of 
ACF Industries, Inc., has ap- 
pointed D’Arcy Advertising Co. to 
handle its carburetors and fuel 
system components advertising. 
The appointment becomes effec- 
tive May 1. 


* * * 


Appeal to Public 


Members of the Jackson (Miss.) 
Used Car Dealers Assn. have car- 
ried their appeal for recognition 
and confidence directly to the pub- 
lic in a 12-page tabloid newspaper 
supplement. 


The lead article in the publication 
said that “under a strict code of 
ethics, Jackson used car business- 
men are contributing to the growth 
of the city.” 

The association listed the follow- 
ing factors as contributions to the 
economic life of the community: 

Members of the organization em- 
ploy about 150 workers, not includ- 
ing management. 

These employes net approxi- 
mately $45,000 a month in salaries 
and commissions—or more than 
$500,000 per year. 

Almost 500 people are relying 
upon this income to provide their 
necessities. 

Total stock of the members of 
the JUDCA group is well over $1% 
million estimated on current hold- 








Valley Forge, 


ment 
understanding of 
way of life.” 

Produced and distributed by Jam 
Handy Organization, Detroit, the 
16 MM film has been seen by more 
than 3 million people during the 
first three months since its release 
as a wide-screen release. 

It is being made available for the 
free use of all organized groups 
after May 1. 


« * > 


TelePrompTer Gets Cadillac 


All creative aspects, as well as 
physical presentation, of model 
announcement meetings for Cad- 
illac will be handled by Tele- 
PrompTer Corp., it has been an- 
nounced by Irving B. Kahn, 
TelePrompTer president. 


> = * 


the American 


Personnel Changes 
Ray J. Mauer from assistant cre- 


|ative director to creative director 


of Geyer, Morey, Madden & Bal- 
lard, Inec., advertising agency, 
succeeding Wirt M. Mitchell, who 
becomes chairman of the creative 
plans board ... Leon A. Kreger 
from creative supervisor to vice- 
president in charge of creative 
marketing services for Wilding Pic- 
ture Productions, Inc., Chicago . . . 
Vernon R. Vincent to sales man- 
ager of Calvert Lithographing Co., 
Detroit ... Raymond Eyes from 
grocery products sales manager to 
eastern advertising manager of 
Redbook magazine ... Joyce H. 
Walker and Wayne D. Olson, both 
veteran employes, to administrative 
director and agency comptroller re- 
spectively of Richard N. Meltzer 
Advertising, Inc. 


c 


according to Dow 


a F*. 


Pa. The medal is¥ 
conferred “for outstanding achieve- J 
in bringing about a better§ 


year, is a sales-incentive program roll h 
for manufacturers, jobbers, and re-)§ are ii 
tailers of auto seat covers made of | and o} 
saran, the firm said, A total of 73) in Ne 
manufacturers and jobbers already/ servic 
| have entered the competition which § 
closes June 30. ; on 
* ~ * Mach 
Chevrolet Film Cited Teo 
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WHY 
Bound for Russia— eaten 
This 1959 Pontiac, earmarked for dis- Price 
play in the American National Exhibition 
in Moscow, is loaded aboard a freight cor 
at Pontiac for subsequent shipment from : 
New York. The Bonneville Vista, equipped v 
with the latest accessories, is one of six 
General Motors cars which will be dis- 
played during the six-week exhibition 131 
opening at Moscow's Sokoliniki Park in 160 


July. 
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Hoffman Offers $2 


(Continued from Page 12) 


Wilshire Bivd., Beverly Hills, 
Calif., rented annually for $30,- 
000, with two adjacent parking 
Jots leased for $9,000 a year. 
One-acre tract of land in Beverly 
Hills, on which a nine-room frame 
stucco house is being constructed 
for purposes of customer and 
© dealer entertainment. 
A company-owned house in West- 
chester County, N. Y., was sold to 


| 
& 


price was not revealed. 
* ~ = 
ROM a mere four employes 12 
years ago, the company’s pay- 


mi roll has soared to 184, of which 41 


‘e-—% are in the New York showroom 

of and office, 106 in the service facility 

739% in New York and 37 in sales and 

dy | service at Beverly Hills. The com- 

hy pany has a contract for 58 workers 
with the International Assn. of 
Machinists and considers its labor 
relations “satisfactory.” 

a Hoffman, who sold cars in Eur- 
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a VY 
WEIGHTLIFTER 


battery-powered hydraulic 
tailgates for pickups, stake 
and van trucks to 24 tons. 





*3 Sizes... 


Series 1000 (1000# cap.) for all 


pickups. Series 1100 (1100# 
cap.) and Series 1300 (1300#) 
for stake and van trucks to 2% 
tons. 


* Best Performance, 
Finest Appearance 


in the field. Rugged reinforced 


safety plate platforms, perform- 
ance-tested hydraulic system. 


* Competitive 
Prices... 


You can offer more real perform- 
ance features at lower cost with 
WATSON WEIGHTLIFTERS! Lib- 
eral dealer discounts, too ! 


WHY NOT MAKE EXTRA PROFITS on your truck 
sales? investi e the complete WATSON 
WEIGHTLIFTER line now. Write for literature, 
Prices, discounts; please address Dept. }4.4 
WATSON 


Lwarson COMPANY 


1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606 LASKEY ROAD, TOLEDO 12, OHIO 


H. S. 








| 


Mark Hoffman last July, Purchase | 


Million Stock ... 


ope until World War II, will re- 
ceive an annual salary of $75,000, 
under a 10-year contract negotiated | 
March 1, 1959, just prior to the | 
registration statement for the stock | 
issue, He was paid $68,000 last) 
year. 

Aggregate remuneration in 1958 | 
for Hoffman Motors directors 
and officers was $102,700, in addi- 
tion to which officers and em- 
ployes received bonuses of ap- 
proximately $16,730. 

Directors are as follows: 
Mark E. Hoffman, president and | 


|chairman; Thomas J. Kelly, vice-| 


president and treasurer, who heads | 
up sales; Karl Grassow, vice-pres- | 
ident and secretary, director of 
parts and service; Herman W.| 
Kohler, vice-president and West} 
Coast operations chief. 

Stephen P. Duggan jr., attorney | 
with Simpson Thacher & Bartlett; 
Andrew L, Gomory, head of inter-| 
national banking for Manufactur- | 
ers Trust Co., and William H. 
McElnea jr., member of Van Al- 
styne, Noel & Co., underwriter for | 
the stock offering. 

The above-mentioned officers and 
employes of the company are being 
offered 10,000 shares of common 
stock at $9 a share, which omits 
the 10 percent underwriters fee on 
public sales. 
| * 
S OF Dec. 31, 1958, Hoffman’s 

assets totalled $9,416,253, Nearly 


* - 





Wisconsin Finds 
Sales-to-Junking 
Ratio Climbs 9% 


| MADISON, Wis.—The ratio be- 
tween new cars sold and autos 
junked in Wisconsin last year was 
60 percent, up 9 percent over 1957, 
|}according to figures compiled by 
|the Wisconsin Automotive Trades 
| Assn. 

| In 1958, the association reported, 
|110,447 new cars were sold and 
| 65,852 old ones were junked, com- 
| pared with 137,865 and 70,886 in the 
previous, year. 


| Sales and junking figures for 12 
|years since 1940, excluding 1942 
| through 1948, were released so that 
|WATA members could have some 
|idea of the replacement market in 
| the state, a WATA spokesman said. 
The highest ratio (68 percent) 
| was reached in 1956, when 127,778) 
| were sold and 87,470 were junked, | 
|and the lowest (10 percent) in| 
| 1949, as sales hit 120,617 and junk- 
|ing totalled 12,828 units. 

In 1955, the best year for sales in} 
the 12 years, dealers sold 155,949 
|cars while only 51,252 were junked 
|—a ratio of 34 percent. In the sec- 
}ond best sales year, 1950, there 
| were 151,161 sales and 23,636 junk- 
ings for a ratio of only 16 percent. 


Sacramento Assn. 


Reelects Officers 


SACRAMENTO, Calif.— All offi- | 
cers of the Sacramento Automobile 
Dealers Assn, have been reelected 
for 1959, according to Don Engels, 
secretary. 

John Drew, John Drew Motors 
(Dodge-Plymouth), is president of 
the group, and Steve Beamer, 
Beamer Motor Co, (Studebaker), is 
vice-president. 

Directors are Lew Williams, Lew 
Williams Chevrolet; Dick Warren, 
Warren-Vivaldi (Pontiac); Roy 
Jacobes, R-J Lincoln-Mercury; 
Newton A. Cope, Newton A. Cope | 
Buick, and Don Ried, J. J. Jacobs | 
Motor Co, (Cadillac). 


3 Chrysler Plants Receive 


Awards from Safety Council 


DETROIT.—The National Safety 
Council has presented Awards of | 
Merit to three Chrysler Corp. plants 
in recognition of operating for a| 
combined total of nearly five mil- 
lion man-hours without a disabling 
employe injury. 

Plaques were presented to J. W. 
Stump and F. S. Mitchell, managers 
of the Vernor North and Eight | 
Mile Road plants in Detroit, and to | 
Roy Blasiola, manager of the Ohio | 
Stamping plant, Twinsburg, O. 
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Secrets of a Volume Importer 


$5 million out of last year’s sales 
was retained in earnings and added 
to capital surplus. 

Inventories at year-end amounted 
to $2,700,906, including $758,459 in 
parts and the rest in cars. This 
compared to a $2,980,756 inventory 
valuation at the end of 1957, in- 
cluding $505,711 in parts and the 
rest in cars. 

A steady decline in Hoffman’s 
used-car sales was not explained 
in the prospectus, Used-car turn- 
over brought in $364,649 in 1956, 
then slid to $224,140 in 1957 and 
to only $158,837 last year. 

The company estimated that 
service and parts constituted 5 
percent of its 1958 dollar sales. 
Revenue from parts and service 
has risen steadily, reaching a Hoff- 
man peak of nearly $2 million last 
year. 

An unusual feature of Hoffman’s 
agreement with Porsche is that the 
factory must consent to the im- 








Auto Show in El Paso (Tex.)— 


The El Paso (Tex.) Auto Dealers Assn. received the cooperation of Biggs Air Force 


porter’s taking on any other line/| Base in sponsoring its third annual auto show. The base's largest hanger was turned 


of automobile. 
exercised its veto power as yet. 


Porsche has not] over to the dealers for the show. Members of the planning committee included Kent 


Elliott, Capt. B. C. Stephenson, John McKeon and Norman Casner. 














DELIVER THE ACCURATE BALANCED TIRE 
PRESSURE THAT'S A “MUST” BEFORE 
ACCURATE WHEEL ALIGNMENTS 

CAN BE PERFORMED. 


Eco tireflators bring tires up to exact pressure 
desired in seconds. Precision-made automatic 
mechanism speeds up shop operation and improves 
front-end service standards. 


Accurate tire inflation is a one-step job with 

Eco Tireflators. No time-wasting “inflate and 
check” routine. No hunting for misplaced gauges, 
because there are no gauges to be lost. 


Let us show you how an Eco Remote Control or 
Wall Tireflator can modernize service in your 
alignment department. It will save you time, 
money and space, too! 


JoHN Woop COMPANY 


BENNETT PUMP DIVISION 
Muskegon, Michigan 


IN CANADA: JOHN WOOD COMPANY LIMITED 
Toronto * Montreal * Winnipeg * Vancouver 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Denver 

February new-car sales in Den- 
ver amounted to 1,808, compared 
with only 1,527 in January and 1,- 
240 in February a year ago. 

By makes, sales were: Chevrolet, 
583; Ford, 420; Oldsmobile, 101; 
Pontiac, 97; Rambler, 91; Plym- 
outh, 82; Buick, 55; Studebaker, 47; 
Dodge, 35; Cadillac, 34; Mercury, 
33; Renault, 28: Checker, 22; Volks- 
wagen, 16; Volvo, 14; Lincoln, 14; 


English Ford, 12; Hillman, 12, and | 


Simca, 11. 

Edsel, 10; Chrysler, 9; Vaux- 
hall, 9; DeSoto, 7; Imperial, 7; 
Austin-Healey, 6; Borgward, 6; 
Morris, 6; DKW, 5; Triumph, 5; 
Metropolitan, 4; Mercedes-Benz, 
4; Goliath, 3; Messerschmitt, 3; 
Opel, 3; Peugeot, 3; Porsche, 3; 


Alfa Romeo, 2; Berkeley, 2, and | 


miscellaneous, 4. 


New-truck sales numbered 254, | 


compared with 191 in January and 


141 in the year-ago month, By! 


makes, sales were: Chevrolet, 82; 
Ford, 59; GMC, 37; Willys, 20; In- 
ternational, 19; Dodge, 12; Ken- 
worth, 3; Studebaker, 3; English 
Ford, 2; DKW, 1; Volkswagen, 1, 
and miscellaneous, 15.—(Ira Alex- 


ander.) 
> > : 


St. Louis 

New-car deliveries in St. Louis 
for the period from Jan, 1 through 
March 14 numbered 10,955, com- 
pared with 7,403 in the correspond- 
ing period of last year—an increase 
of 47.9 percent. 

Both Chevrolet and Ford show 
substantial increases over last year, 
with Buick, Plymouth, Pontiac and 


| Mercury, Chrysler and DeSoto have 
declined. 

Biggest increases have been 
chalked up by Rambler and the 
foreign makes, 





With spring at hand, dealers’ 


Oldsmobile making smaller gains. | 


some cases, excellent results are 
indicated for March with prospects 
for improvement in April and May. 
—(Sam X. Hurst.) 

+ > 


| Providence 
| A total of 1,012 new cars were 
|sold in the Providence district in 
| February, compared with 1,415 a 
| month earlier. 
Ford continued to lead Chevrolet, 
|counting 262 to 215, and Rambler 
| squeezed into third place by one 
unit, recording 67 to Plymouth’s 66. 
Other registrations were: Olds- 
| mobile, 64; Cadillac, 55; Buick, 
| 49; Pontiac, 41; Volkswagen, 22; 
| Mercury, 21; Renault, 20; Stude- 
baker, 18; Chrysler, 15; Dodge, 
| 14; Hillman, 9; Edsel, 5; Impe- 
| vial, 5; Lincoln, 5; DeSoto, 4; 
Willys, 1, and miscellaneous, 54. 
New-truck registrations num- 
bered 90, compared with 122 a 
month earlier. By makes, they 





spirits generally are on the rise. In | were: Ford, 41; Chevrolet, 19; In- 














Larks Now Blossom 


In Springtime Colors 


SOUTH BEND. — Springtime 
colors of the Lark tie in with 
the sprightly pastel hues of the 
season’s fashions in women’s 
clothes, according to Duncan 
McRae, Studebaker-Packard 
Corp. stylist. 

He said S-P has added new 
warm-weather colors, all light, 
softened shades—cameo beige, 
Bahama blue, sea-mist green and 
bamboo yellow, Bahama blue and 
sea-mist green will replace the 
darker colors—Alaskan blue and 
Hawaiian green, he said. 


ternational, 12; Mack, 7; Dodge, 5; 
GMC, 2; Volkswagen, 2; Diamond 
T, 1, and Reo, 1—(Thomas L. 


| Forbes.) 


+ 7 . 
Cincinnati 


. | 
| Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 


week ended March 19 increased to 
1,997 units, an increase of 54 over 
the registration of 1,952 vehicles 
in the previous week and 452 over 


sales of 1,545 in the like week of | 


1958, 
A total of 795 new cars and 81 


Draws more traffic... 


Stunning Queensway Volkswagen in Toronto, Ontario, Canada, combines 80’ x 
40’ x 20’ Butler for sales in front, with a 100’ x 100’ x 20’ Butler for service in reer. 


CREATES MORE SALES 


A Butler dealership building is a great tonic for 
car sales. It helps dealers succeed in so many 
ways: striking appearance to attract attention 
and draw people inside, compelling display area 
that shows off cars. And inside, more usable 
space for sales and service with column-free 
interiors spanning up to 120 feet wide. 

Queensway Volkswagen in Toronto was look- 
ing for these kinds of advantages and you can 
see that they decided on Butler. They also liked 
the economical price tag, because it left more 
money available for working capital. 

You might find it hard to believe, but a build- 
ing like this costs less than other types of com- 
parable quality construction. That’s because the 


a> 


Manvfacturers of Metal Buildings © Equipment for Farming, Dry Cleaning, Oil Production and Transportation, Outdoor Advertising © Contract Manufacturing 
Sales offices in Los Angeles and Richmond, Calif. * Houston, Tex. * Birmingham, Ala. * Kansas City, Mo. * Minneapolis, Minn. * Chicago, III. © Detroit, Mich. ¢ Cleveland, Ohio 
Pittsburgh, Pa. * New York City and Syracuse, N. Y. * Boston, Mass. * Washington, D.C. * Burlington, Ontario, Canada 


pre-engineered, economically mass-produced 
Butler’ components making up the roof and 
frame save costly preliminary engineering and 
custom fabrication. Also, since the frame car- 
ries the building load, use of less expensive cur- 
tain walls is possible. They go up so fast that 
even further savings in time and labor result. 


This is the modern way, the lowest-cost way, to build 
well. Before you build, look at Butler Buildings. Their 
wide-open interiors make them easy to heat, light and 
ventilate. Their individualized beauty makes them 
ideal dealership buildings. Your Butler Builder has the 
facts. He’s listed under “Buildings” or ‘Steel Build- 
ings” in the Yellow Pages of your phone book. Call 
him, or write directly to the address below. 


BUTLER MANUFACTURING COMPANY 


7432 East 13th Street, Kansas City 26, Missouri 


new trucks were registered, com 
pared with 742 new cars and 
|new trucks in the previous week 


A total of 1,043 used cars and 
78 used trucks were registered 
compared with the 1,060 used < 
and 64 used trucks a week earlier, 

Repossessions totalled 42 units in 
|the week, or two less than in the 
| previous week and 17 less than in 
the like week of 1958.— (Frank 
Kappel.) 


* * 





Albuquerque, N. M. 


New-car sales in Albuquerque are 
|} up 317 over the first two months of 
| 1958. 


figures, 
| 1959, total of 549, compared with 
304 in February, 1958. 

Total for the first two months 
of the year is 1,092, as against 775 
last year. 

February sales were: Ford, 135; 
Chevrolet, 127; Rambler, 43; 
| Studebaker, 40; Pontiac, 28; 
| Plymouth, 27; Buick, 23; 
| cury, 20; Dodge, 18; Oldsmobile, 


The trend is up in the monthly : 
too, showing a February, 


f 
iH 


Mer- 7 


| 18; Edsel, 15; Cadillac, 13; Chry- | 


sler, 5; DeSoto, 5; Willys, 5; Lin- 
coin, 3, and miscellaneous, 22. 


112 units in February to bring the 
1959 total to 194. 
sales broke down this way: Ford 
47; Chevrolet, 40; Dodge, 14; Inter- 
national, 9, and White and Stude- 
baker, one each.—(John D. McKee.) 


February truck 


Goodyear Offers 
New Guarantee on 


Steel-Cord Tires 


AKRON.—A full service policy, 
believed to be the strongest backing 
of any tire product yet offered, is 
now available through Goodyear 
Tire & Rubber Co. dealers. 

The policy is given to car owners 
who buy tires equipped with the 
company’s Captive-Air Steel-Cord 
Safety Shields. 

These shields are used with four 
types of tires in the Goodyear line 

the Double Eagle, Custom Nylon 
Super Cushion, Blue Streak and 

| Suburbanite (winter) tires. 

O. E. Miles, vice-president of 
Goodyear’s trade sales, said the 
service policy on such tires equip- 
ped with steel-cord safety shields 
enable Goodyear to make this guar- 
antee: 

“If a Goodyear tire equipped with 
the company’s Captive-Air Steel- 
Cord Safety Shield ever goes flat 
from any cause, Goodyear will pay 
for road service, replace the shield 
at no cost and give full allowance 
for unused tire mileage if the tire 
is damaged.” 


Ex-Dealer Agrees 


To FTC Ad Order 


WASHINGTON.—Lester C. Carr, 
former Washington used-car 
dealer, has signed a Federal Trade 
Commission consent order, agree- 
ing to stop misrepresenting the in- 
| terest rates and guarantees on the 
|automobiles and other products he 
| sells. 

FTC had charged that he was 
|representing his interest rates as 
|bank rates when most of his cus- 
|tomers were required to pay fi- 
|nancing charges higher than those 
customarily charged by banks. He 
also was charged with representing 
his cars as fully guaranteed when 
they carried a limited guarantee 
or none at all. 

The consent order prohibits these 
claims and prohibits Carr from 
claiming that the Government cer- 
tifies or has any part in sales to 
servicemen. 


FTC Charges Californian 
With Misrepresentation 


WASHINGTON. —The Federal 
Trade Commission has charged 
Jack Morgan Watt, 140 Kansas St., 
El Segundo, Calif., and five con- 
cerns which he controls with using 
deceptive guarantees or other mis- 
representation to sell electric stor- 
age batteries, oil filters and battery 
additives. 

Products of the companies in- 
clude “Dri-Cell Batteries,” “Silicone 
Dri-Cell Batteries,” “Waterless Bat- 
teries,” “Silicon Waterless Bat- 
teries,” “Cadmium Battery Booster 
Pellets,” “Bronzoil Filters” and 
“Life-Long Batteries.” 





For views on retail auto distribution, 
read the Dealer Forum column on Page 3. 


Albuquerque truck dealers sold} 
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For First Quarter .. . 


Rambler, Lark Tops 
In Production Gains 


(Continued f 


Cadillac, 18.1 percent; Oldsmobile, 
11.4 percent; Chevrolet, .12.2 per- 
cent, and Buick, 7.6 percent. 
Only makers producing fewer 
cars than a year ago were Lincoln, 
of 7.2 percent, and Plymouth 

(hampered by parts shortages in 
the early part of the quarter) off 
§2 percent. 

On a corporate basis, Stude- 
paker-Packard was up 426 per- 
cent in total output over the first 
three months of last year; Amer- 
ican Motors climbed 143.5 percent; 
Ford Motor was up 37.9 percent 
percent; General Motors, rose 16.4 
percent, and Chrysler Corp., de- 
spite its early-in-the-quarter labor 
troubles and parts shortages, up 
128 percent. 

* = = 
XCEPT for Chevrolet and Ford, 
which again ran one-two in 
total assemblies, individual stand- 
ings of all makers were changed 
from the year-ago period. 

Studebaker climbed from 14th 
place a year ago to eighth place 
during the first quarter of this 
year to make the biggest move 
among the car manufacturers. 
Pontiac rose from sixth to third 
place. 

Rambler moved up from seventh 
to fifth; Thunderbird from 15th to 
13th, and Edsel from 17th to 15th. 
Showing the biggest decline in 
standings was Lincoln, which 
dropped from 13th place a year ago 
to 16th position during the first 
three months of this year. 
Plymouth dropped from fourth 
to sixth place; Buick from fifth to 
seventh, and DeSoto from 12th to! 
Mth. 

Oldsmobile fell from third to 
fourth place; Cadillac, from eighth 
to ninth; Mercury, from 10th to 
lith, and Imperial, from 16th to 
Tith. 


> . > 


'VVROLET retained its No. 1 
position with an output of 441,- 
989 cars good for 27.61 percent of 
total industry output during the 
first quarter of this year, but 
dropped 4.27 percentage points from 
& year ago, when it captured 31.80 
percent of total industry assemblies 
with 393,866 units. 

That, coupled with losses at 
Buick, Cadillac and Oldsmobile, 
gave GM a 5.52 percentage-point 
decline from the first three 
months of last year. 

GM still turned out better than 
half the cars made during the first 
quarter, its 806,470 assemblies ac- 
counting for 50.40 percent of total 
industry output. A year ago the 
corporation captured 55.92 percent 
of total industry production of 
692,611 units. 

Only other corporation showing a 











For First Quarter 


Output Shares 


1959 vs. 1958 








1959 1958 
Pos. Pct. Make Pct. Pos. 
1— 27.61 Chevrolet 31.80— 1 
2— 23.76 Ford 22.71— 2 
3— 17.25 Pontiac 6.07— 6 
4— 17.17 Oldsmobile 8.31— 3 
5— 6.26 Rambler 3.32— 7 
6— 5.98 Plymouth 8.15— 4 
7— 549 Buick 6.59— 5 
8— 3.13 Studebaker 0.68—14 
9— 2.88 Cadillac 3.15— 8 
10— 2.77 Mercury 2.82— 9 
ll— 2.62 Dodge 2.08—10 
2— 1.17 Chrysler 1.24—11 
13— 1.15 Thunderbird 0.62—15 
14— 0.96 DeSoto 0.88—12 
15— 0.86 Edsel 0.33—17 
16— 0.56 Lincoln 0.78—13 
1j— 0.38 Imperial 0.38—16 
18— ........ Packard 0.09—18 
100.00 Total 100.00 
Corporate Standings 
1— 5040 GM 55.92—1 
2— 29.10 Ford 27.26—2 
3— 1111 Chrysler 12.13—3 
4— 626 AMC 3.32—4 
5— 3.138 S-P 0.77—5 
100.00 100.00 


ht LL SSS 
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decline from a year ago was Chry- 
sler, off from 12.72 percent on 157,- 
650 cars to 11.11 percent on 177,797 
assemblies. 

Showing increases were AMC, up 
from 3.32 percent on 41,183 assem- 
blies a year ago to 6.26 percent on 
100,258 units this year; S-P, up 2.36 
points on the basis of 0.77 percent 
on 9,520 assemblies during the first 
quarter of a year ago to 3.13 per- 
cent on 50,076 cars turned out dur- 
ing the same period this year, and 
Ford Motor, up 1.84 points with 
29.10 percent on 465,758 cars this 
year, compared with 27.26 percent 
on 337,681 units a year ago. AMC’s 
American accounted for 23,890 units 


Ignition Systems 


In for Hard Study, 
Auto-Lite Says 


TOLEDO.—tElectric Auto Lite Co. 
said last week its first ignition con- 
ference indicated that the classical 
ignition system is in for some 
major re-evaluations. 

George Spaulding, Auto-Lite di- 
rector of research, said his firm’s 
recently introduced transistorized 
ignition system has already under- 
gone changes as a result of these 
conferences. 

Spaulding said the conferences | 
also revealed a renewed interest in 
special application ignition systems, 
such as the series-gap and conden- 
ser discharge systems. 

Based on the thinking expressed 
at the Auto-Lite conferences by en- 
gineering representatives of major 


| to 7.17 percent on 114,671 units. 





engine manufacturers and purchas- 
ers of ignition systems, Spaulding 
predicted that the immediate future 
could bring a variety of ignition 
systems instead of standardization 
on a single new system to supplant 
the present one. 


Auto’ Lite’s transistorized system, 
for example, was introduced as a 
single unit but will be available as 
a two-piece package allowing sep- 
arate mounting of the transformer 
and the heat sink, Spaulding said. 

Spaulding said he still considers 
Auto-Lite’s transistor switched 
transformer for ignition systems a 
“first-generation” design, Its broad- 
est significance, he said, is in the 
many ignition developments that 
will evolve from it. 


Repeat Sales Seen as Goal 
Of GM Service Program 


By Jack Weed 
Service Editor 

DETROIT.—While service is ao} 
cented in the new Guardian Main- 
tenance program announced by 
General Motors, the program will | 
have an important influence on re- 
peat sales of new cars. 

This factor brings the program 
into the competitive area and is 
expected to lead to adoption of 
similar programs by other mak- 
ers to promote quality service. 

Owner loyalty has declined in the 
auto industry in the postwar pe- 
riod. Doubtless there are many 
reasons for this, but certainly an 
important one involves owner sat- 
isfaction with the product. 

It is noteworthy that the pro- 
gram, which on the surface is a 
service promotion program, was 
announced by John F. Gordon, 
president of GM. This obviously 
was a move to give it stature with 
auto dealers, where it has been 
favorably received, as well as 
throughout the corporation. 

Gordon indicated that the pro- 
gram is designed to bring owners 
of General Motors products more 
driving pleasure, hetter perform- 
ance, lower operating costs and 
higher trade-in value. through 
proper care and service. 

“The tremendous engineering 
advancements which make to- 
day’s automobile so much easier, 
safer and enjoyable to drive,” 
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during the first quarter of this year. 
In the same period last year, 9,773 
Americans were built. 


* ca ok 

N AN individual basis, Ford di- 

vision was second to Chevrolet 
in overall output. Ford division, in- 
cluding Thunderbird, turned out 
398,722 cars to capture 24.91 percent 
of total industry assemblies, com- 
pared with 23.33 percent on 288,968 
units a year ago. 

Among other Ford Motor units, 
Edsel climbed from 4,060 units 
good for 0.33 percent of total in- 
dustry output in 1958 to 0.86 per- 
cent on 13,734 units during the 
first three months of this year; 
Mercury was off from 2.82 per- 
cent on 35,003 units a year ago 
to 2.77 percent on 44,353 assem- 
blies this year, and Lincoln was 
off from 0.78 percent on 9,650 
assemblies in 1958 to 0.56 percent 
on 8,949 units this year. Thun- 
derbird alone was up from 7,664 
units and 0.62 percent in 1958 to 
18,461 units and 1.15 percent of 
total industry output this year. 


A breakdown of GM operations 
showed Pontiac the only division 
with a. percentage-point gain over 
1958. 

Pontiac climbed from 6.07 percent 
on 75,225 assemblies a year ago to 
7.25 percent on 115,952 units this 
year, while Buick was off from 
6.59 percent on 81,587 units to 5.49 
percent on 87,791 assemblies this 
year; Cadillac declined from 3.15 
percent on 39,052 units to 2.88 per- 
cent on 46,117 units; Chevrolet 
dipped from 31.80 percent on 393,- 
866 units to 27.61 percent on 441,- 
939 units, and Oldsmobile sank 
from 8.31 percent on 102,931 units 


Chrysler Corp. saw two of its di- 
visions lose percentage ground from 
a year ago, while two others gained 
and one remained even. | 

A breakdown of Chrysler Corp. 
operations showed Plymouth, its 
biggest producer, fall from 8.15 per- 
cent on 100,981 assemblies during 
the first quarter of 1958 to 5.98 
percent on 95.683 units during the 
January-March period of this year; | 
Chrysler division off from 1.24 per- 
cent on 15,370 assemblies a year 
ago to 1.17 percent on 18,728 units 
this year; Dodge up from 2.08 per- 
cent on 25,786 units to 2.62 percent 
on 41,899 assemblies; DeSoto up 
from 0.88 percent on 10,856 to 0.96 
percent on 15,418 units this year. 
Imperial picked up 0.38 percent on 
6,069 assemblies this year, com- 
pared with the same percentage on 
4,637 units a year ago. 





$75,000 Fire Ruins Garage 

JONESBORO, Ark.—Fire caused 
damage estimated at $75,000 to the 
service garage of Patton Motor Co. 


Gordon added, “also make expert 
maintenance by factory-trained 
technicians more important than 
ever before. 
“General Motors and its dealers 
(Continued on Page 63, Col. 1) 








Wired for Motion— 


Looking for all the world like a man 
ready for a rocket launching countdown, 
a Chevrolet test technician is “wired for 
motion" with this scientific apparatus 
which records a driver's reaction to a 
truck ride. The instrumentation was de- 
vised by Chevrolet engineers for studies 
aimed at obtaining softer riding qualities 
in heavy trucks. 





Moretti—a Latin Lovely— 


Making its bow at the International Auto Show in New York is the Moretti Super- 
coupe, a two-seat hardtop from Italy. The Moretti, said to be capable of topping 


90 m.p.h., is priced at $2,995 p.o.e. 





Daimler Enters Sports-Car Field— 


The long-awaited Daimler sports car was unveiled at the opening of the Inter- 


national Automobile Show in New York. 


The Daimler “Dart,” built by the oldest 


auto firm in England, has a 2.5-litre V-8 engine developing 140 h.p. The four- 
passenger cor, which will retail at about $4,000 when it becomes availoble next 


yeor, features disc brokes. 


Daimler is the only company now in existence which 
| exhibited at the first auto show held in the U. S.—ot the old Madison Square 
| Garden in 1900. | 


Import Automobile Show 


Opens in New 


NEW YORK.—Billed as the larg- 
est auto exhibition ever held in the 
U. S., the International Automobile 
Show opened here last week at the 
Coliseum. 

Backers predicted that by the 
time the nine-day show closes 
Apr. 12, new records for both 
attendance and sales will have | 
been established. 

While exact figures are not re- 
vealed by the show management, 
exhibitors estimated last year’s 
show resulted in more than $25 
million in sales, with nearly 250,000 
paid admissions. 

Healthy gains in both categories 
are expected this year for two 
reasons: The vastly increased in-| 
terest in imports, and the 50 per- 
cent boost in show space. 

In something of a paradox, one 
of the most popular cars at the 
show is one developed by a‘ firm 
which does not even make auto- 
mobiles for sale (although its 
products appear on most Euro- 
pean cars). 

The car, of course, is the Vanwall, 
England's world champion grand 
prix racer, It was engineered, de- 
signed and built by Vandervell 
Products, Ltd., maker of automo- 
tive engine bearings, The Vanwall’s 
four-cylinder engine wrings more 
than 18 horsepower from each 
cubic inch of displacement. 

Another “hot” car at the show 
is the 1913 Peugeot which won the 
Indianapolis 500-Mile race in 1916. 

Technical purists visiting the 
show are entranced by a four- 
speed, silent, synchromesh gear box 
being shown for the first time in 
the U. S. 

The Comete transmission, man- 
ufactured by Pont-a-Mousson, a 
French industrial firm, is built of 
chrome-hardened steel and has 
extra-wide pinions machined to 
high-precision tolerances, Shafts 
are mounted on oversize ball 
bearings. 

True stars of the show, however, 
are the 600 models being shown by 


the five-dozen makers, 
= = a 


°59 Line of Scooters 


Shown by Lambretta 


i 

NEW YORK.— [Innocenti Corp., 
Milan, Italy, is displaying its 1959 
line of ‘LI’ Lambretta motor scoot- 
ers for the first time in this coun- 








York 


try at the Internationa] Automobile 
Show here. 


The 1959 ‘LI’ line, with 125-c.c, or 
150-c.c. engines, has the engine, 
transmission and rear-wheel as- 
sembly suspended as a single unit 
by a progressive helical spring 
combined with a hydraulic shock 
absorber. The four-speed transmis- 
sion and gearing system has the 
gears in constant mesh, which en- 
ables the driver to shift without 
using the clutch. 


Vertical-fin brake drums on over- 
size brakes are mounted on 10-inch 


| wheels. Front and rear brakes can 


be adjusted by hand without using 
a tool. 

Prices on the 125-LI will range 
from $382.50 to $419, according to 
the equipment. Price range on the 
150-LI will run from $422.50 to $459. 





Service Promotion— 


Don Maxwell, left, 16, Bell, Calif., has 
a week in which to reassemble this Plym- 
ovth engine, part by part, and have it 
running in order to win a 1959 Plymouth. 
Selected by Art Linkletter, right, to rep- 
resent all youngsters who have partici- 
pated in Plymouth's trouble-shooting con- 
test, Maxwell accepted the challenge while 
appearing on Linkletter's “People Are 
Funny” TV show last Saturday (Apr. 4). 
Aided by four classmates, Maxwell will 
apply what he has learned in the Bell 
High Scheol avto shop class as he at- 
tempts to get the job done before show- 
time Saturday (Apr. 11). 
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GE Consultant Worried . . 


AUTOMOTIVE NEWS, APRIL 6, 


Auto Laws Held Road to Controls 


ANN ARBOR, Mich.—The dealer 
day-in-court law and new-car price 
stickers have opened the door to 
politically popular efforts to in- 
crease government regulation of 
free markets, says a General Elec- 
tric consultant. 


Richard C. Holmquist told a 
University of Michigan sales con- 
ference last week that while the 
auto marketing laws were not 
necessarily of themselves objec- 
tionable, the question of extended 
government controls could halt 
progress in distribution efficiency. 


“Here we are beginning to see a 
further extension of that line of 
thinking which Congress has been 
following in recent years—a phil- 
osophy which tends to eliminate the 
need for the mutuality of obliga- 
tions in a contract and to substitute 
the will of a third force—the Gov- 
ernment—which is not a party to 
the contract,” Holmquist said. 

The speaker said congressmen 
had proposed extending the idea 
of the good-faith law to farm ma- 
chinery equipment, tires and ap- 
pliances. 

Price stickers have been applied 
to textiles and urged for shoes and 
appliances, he added. 

“There seems to be very little 
Objection to the auto labelling law 
and I'm not sure but what it serves 
a good purpose,” Holmquist said. 

He said, however, that cotton- 
textile stickers have proven a 


“headache” and appliance makers| 


are fearful of great confusion if 
a similar ordinance is adopted in 
Massachusetts. 

A proposal to give the Federal 
Reserve Board authority to re- 
impose credit controls “is back 
to haunt us again,” Holmquist 


said, The Senate bill on this sub- 
ject not only covers cars but: also 
appliances and farm machinery, 
he warned. 


Congress as well as in the White 
House of taking responsibility for 
a total budget, as well as being 
arrayed on the side of the angels 


He warned that election of just|on each specific proposal,” he de- 


a few more anti-big-business con- 
gressmen and senators could lead 
to “a rash of bills” with harmful 
effects on both sales and profits. 
Among these he cited. new limita- 
tions on government contracts, re- 
strictions on company size, right 
to buy laws, stricter anti-trust laws, 
and laws regulating advertising. 

He suggested this trend could be 
combatted if business firms united 
behind positive proposals affecting 
their working environment. He also 
recommended that individual busi- 
nessmen make their views known 
to their congressmen. 

Prof. Paul W. McCracken, of 
The University of Michigan, in his 
first public talk since leaving the 
President’s three-man Council for 
Economic Advisors, said that ac- 
ceptance of “creeping inflation” as 
an objective of national economic 
policy “would put vigorous and or- 
derly economic growth in jeopardy.” 

He recommended an assault on 
the long-term threat of inflation. 
Congress, he said, should amend 
the Employment Act to include 
“reasonable stability” of the gen- 
eral price level as one objective 
of policy. At present, the Act 
cites maximum production, em- 


as national economic objectives. 

He called for reforms in federal 
budgeting procedures. The Presi- 
| dent, he said, should have the power 
| of item veto, while Congress should 
| have some means for passing on 
the total budget as well as on each 
specific item. 
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costs rather than corporate profits 
lay at the root of this problem. 
He said: “The evidence does not 
suggest that ‘excessive’ profits gen- 
erally have played a very large 
role in the rise in the price level 
that began in 1955. We would be 
less than candid with ourselves if 
we were to approach this problem 
on the assumption that pricing 
practices of business constitute the 
major general source .. . of infla- 
tion.” 


Chrysler Aims to Fabricate 
Half of Its Auto Glass 


DETROIT.—Chrysler Cofp. will 
fabricate a large part of its own 
automotive glass beginning early 
in 1960, L. L. Colbert, Chrysler 
president, announced last week. 

Colbert said windshields, back- 
lights, windows and other glass 
parts will be produced in the com- 
pany’s McGraw plant in Detroit. 
This plant formerly was a stamp- 
ing facility. 

Eventually, he said, the plant 
will supply about 50 percent of 


bert said Pittsburgh Plate Glass 


declined comment on the impact 
of Chrysler’s integration plan. 

Chrysler Corp. has estimated that 
it lost about 100,000 units of produc- 
| tion because of a 16-week strike at 
| Pittsburgh Plate Glass last winter. | 

“This multimillion-dollar glass 
facility will be the best equipped | 
in the industry and represents an-| 
other important step in the com-| 
pany’s forward program to produce 
the industry's highest quality cars| 
and trucks and maintain a continu- | 
ing flow of our products to our 
| dealers,” Colbert said. 

He said about 400 people will 
be employed at the plant when 
it goes into full production. 
Chrysler will purchase raw glass 

from outside suppliers, Colbert 
said, then use its own tooling,| 
equipment and employes to cut, 
bend, temper and laminate this) 
glass to required specifications. 
Stamping equipment is now be-| 
ing removed and the company will | 





Congress’ Study 
Of U.S. Economy 
Resumes Today 


WASHINGTON. — The second 
phase of the Joint Economic Com- 
mittee’s broad inquiry into the| 
nation’s problems of economic | 
growth will get underway tomor- 
row (Apr. 7), Senator Paul Douglas, 
Illinois Democrat, chairman, an- 
nounced. 

These hearings unquestionably 
will command wide attention since 
it is believed that the committee’s 
findings and conclusions will be 
found of immeasurable interest to 
all industry and trade, and the im- 
pact, it is hoped, will result in wide 
business benefits. 

This inquiry is viewed here as 
the biggest economic study in years 
and the task of the second stage 
will be to review the historical 
changes in measures of the per- 
formance of the American econ- 
omy, such as production, employ- 
ment, unemployment, prices, 
money supply, real wages and other 
income, productivity, capacity, and 
Government receipts and expendi- 
tures. 

Some additional details of the 
committee’s purpose will be found 
in the Automotive Washington col- 
umn on Page 19. 

During this week five outstanding 
economists will be heard, They 
are: 

Tusespay—Dr. Raymond W. Gold- 
smith, professor of economics, New 
York University, on “National 
Product and Income — Long-Term 
Trends.” 

WepNespay — Solomon Fabricant, 
director of research, the National 
Bureau of Research, on “Measures 
of Production and Productivity.” 

THurspaAy—Dr. Ethel D. Hoover, 
chief of commodities and services 
branch, Bureau of Labor Statistics, 
and Dr. George Taylor, professor 
of economics, Amherst College, on 
“Prices, Wholesale and Retail.” 

Froay — Dr. Moses Abramowitz, 
professor of economics, Stanford 
University, on “Long Swings in 
U. S. Growth.” 





the company’s glass needs. Col- | 


Co. will continue to be a major 
supplier, but the glass producer | 


begin installing glass-fabricating 
machinery in June, he said. The 
plant contains 278,000 square feet 
of floor space. 

Colbert also said Chrysler is 
stockpiling enough steel to com- 
plete production of ’59 models 
and for 45 days of ’60 model pro- 
duction, 

Discussing a smaller car, he de- 
clared that if Chrysler decides to 
enter the field the car probably 
will be built in a plant in the De- 
troit area. Dodge Main has been 
| mentioned frequently. 

He added that “tens of millions” 
| have been spent developing a pro- 
| posed car with a new engine. 

“It will have the same number 
of body panels as the Plymouth,” 
he continued, “but it will weigh less 
because it will have less glass and 
steel and more light metals.” 

Colbert said there was no truth 
in the rumors that the DeSoto 
line will be discontinued. He also 
said the firm is considering a 





return to the auto-financing field. 


| 

Colbert had just returned from| 
a nationwide series of meetings! 
with dealers and field representa- 
tives, and reported dealers “are in| 


| the best frame of mind of any 
| since I have been president of the| 


company.” 

He added that Chrysler is hoping | 
to rise to a 20 percent share of! 
the market for the ‘59 model. The) 
firm’s share slipped to 10 percent! 
during the glass strike but now has 
moved up to 10 percent, he said. | 

On another theme, Colbert said | 
Prudential Insurance Co. hasn’t 
indicated any change in its atti- 
tude toward Chrysler manage- | 
ment. 

“They have no interest in run- 
ning Chrysler or having representa- 


| tion on the board,” he added. “All| 


they want is to earn the interest 
on their $250 million loan to Chry-| 
sler.” 


Defense Rests 


In GM-Du Pont 


Stock Hearing 


CHICAGO.—Du Pont last week 
completed presentation of the de- 
fense case in the Federal Court 
hearing on a Government plan for 
the divestiture of Du Pont’s 63 
million shares of General Motors 
stock. 

The Government's rebuttal of the 
defense case was scheduled to begin 
today (Apr. 6). 

The hearing is being held to 
determine a method to divest Du 
Pont of its GM holding. The Su- 
preme Court has ruled that the 
holding is contrary to antimonopoly 
laws and called on the lower court 
to set up some means of divestiture. 


Georgians to Hear 


6 Top Speakers 


ATLANTA.—Varied segments of 
the auto industry will be repre- 
sented by speakers at the annual 
convention of the Georgia Auto- 
mobile Dealers Assn, here May 10- 
12, 

Byron J, Nichols, group vice- 
president of automotive sales for 
Chrysler Motors Corp.; H. L, Galles 
jr., NADA president, and John E. 
Murdock, Murdock Acceptance 
Corp., Memphis, will be featured at 
Monday meetings. 

S. A. Skillman, general sales man- 
ager of Studebaker-Packard, T. J. 
O’Neil, of the dealer policy board 
of Ford Motor Co., and Alfred 
Fosh, an auto dealer in London, 
England, will highlight Tuesday’s 
program. 
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Simca Reports The 
— 
Profit for Year 

DETROIT.—A net profit of $3,- 4 
141,226 after taxes on sales of $422,- 

438,331 was reported by Simca for 4 
last year. 

The company’s annual report Epit 
contained no comparative figures in a 
dollar terms for 1957. However, ‘\ie an 4 
Simca’s unit sales of cars were tin 
listed as 206,751 last year, up fromm Be 
the 174,035 for 1957, Se 

The annual report said that sales” 
stockholders would be asked to@ (jit, 
ratify the election of Louis B. mand: 
Warren as a Simca director. want 
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No bolts, no screws to fool with when 
changing your dealer's plates on your 
demonstrators or used cars. 


LICENSE PLATE HOLDERS 
will hold them firmly in plece for your demonstration 
rides. 

% Wil Not Bounce or Slip Off 
% Wil Not Scratch 


| set of 4 rubberiaed magnets with 
atachmenw 


5 sets of 4 cach 








Setsiachon guaranteed 


Send your orders today to 


Inquiries Invited 


QUANTITY PRICES Om REQUEST 





WOULD YOU SPEND 
$29.75 


To Fill Your Showroom 
and Lot with Live 
Prospects? 


More Than 4,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Pian" to increase Sales. 


Write for Free Samples and 
Details of this AMAZING PLAN 
and other specialties 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 








A PORTABLE ALL-STEEL 


fist BUILDING 
for your 
~ CAR 
—*—._ LOT 


DELIVERED FULLY ASSEMBLED and EQUIPPED 






Here’s an attractive, all-steel building that 
we deliver to your lot and set on your 
prepared foundation. Attach utilities and 
neh in business. Simple to move to new 






ocation as business shifts. Includes heat- be 
ing and air conditioning; available in ie 
several sizes. Write for complete details. 
VALENTINE MFG., INC. | pic 

P. ©. BOX 667-N WICHITA, KANSAS fis 
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The Man Behind the Wheel . . . 





Epiror’s Note: This is another 
in a series of articles which 
will report factual results of road 
testing new models. The goal is 
to develop sales ideas that may 
be put to use by dealers and 
salesmen. Articles will be written 
with the idea that dealers, sales 
managers and salesmen may 
want to show them to their pros- 
pects, since the material origi- 
mates from an impartial source. 

* * 


* 
By L. H, Houck 


Travelling Correspondent 


EW thrills surpass that of step-| 


ping into a new truck and put- 
ting on its first miles, There’s 
anticipation and great expectations 

wondering whether or not the 
yehicle will come up to your pre- 
conceived notions. 

So I was elated when Neil 
McKay, GMC dealer in Jefferson 
City, Mo., phoned to say that 
GMC Truck & Coach division 
had dropped off a new 100 pickup 
for my use. 


It was a beautiful vehicle with | 


dean lines and a comfortable look, 
light blue in color, The speedom- 
eter showed 10 miles. 

It had been some time since I 
had a standard transmission and a 
six-cylinder engine on the road, 
and I wondered if driving so many 
automatics would make it difficult 
to pick up the knack of using the 
dutch. 


* * 


Straight Stick No Problem 


Bt any fears I might have had 
were unfounded because, thanks 
to the GM synchromesh transmis- 
sion, I got away without clashing 
gears and found the transition easy 
and enjoyable. 

I'm sure that anyone who has 
an automatic for a family car and 
who wants a straight-stick pickup 
for a utility vehicle will find it 
equally easy to drive. Alternating 
between the two types of trans- 
missions during the two weeks I 
had the truck caused not the 
slightest confusion, much to my 
surprise. 

The engine was willing but you 
could tell it was new and fairly 
tight, so I drove the truck empty 
on a series of short trips until I 
had accumulated 400 miles, With 
each passing mile you could feel 
that GMC six smooth out, 

I liked the big, roomy front seat 
in this pickup and the fact that all 
the controls seemed designed for 
handy use. 

For example, the heater was a 
fast-heating efficient unit with one 
control. For the fan you pull out 
the knob, and for the defroster you 
reach over with your right foot 
and turn it on and off. 

That’s just right—you're driving 
along and your windshield fogs up, 
so you flip on the defroster with 
your right foot and pull out one 
knob and you've got the full force 
of the fan clearing that windshield. 

° * + 


Effortless Cruising at 60 


E time had come for a trip,| 


so I loaded up with camera and 


luggage and headed for Southeast | 
7 * - 





Road-Shock Damper— 


The road-shock damper, an optional 
feature on the GMC 100 pickup, is a 
metal weight suspended in the cylinder 
by heavy springs top and bottom. It is 
mounted on the front wheels on bolts 
attaching the backing plate and steering 
Plate to the steering knuckle. The weight 
is free to vibrate vertically, and it damp- 
ens axle vibrations set in motion by road 
shocks. 


| 
Sales Testing the GMC 100 Pickup — 


Missouri, Southern Illinois and a 
little nip of Kentucky. 

| I was unprepared for the im- 
provements that have been made 
|in six-cylinder engines. It used to 
|be said that if you could get a 
| prospect out of a six and into an 
| eight, he would never be happy 
|} again with a six. You'd better for- 
| get it. 

This GMC 100 seemed to be 
| happiest when it was cruising 
| effortlessly along the highway at 
60 or 65. It was comfortable be- 
hind the wheel, The big brakes— 
hydraulic, of course—were sensi- 
| tive and fast. A big, comfortable, 
| ecurved-handle emergency or 





parking brake under the dash 
held when needed for parking on 
a slope. 

But a truck, we must remember, 
is a work rig, built for hauling 


loads, for rough roads and ever so 
* = * 


Zenith Carburetor— 


The GMC pickup tested by Automotive 
News had a Zenith downdraft carburetor 
thet has been used successfully by Voux- 
hall. it ties in the choke with the throttle 
plate so that high idle speed con be set 
with the choke lever on the instrument 


panel for warmup. 
* * * 


many chores that the pleasure car 
never learns about. 

Jack Weed, Avtomotive News’ 
truck and service editor, had told 
me this unit would be equipped 
with a revolutionary road damper 
that made it possible to drive 
helter-skelter over ruts and even 
plowed ground with a smoothness 
heretofore unknown, Id tried this 
but slightly. « «+ ~* 


Road Boss Impressed 


OW I had come to a large con- 
struction job where contractors 
were excavating for a new high- 
way. I asked the superintendent if 
he would mind if I tried out these 
new road shock dampers on his 
| construction job. He not only didn’t 
mind, but asked if he could go 
along. 
We tried it rather gingerly at 
first but then we took it over this 
rough terrain at speeds of 40 to 50 


Truck Tested: 
GMC 100 PICKUP 


Model: GMC 100, GVW 5,000 
pounds. 

Engine: Type 270, six-cylinder 
OHV. Displacement, 269.5 cubic 
inches; bore, 3-25/32 inches; 
stroke four inches; maximum 
gross horsepower, 130; maxi- 
mum recommended engine 
speed, 3,400 r.p.m.; compression 
ratio, 7.75 to 1; regular gasoline. 

Transmission: Standard, three 
speeds forward and reverse with 


shift lever on steering column. 
GM Synchromesh 318, 


Clutch: 
dry disk. 

Optional accessories: Roa d- 
shock damper on front wheels, 
heater and defroster. 

Dimensions and _ capacities: 
Gas tank, 17% gallons; crank- 
case, eight quarts or 9% quarts 
with new filter; wheelbase, 123% 
inches, 

Rear Axle: Spicer 45 hypoid, 
Hotchkiss drive type. 

Tires: 7.10 by 15 four-ply tube- 
less, Royal Safety 8, 


10-inch, single plate, 








with surprisingly good results, In | & 
fact, we could go over this kind of | 
ground more comfortable at higher 
speeds than other vehicles. 

This truck-wise super, who had | 
spent half his life in a pickup, | 
asked if he might try it on his own | 
pet route. 

So I turned the wheel over to 
him and rode as a passenger 
while he started from one end 
of the six-mile job to the other. 
Down through a cut he shot to 
| eonfer with a grading superin- 
| tendent where a power shovel 
was loading rock into GM Euclid 


- dumps. pany called St. Louis about a new , thing to finish the test trip home,” 
en up around what seemed to) pickup for one of its most adamant |I said. “I’m allergic to shovel 
be an almost impassable trail up| and contrary superintendents. |handles, so how about having one 
sedins oe = a — were i of these power shovels drop a suit- 
ching Gown Diast holes. able load in the back.” 

| Back at the highway, he pro- Road-Shock Damper . That’s where that load of rock 
nounced it the smoothest front end Bt I wasn’t through with the) and clay in my back yard came 

wrinkle-faced man in the ed 


SPT se simian 





Roomy Cab, Pleasing Lines— 


L. H. Houck, Automotive News sales-tester, found his GMC 100 “a handsome pickup 

with a roomy cab and pleasing lines—a rig that is willing and able to do a husky 

job of hauling.” He hod high praise for the six-cylinder, 130 horsepower engine. 
* * * * * 





he ever had experienced on a from and that load, estimated at 
straight-axle pickup, and that is 1,200 pounds, taught me about 
why a certain construction com- (Continued on Page 64, Col, 1) 


hat. 
“I need a half-ton load in this 





an engineering advance 
B of importance to all 
| multi-stop delivery 
vehicle users 


© WORKHORSES IN MINIATURE 
® GIANTS IN DEPENDABILITY 
® LEADERS IN ECONOMY 


FOUR MODELS 


Capacities from 150 to 300 cubic feet 
Wheelbases from 96 to 118 inches 


FEATURING ~ 
FULLY UNITIZED 
CONSTRUCTION 


Chassis support members and body com- 
ponents are built as a single integral unit. 





UNIQUE STEEL-FRP* 
CONSTRUCTION 
An engineered combination of economical 
STEEL with lightweight, weatherproof 
"FIBERGLASS REINFORCED PLASTIC, 
utilizing the best properties of each. 


REMOVABLE POWER BOGIE 
Engine and front axle assembly on a sub- 
frame are rapidly removed for service or 
change, reducing vehicle downtime. 


LARGE LOAD AREA 
Parallel loading, suitably sized to vocational 
requirements, with square wheelhousings and 
recessed side doors. 


TRANSLUCENT ROOF AREAS 
—MONTPELIER offers daylight conditions in 
the loading compartment—through the use 
of integral translucent light areas in the ceil- 
ing of the lightweight Fiberglass Reinforced 
Plastic (FRP) roof assembly. 


FULL SIDE AISLE 


Spacious side aisle across driver's 
compartment at low-step level for maximum 
accessibility. 


STEEL plus FRP plus MONTPELIER WORKMANSHIP equals BEST BODY BUY 





WRITE, WIRE or CALL FOR COMPLETE INFORMATION 


THE MONTPELIER MANUFACTURING COMPANY 
MONTPELIER, OHIO e Telephone &-3161 
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Cowes 


Auto Makers Play Safe on Steel 


(Continued from Page 4) 


hit just as most of the 1959-model 
run is nearing an end. 
* * * 


Ford Produces Steel 


oo pinch for steel will not be | 
as acute at Ford. It produces 
50 percent of its own steel needs) 
at the Dearborn plant. 

Ford’s steel plant is manned 
by United Auto Workers and not 
the Steelworkers and so would 
not be affected as drastically by 
a steel walkout. 

“We would not be hurt in the 
early stages of a steel] strike,” a 
Ford spokesman said, “but if it 

were prolonged, it could have some 
bearing on production.” 

GM follows a practice of buying | 
materials for 90 days in advance | 
and reviewing estimates every 30) 
days. 
The result of stockpiling has been | 
booming production in the steel 
mills, Industry sources expect a 


DISTRIBUTORS! 


record high production for the 
second quarter of this year. 


Most observers agree there is 


|bound to be a cutback in steel 


production during the third quar- 
ter—whether it is forced by a strike 
or by the desire of steel consumers 
to use up their stockpiles, 

7 * > 


Ohio Approves SUB 


ee the way has been 


cleared for jobless steel and 
auto workers in Ohio to collect 
integrated unemployment compen- 
sation and supplementary unem- 
ployment benefits under union 
contracts. 

Gov, Michael V. Di Salle has 
signed a labor backed-bill per- 
mitting jobless workers to draw 
state compensation and SUB at 
the same time. The bill affects 
the status of some 250,000 work- 
ers. 

Opponents of integrated SUB and 
compensation programs are talking 
of plans for a campaign to put the 


DEALERS! 


Equip Any Truck or Trailer Body With 


Aeroquip Cargo 


Control 


System 


MORE PROFITS FOR YOU AND 
YOUR CUSTOMERS 
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issue to a referendum vote, and a 
court challenge of the new legisla- 
tion is threatened, Unless the court 
test materializes, SUB payments 
will become legal June 1. 

President Eisenhower signed into 
law last week the bill extending 
the temporary Federal unemploy- 
ment compensation program to 
June 30. 


Misleading Ads 


Draw NADA Blast. 


Many Abuses Noted 
In 5-Area Survey 
(Continued from Page 2) 


opportunists who care little for 
their future business or for the 
public they serve.” 

Mitchell noted that the NADA 
survey found that one make in one 
area studied was completely free 


| of deceptive ads. 
> 


| 
| 


* . 


“AN INVESTIGATION showed 

that the field manager of this 
|make had written a strong letter 
to dealers regarding advertising 
| and was actively working to keep 
|} such advertising from being used,” 
| Mitchell said. 


“Unfortunately, many factory 
field men have not been as fully 
informed as the one who is actively 
cooperating to rid the country of 

| bad advertising.” 
Chairman Cooper declared: 
“NADA, with the support of top 
| factory officials in Detroit, is 
determined that our products and 
our industry will not be degraded 
by false, misleading and deceptive 
advertising.” 


He urged dealers to send copies 
|of ads which seem to fall in these 
categories to NADA Headquarters, 
2000 K. St. NW, Washington 6, 
dD. Cc 

“These ads will be examined 
carefully,” Cooper said, “and if they 
are found to be detrimental to the 
industry, we shall make sure that 
copies of them are placed in the 
hands of individuals who will take 
steps to get them stopped.” 


Michigan Asked 
To Probe Dealer 


Warranty Policies 


LANSING.—The Michigan House 

has been asked to create a special 
committee to investigate auto 
dealer policies and practices, with 
| particular attention given to new- 
| vehicle warranties and services. 
A bi-partisan group of legislators 
sponsored the resolution requesting 
|} the inquiry. Josephine D. Hun- 
singer, Detroit Democrat, was the 
chief sponsor. 

“The great majority of such deal- 
ers merit excellent reputations for 
fair and equitable policies and prac- 
| tices in such commerce,” the resolu- 


tion stated, “but there is increas-| 
ing evidence of numerous excep-| 


tions, which appear to constitute 
injustice without recourse for pur- 
chasers.” 

The resolution proposed a five- 
member committee, which would 
report back to the 1960 session of 


the legislature after holding ses-| 


sions this summer and fall. 

Other sponsors of the proposal 
represented Detroit and outstate 
rural areas. 


Chrysler Names 
Dealer Loan Chief 


DETROIT.—Floyd J. Dugan, 39, 
has been appointed director of 
Chrysler Corp.’s five-year-old dealer 
enterprise office. He formerly was 
manager of dealer sales for the 
company’s MoPar division and 
more recently director of sales 
planning in the general sales office. 

Dugan joined Chrysler Corp. in 
1953 as a district manager for 
Dodge in Cincinnati. He succeeds 
R. W. Shanklin in the dealer fi- 
nancing post. Shanklin has been 
transferred to Chrysler’s automo- 
tive sales group. 


Arizona Dealers Install New 
Newly elected officers of the Arizona 


Leaders— 


Automobile Dealers Assn. are, from left, 


Lovis V. Mason, DeovJglas, president; Walter Bennet, Flagstaff, vice-president, and 
| Robert J. DeRosier, McNary, secretary-treasurer. Board members include J. G. Lang- 


| ham, Globe; Carl Reinemund, Safford; Harold Smith, Clifton; C. M. Berge, Mesa; Roy 
| Dunton, Kingman; Bert Hatch, Winslow; Dean Coulter, Phoenix; Robert W. Paulin, 
| Tucson; James Garrett, Coolidge; Mel Spencer, Nogales; Quenton Craft, Prescott, 


| and William M. Clay, Yuma. 


How New Financial Forms 
Aid GM, Ford Dealers 


(Continued from Page 3) 


direct expenses, $40,000—Operating 
profit, $60,000. 

Parts and accessory sales, $450,- 
000; cost of goods sold, $400,000; 
direct expenses, $10,000—Operat- 
ing profit, $40,000. 

The operating profits are added 
for a total of $250,000 and the $10,- 
000 in administrative expenses is 
deducted to give the dealership a 
net profit of $240,000. 

These departmental 
profit figures will tend to give a 
picture of the profit contribution of 
each department, making each de- 
partment “stand on its own feet.” 

However, one Detroit accounting 


expert pointed out that the system | 


has a pitfall for the dealer who 
does not exactly allocate all ex- 
penses. In cases where expenses 
are not allocated carefully to the 
department that incurs them, large 
sums will be charged to adminis- 
trative expense. 

This would result in healthy- 
looking profits for the operating 
departments and a less-healthy 
profit for the entire dealership 
after the heavy administrative 
expense total is deducted. 

A GM official explained that the 
company is urging dealers to prop- 
erly allocate expenses as a part of 
the improved accounting program. 

* = 


ILE the Ford financial state- 

ment form includes much the 
same information as the old form, 
it is improved in two ways: 

1. A number of mechanical im- 
provements have been made, The 
form is on one page for easy com- 
parison with previous months, It is 
easier to type, fill in and file, 
cutting clerical costs. 

2. The form has spaces for 


Ante Credit Total 
‘Leaps $68 Million, 
Tops January 


(Continued from Page 2) 


trading days in February com- 
pared with January, the increase 
in auto buying on credit is even 
greater on a “per-day” basis. 

While the extension of auto loans 


$47 million. 


in February amounted to $1,190 
million, compared to $1,224 million 
in January and $1,219 million in 
February, 1958. 

Of the auto credit outstanding 
on Feb. 28, commercial banks had 
extended $6,232 million, up $54 mil- 
lion during the month and off $8 
million from the year-earlier figure. 

Finance companies held $6,394 
million of the auto paper, up $3 

million in the month but off 
$843 million in the last year. 
Other financial institutions held 
$1,170 million, up $9 million in 

the month and a gain of $81 mil- 
lion in the last year. : 

The auto dealers held the remain- 
ing $427 million, up $2 million in 
the month and off $37 million in 
the last year. 





operating | 


went up by $10 million between | 
January and February, the volume) 
of loans for other consumer goods, | 
such a8 appliances, went down by| 


The volume of auto credit repaid | 


comparative figures to assist the 
dealer in managing his company. 
When the dealer is filling in his 

monthly form, he prepares a num- 
ber of ratios which give some in- 
| dication of operating success. For 
|instance, he determines his gross 
profit per new car sold, his pre- 
| delivery expense per new car sold, 
| his parts and service salaries as a 
percent of department's sales, etc. 
When his form is submitted to 
the district office, the dealer’s 
results and the results of dealers 
of like size in the district are 
averaged, These averages are 
then imprinted on a copy of the 
dealer’s own statement and re- 
turned to him. 

Thus, by the middle of any 
month, he has figures showing him 
exactly how his operations in the 
previous month measure up to the 
district averages. The system gives 
the dealer a fast source of com- 
parative figures without any addi- 
tional work on the dealer’s part. 


APRIL — USO MONTH 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 





Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Apr. 4, Week, March 28, Output, Apr. 5, Apr. 4, 
1959 1968* 1959* March* 1958* 1959 
AMERICAN MOTORS 
 _ _ 8,590 3,054 7,137 35,568 43,548 105,994 
CHRYSLER CORP. .... 23,400 9,764 20,848 100,156 166,616 192,396 
Chrysler . 2,150 1,057 1,905 8,593 16,626 20,045 
DeSoto 1,650 28 1,564 7,350 10,751 16,403 
II, -sccineveveecerctecqusteiens 4,900 443 4,566 23,002 25,726 44,751 
Imperial ........ * 500 306 475 2,321 5,037 6,358 
Plymouth .. 14,2005, 7,930 12,338 58,890 108,476 104,839 
FORD MOTOR . 35,030 16,847 32,316 156,042 351,292 487,753 
IIL, \dinepeeusescninamensemewees 890 390 883 4,035 4,288 14,268 
Ford ......... — . 29,450, 15,096 27,669 130,526 293,612 - 398,880 
Thunderbird .... 1,385 952 1,254 6,351 8,387 19,301 
Lincoln .... 620 409 556 2,821 10,002 9,321 
SEE cxsdscsrcerccevnesnenses 2,685 poieiaeines 1,954 12,309 35,003 45,983 
GENERAL MOTORS .. 62,040 33,558 57,827 266,382 719,716 843,505 
So 773 3,828 24,415 81,844 90,316 
Pe 3,215 3,379 14,862 41,573 48,122 
Chevrolet .......... . 35,700) 25,986 34,567 150,453 415,255 463,362 
Oldsmobile 9,034 3,064 7445 37,838 105,392 . 120,297 
Pontiac 9,400 » 520 8,608 38,814 75,652 . 121,408 
-P CORP. 
Studebaker . 3,693 1,084 3,704 17,937 9,363 52,519 
Total Cars, U, S.** ....132,753 64,307 121,832 576,085 1,291,690 1,682,167 

















Revised. 


Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 























Week Week Jan. 1 Jan. 1 
Ended Same Ended Total Toe To 
Apr. 4, Week, March 28, Output, Apr. 5, Apr. 4, 
1959 1958* 1959° March* 1958* 1959 
GAEVROLET ................. 8,400 6,495 7,990 33,356 79,365 105,690 
DIAMOND T 140 107 146 612 1,484 1,862 
es 80 58 103 344 793 853 
DODGE 1,700 1,030 1,719 7,688 14,293 23,564 
ED: --dhcisnecntetenamenapsbapnntio 7,260 3,621 7,087 29,597 63,118 87,282 
GMC chee 1,715 1,162 1,336 7,581 17,526 23,944 
INTERNATIONAL 3,300 1,802 3,258 14,487 29,444 34,791 
MACK *** “— 360 292 292 1,512 4,104 4,613 
STUDEBAKER . 250 118 270 1,536 1,897 4,511 
WHITE*** 400 348 408 1,766 4,856 4,904 
WILLYS ; . 2,350 1,798 2,371 10,949 21,097 30,918 
MISCELLANEOUS** .. 93 85 B4 392 713 1,048 
Total Trucks, Uv. ieee 26,048 16,916 25,564 109,820 239,190 323,980 
Total Cars, Truck > <a 
U. as soseesessneseneeesoee -158,801 81,223 147,396 685,905 1,530,880 2,006,147 
Total Cars, Trucks, en 
Canada sescesesesssecesnees 9,755 6,664 7,304 40,296 105,506 118,343 
Grand Total, c i 
Cars and Trucks, 
U. 8. and Canada .168,556 87,887 155,200 726,201 1,636,386 2,124,990 





"Revised 


*Misceliancous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 


“Autocar, Freightliner, Reo and Sterling 
Mack totals. 


NB. All U. S. totals include cars and trucks for military orders. 


are included in White totals; Brockway in 


Repeat Sales Seen as Goal 
Of GM Service Program 


(Continued from Page 59) 


are fully aware of this need for 
better service. Since 1953, the cor- 
Peration has established 30 com- 
pletely equipped and staffed GM 
training centers across the country 
where more than half a million GM 
dealer mechanics have been trained 
in skills essential to serve better 
the owners of GM cars and trucks.” 


Gordon said that this reservoir 





Warranty Firms 


Warned by N.H. 


CONCORD, N. H.—All companies 
Selling used-car warranties in New 
Hampshire have been ordered by 
the state insurance department to 
either operate as insurance firms 
or cease doing business in this 
state. 

The order came on the heels of 
an investigation demanded by Gov. 
Wesley Powell after a Manchester 
newspaper with statewide circula- 
tion had disclosed many instances 
where used-car buyers who pur- 
chased one-year “warranties” for 
$50 were unable to get satisfactory 
action on their claims. 

Asst. Atty.-Gen. Elmer T, Bour- 
que, who conducted the investiga- 
tion, reported he had found some 
evidence that companies were 
“welching” on claims. 


of trained technicians, using re- 
placement parts approved by the 
engineers responsible for designing 
and building GM cars and trucks, 
makes the Guardian Maintenance 
program possible. 

Gordon further explained that 
the new program will supplement 
the corporation’s owner protection 
policy. This policy, which outlines 
factory-recommended maintenance 
operations for the first 12,000 miles, 
already has resulted in a better 
understanding by owners of how 
best to protect their investment, he 
said. 





“Our dealers always have 
placed great emphasis upon qual- 
ity maintenance work and have 
invested large sums of money in 
special equipment to make better 
use of the skills of their factory- 
trained mechanics,” he added. 

“It is our firm belief,” Gordon 
said, “that the Guardian Mainte- 
nance program will further 
strengthen the partnership between 
the customer and GM dealer, By 








informing the owner of the quality 
workmanship available at all deal- 
erships, we feel the program will 
help owners retain the high per- 
formance built into GM cars at the 
factory.” 
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Trucks Hit ’°59 High 





Weekly Car Output 
Up in Most Lines 


(Continued 


of last Saturday, Pontiac had 
turned out 121,408 cars to Olds- 

mobile’s 120,297 units. 

Ford division, working five of its 
car-assembly plants on Saturday to 
help make up for the loss of as- 
semblies at its Los Angeles plant, 
| advanced from 27,669 units a week 
| earlier to an estimated 29,450 units 
jlast week. 

Los Angeles Ford was undergoing 
changes to build Ford and Mercury 
cars, It will replace the Long 
Beach facilities which were closed 
two weeks ago. The Los Angeles 
| plant is scheduled to begin assem- 
| bly of cars today (Apr. 6). 

* = oa 

} BREAKDOWN of other Ford 
Motor operations showed Mer- 
}eury, also idle at Los Angeles, up 
|from 1,954 assemblies a week 
earlier to an estimated 2,685 units 
|\last week; Edsel up from 883 to 
| 890 units; Lincoln up from 556 to 
620, and Thunderbird up from 1,254 
to 1,385. 

In the Chrysler Corp. upsurge, 
Plymouth climbed from 12,338 to 
| 14,200 assemblies; Dodge from 4,- 
566 to 4,900; Chrysler from 1,905 


to 2,150 assemblies; DeSoto from 
1,564 to 1,650, and Imperial 475 
to 500. 

Canadian manufacturers turned 
out an estimated 9,755 vehicles in a 
five-day period last week, compared 
with 7,804 cars and trucks a week 
| earlier, when the industry worked 
jonly four days. A year ago last 
| week, the Canadian auto industry 


NADA Expecting 
250 for Special 


‘European Tours 


WASHINGTON. — At least 250 
dealers and their wives are ex- 
pected to join NADA-sponsored 
| tours of Europe this summer, ac- 
| cording to C. Ed Flandro, chairman 
|of NADA’s International Relations 
Committee. 
| He said about 200 dealers had 
|indicated an interest in attending 
the annual Congress of the Interna- 
tional Office of Motor Trades and 
Repair in Copenhagen Sept. 2-4. 

In addition to the Copenhagen 
session, he added, NADA also is 
arranging meetings in key Euro- 
pean cities among American and 
European dealers and manufactur- 
ers. 

There will be five special tours 
arranged by American Express Co., 
he said. The first will leave New 
York by air Aug. 6 and includes 
visits to London, Paris, Rome, Bern 
and Copenhagen. The return date is 
Sept, 6. 

The second tour (Aug. 25-Sept. 
17) includes stops in London, Am- 
| sterdam, Copenhagen, Munich, 
Innsbruck, Bern, Rome and Paris. 

The third and longest tour (Aug. 
11-Sept. 18) will take visitors to 
Paris, Nice, Monaco, Rome, Flor- 
ence, Pisa, 
Bern, Copenhagen, Hamburg, 
Frankfurt, Brussels and London. 


The fourth tour (Aug. 24-Sept. 
16) is designed for those who have 
been to Europe before and will in- 
clude visits to Paris, Lucerne, Wies- 
baden, Copenhagen, Stockholm, 
Oslo, Bergen, Edinburgh and Lon- 
don. 

The fifth (Aug. 19-Sept. 22) is for 
those who do not wish to travel by 
air and will visit London, Paris, 
Copenhagen, Frankfurt, Bern, 
Rome and Montreux, Switzerland. 


Utah Pair Fined 
For Illegal Deals 


SALT LAKE CITY.—Two non- 
franchised Provo dealers have been 
fined $75 each in District Court 
after conviction on charges of rep- 











resenting vehicles as new, 

They are Sherman Hill, operator 
of Sherm’s Auto Sales, and Gordon 
Orton, operator of Sun Auto Sales 
with lots in Provo and Fillmore. 


Venice, Milan, Como, | 
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duction to an estimated 40,500 
units. Output of ’59 model Ramblers 
stood at 206,740 units at the end 
of March, which is higher than for 
any full year in AMC history, ac- 
cording to E, W. Bernitt, automo- 
tive operations vice-president. 

The 100,156 cars built in March 
by Chrysler Corp. marked the first 
time since August, 1957, that car 
assemblies surpassed the 100,000 
mark in any one. month, 

* * 


HE 17,937 Studebakers assem- 
bled in March also marked a 
| five-year high for car output at 
that company. The Lark model ac- 
counted for 93 percent of its March 
production. 

General Motors and Ford Mo- 
tor produced 266,382 and 156,042 
cars respectively last month. Both 
totals fell below January highs, 
but rose above the 256,463 and 

| 148,892 cars assembled respec- 
tively during February. 

The industry's 576,085 car assem- 
blies in March compared with 478,- 
484 units in February and 545,757 
assemblies in January. 

Commercial-car makers also hit 
a new high for the year in March 
with an output of 109,820 trucks. 
That compared with 100,160 in 
February and 98,502 units in Jan- 


uary. 





from Page 1) 


turned out 6,664 cars and trucks. | 


—Martin L. WHITMYER 
ca a * 


576,000 Cars in March 


|\Mark Peak for Year 


a record-breaking} 
month by Rambler and a two- 
|year high for car output at Chry- 
| sler Corp. helped push car assem- 
| blies for March to the year’s peak 
of 576,085 units. 
Rambler, with its American 
accounting for 8,402 units, turned 
out 35,568 cars in March to top 
its former high of 34,316 assem- 
| blies in January. American as- 
| semblies in March compared 
with 2,658 units during the same 
month of 1958. 

And another record is on tap for 
April with the announcement that 
AMC will boost its Rambler pro- 














| 





~ TRI-EX REFINED 
~ Wolfs Head Oil 


mngy 
Cuikiem “geet 


Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’s HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 
HEAD, “finest of the fine” premium motor oils. 
Wo LF’s HEAD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule . . . Tri-Ex refined 
three extra steps for truly superior performance... 
and Scientifically Fortified for complete protection. 
With WoLF’s HEAD you can keep your 

customers coming back. WOLF’S 
HEAD commands distinctive cus- 
tomer loyalty the world over. 
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the GMC 130-horsepower, six- 
cylinder engine. 


But before I get into that, let me 
explain about the road-shock 
damper. It is a sealed steel cylin- 
der containing a heavy weight in 
the center and coiled springs top 
and bottom. 


It is a patented accessory and 
cannot be repaired, but I can’t see 
how it would ever need anything 
unless it was in a wreck. 

These cylinders, one for each 
front wheel, are bolted in a vertical 
position at each front wheel on 
four bolts attaching the backing 
plate and steering arm to steering 
knuckle. The weight is free to vi- 
brate vertically on guides inside 
the tube. 


Vibrations Smoothed Out 
— the front wheels start 
bobbing up and down in the 
way most pickups with a straight 
axle do, these weights start push- 
ing down and it effectively damp- 
ens or smooths out these front-end 
vibrations when on a rough road. 

These dampers can be installed 
on vehicles in the field as well as 
obtained as optional equipment on 
new trucks, They give a new sta- 
bility to the front wheels especially 
under load when on rough ground. 
The damper is nonadjustable and 
requires no service, lubrication or 
other care. Once tried, you'll 
want it. 

So we started back with our 
load of rock and dirt. I had 
visions of changing gears on 
every hill because past experi- 
ence had taught me that a 130- 
horsepower six just wouldn’t 
make it in high. 

Don’t sell this GMC 270 engine 
short, because it is a joy with a 


The Man Behind the Wheel . 


Sales Testing GMC Pickup 


(Continued from Page 61) 





Olds Announces 


Eight Changes 
In Sales Staff 


sales department and four shifts 
in the field organization were an- 





ert Pansa, formerly Boston assist- 
ant zone manager, will take over | 
Aldred’s post at Oldsmobile’s home | 













































load. Using regular gas it proved 
to be a thoroughbred truck engine. 

To call it a lugger is the wrong 
word because it wouldn’t let you 
lug it, Instead of slowing down as 
it ascended a hill, it took the bit 
in its teeth and made all of them 
at 50 mph. or better without a 


ping or a sigh. i 
Comfort and Utility 


was a new experience for 

me because the last sixes I 
drove would pull down for a gear 
change halfway up—but not this 
six, Halfway up it’s just hitting its 

stride. 

As a result I drove it all the 
the way home with its capacity 
load — I say capacity advisedly 
because the load was only 


= = 
Obituaries 
W. F. Armstrong 

DETROIT.—W. F. Armstrong, 70, a 
retired General Motors vice-president and 
Chevrolet general manager, died March 27. 
Mr. Armstrong was with Remy Electric 
Co. when it became part of GM. He moved 
to Oldsmobile in 1925 and became assistant 
to Charlies E. Wilson, then a GM vice- 
president, in 1930. He went to Frigidaire 
division in 1932, and left GM in 1937 to 
become vice-president of Nash-Kelvinator. 
In 1943, Mr. Armstrong rejoined GM as 
assistant to Albert Bradley, then executive 
vice-president. He was elected a GM vice- 
president in 1944 and was Chevrolet gen- 
eral manager in 1948-49. 

- + * 


John R. Haselden 
LANCASTER, Ky.—John R. Haselden, 
85, an auto dealer until his retirement 
in 1937, died of a heart attack March 29. 
* * * 


Robert V. Schlenker 
KUTZTOWN, Pa.—Robert V. Schienker, 
71, founder and partner in this commu- 
nity’s only Ford agency, died here March 
27. He founded Schienker’s Inc. 41 years 
ago and had been president since. His 
. Harvey, a survivor, was his 
partner. 








Lee 8S. Herlong 
LEESBURG, Fila.—Lee 8. Herlong, 51, 
secretary-treasurer and manager of Her- 
long Lincoln-Mercury Motors, Inc., died 
suddenly of a heart fe March 28. 
» 


John F, Giles Jr. 
DALLAS.—John F. Giles jr., 62, retired 
Lincoin- ry district sales manager, 
died 27. A lifelong Dallas resident, 
Mr. Giles joined Ford water in 1915. 
* * 


Charles F, Barth 
FLINT.—Charles F. Barth, retired vice- 
















Chevrolet, ion increased from 

to 5,000 cars per day. He retired in 1931. 
Mr. Barth was active in civic affairs and 
was the founder of the Flint Community 





slightly over the factory recom- 
mendation and I know as well as 
the next guy that the owners 
load ’em until the Plimsoll line 
is out of sight—all the way home 
without having to shift down. 
And when you come up through 
Fredericktown to Rolla, you'll 
find some pretty good hills. 
Small wonder that more people 
are buying pickups for second cars 
when the possibilities for use are 
almost endless, to say nothing of 
those who live in the seat of a 
pickup on their regular jobs. 
And there’s something about the 
big and roomy pickup seat that 
gives you a good safe feeling on the 
highway—and pickups are comfort- 
able vehicles. 





LANSING. — Four administrative 
changes within the Oldsmobile 


nounced last 
week by V. H. 
Sutherlen, general 
sales manager. 
Russell E. Al- 
dred, formerly 
national business 
management 
manager, has 
been appointed 
administrative as- 
sistant to the 
general sales 
manager. O. Rob- 


R. E. Aldred 


office in Lansing. 


Burton E. Green, formerly Buf-| 


falo zone manager, has been ap- 









R. R. Neville 
pointed Oldsmobile sales budget 
manager, succeeding E. R. Pierson, 
who has been put on special as- 
signment. 

Edwin A. Stanley, formerly 
Pittsburgh zone manager, has been 
named product 


R. D. Burger 





F. C. MeDonald 


and will be responsible for customer 
driveaway program, the administra- 


L. L. Holland 


delivery manager | 


HELP WANTED 





shop staffed with twenty mechanics and 
shop foreman on each shift. Service sales 


will commensurate with experience and 
ability. Write Box 273, c/o Automotive 
News, Detroit 7. 








ALES MANAGER, Assistant General 
Manager for exclusive General Motors 
dealership in large midwestern city. Must 
be young, aggressive and thoroughly ex- 
perienced in developing and 
salesmen. 750 to 900 car potential. This 
is a real opportunity for the right man. 


background and recent photo in first 
letter. Replies strictly confidential. Box 
299, c/o Automotive News, Detroit 7. 


SOMEWHERE there is a capable, experi- 
enced young man of sound character, 
with some money, who would like to 
come into a corporation with an old 
timer who has operated honorably in 
the same location for thirty years—and 
made money all but three of those years 
Presently needs aggressive management 
Downtown location with fine facilities; 
average volume past ten years over three 
million per year. Could buy part or all 





ings upon proof of ability 
Ideal living conditions in 


to manage 
one of 
I would 


of course, investigate me as 





him, though I am easy to deal with 

Box 307, c/o Automotive News, De- 

troit 7. ih 
WANTED: Used car manager and two 


thoroughly experienced salesmen for 
large, well stocked and equipped lot. Also 
one Cadillac and one Pontiac career type 
representatives for main dealership. All 
are excellent salary and bonus positions 





IT HAS BEEN DONE! Profitable sideline 
for salesmen calling on franchised dealers 
—Mufflers guaranteed two years. Heavy 
duty mufflers guaranteed to buyer for 
two years or as long as he owns car 
Guarantee covers mechanical defects 
either in workmanship or material as 
well as rusting-through, blowouts and 
similar failures, but does not cover dam- 
age due to accident or improper instalia- 
tion. Guarantee given because shell 
(seamless steel tubing and ends) are 16 
gauge steel. (We have answered the 
question of the motorist, ‘“‘When is some- 
one going to make mufflers of heavy 
enough steel to last a few years?’’) 
Priced no higher than non-guaranteed 
brands. 10% commission on jobbers net. 
Box 308, c/o Automotive News, De- 
troit 7. 


EXPERIENCED BOOKKEEPER for fast 
growing Florida Mercury-Lincoln-Edsel- 
Studebaker dealer. Prefer older man of 
unquestioned integrity who is looking 
for pleasant work at a leisurely pace 
in the heart of the northwest Florida 
resort area. Congenial co-workers, won- 
derful climate, unsurpassed fishing, boat- 
ing and swimming. The opportunity of 
a lifetime for the right man. Send com- 
plete resume including references to 
Box 5698, Pensacola, Florida. 

FORD DEALER in southeast Texas needs 
a sales manager. and also a parts man- 
ager. Must be experienced. Potential 360 
new units. Fine earnings for right men 
who can get the job done. Population 
forty thousand. Box 309, c/o Automotive 
News, Detroit 7. 


ONE OF THE MAJOR AUTOMOBILE 
MANUFACTURERS has an immediate 
opening for a man with general man- 
agement experience and background. 
This man must be able to take over a 











complete dealership operation with full 
authority to operate all departments. 
Must be able to furnish excellent refer- 
ences with proven success in past years. 
A thorough knowledge of every depart- 
ment is essential. Must be familiar with 
financial statements and business man- 
agement. Excellent compensation plan 
with many additional benefits. Box 310, 
c/o Automotive News, Detroit 7. 


tion garage, Oldsmobile’s fleet of | SERVICE MANAGER—complete direction 


company cars and all new-car de- 
liveries to employes. 

In Oldsmobile’s field organiza- 
tion, Francis C. McDonald, for- 
merly Los Angeles zone manager, 
has been appointed Pittsburgh zone 
manager, and Leo L. Holland, for- 
merly Dallas zone manager, has 
been named Los Angeles zone man- 
ager. 

Robert Neville, formerly Los 
Angeles assistant zone manager, 
has been promoted to Dallas zone 
manager. Robert D. Burger, for- 
merly Detroit assistant zone man- 
ager, has been appointed Buffalo 
zone manager to fill the post va- 
cated by Green’s appointment as 
sales budget manager. 


Sales Tax Up to 4 Pet. 


In Washington State 

OLYMPIA, Wash.—Washington’s 
new 4 percent sales tax went into 
effect Apr. 1. The previous rate was 
3.3 percent. Purchases of 13 cents 
or less are tax-free under the new 
schedule. 





and supervision of service, body and 
parts departments in a 300 car and 
truck VW deal. Volkswagen experience 
desirable but not mandatory. Write for 
interview giving complete qualifications, 
experience, schooling and background. 
Rubini Imported Motors, Inc., 5874 Dorr 
St., Toledo 7, Ohio. 


NEEDED—DYNAMIC SALES MANAGER. 
Excellent opportunity for sales manager 
who is a terrific closer. Our salesmen not 
allowed to close deals. Qualifications: 30- 
45 years of age, good personal habits, 
sober. Must be powerful closer. Our firm 
in business 16 years, very prosperous, 
handling Dodge-Plymouth, Renault and 
Peugeot. Starting salary $10,400 plus 
bonus. Write resume of experience to: 
430 Montgomery Street, Savannah, 
Georgia. Attention Melvin Karp. Tele- 
phone: ADams 6-6121. 








EXPERIENCED AUTOMOBILE SALES- 


SALESMEN 
cosTs”’ 


MAN capable of moving into job of sales 
manager in triple line Chrysler product 
dealership in eastern Nebraska county 
seat town of 10,000—good industrial and 
agricultural area. Here is a chance to 
make good money with a straight salary 
and commission commensurate with your 
ability, Our employes know of this ad. 
Write Box 305, c/o Automotive News, 
Detroit 7. 


to sell the book “AUTO 
which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks. Huge demand, High com- 
missions—No territory restrictions, Auto 
Costs, Box 224, New York 1, N. Y. 


Contact: R. T. Sendell of Sendell Mo- | 
tors, Inc., 33 East Pittsburgh St., 
Greensburg, Pa. (30 miles east of Pitts- 
burgh). 


AUTOMOTIVE NEWS, APRIL 6, 1959 


SERVICE MANAGER for truck dealership | GeneERAL 
in Chicago area. Must be able to manage | 


in excess of $20,000.00 monthly. Salary | 


training | 


Salary and bonus open. Submit complete | 


of the stock out of part of net earn-| 


| 
the | 
best cities in New York state. He would, | 


POSITION WANTED 


phases dealership operation. Can take 
full responsibility immediately. 


Desire change witiu possibility of even- 
tual buy-in. Box 302, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER—late 30s, aggres- 
sive, reliable. Can assume overall re- 
sponsibility immediately all phases deal- 
ership operation incuding new-used car 
and truck sales, parts, service, cost 
control, personnel training. Ten years’ 
Ford and Chevrolet experience, 400-3,000 
volume. Prefer midwest other areas 
considered. Would like eventual buy-in 
opportunity. Box 327, c/o Automotive 
News, Detroit 7 


In- 
terested 


Completely qualified in all phases 
dealership management. If you have need 
of a man who can increase sales, cut 
reconditioning cost, organize an efficient 
service department and run your dealer- 
ship to make money on a sound basis, 
I would like to talk to you. My ability 
and character will pass the acid test 
Box 328, c/o Automotive News, Detroit 7. 

ACCOUNTANT-OFFICE MANAGER; for- 
mer secretary-treasurer dealer financed 
operation Available on short notice, 
will move. H. R. Pond, 1413 N. Biair, 
Royal Oak, Michigan 


SALES MAN- 


AGER. Aggressive producer with 10 
years’ experience in all phases of Ford 
dealership operation. Guaranteed profit 

| fresults. Would consider buy-in agree- 
ment. Age 34, family man. Excellent 
references. Presently employed. Box 311, 
c/o Automotive News, Detroit 7 

| ACCOUNTANT-BOOKKEEPER, age 31, 
married, ten years’ GM experience—de- 
sires midwest position. Box 312, c/o 
Automotive News, Detroit 7 

PARTS MANAGER: Experienced in Lin- 
coln, Mercury and Ford. Familiar with 
all phases of dealership operation. Spe- 
cialize in high volume wholesale mer- 


also consider distribu- 
good line for state of 


chandising. Will 
torship for any 


Indiana. Reason for this ad—<dealership 
sold. R. E. (Dick) Munz, 810 N. College 
St.. Indianapolis, Indiana. MElrose 7- 


5415 
WORKING SERVICE FOREMAN, middie 





aged, sober, white. Thoroughly experi- 
enced. Central state. Box 313, c/o Auto- 
motive News, Detroit 7 


FORD PARTS MANAGER wishes to re- 


locate. 20 years’ experience managing 
large parts departments. References from 
all former employers and from Ford Mo- 
tor Company branches under which I 
worked. Interested in south, southeast 
and southwest regions. Box 314, ¢/o 
Automotive News, Detroit 7 


PRESENTLY EMPLOYED USED CAR 
MANAGER—Experienced in retail and 
wholesale marketing. desires position 
with aggressive and growing dealership 
Excellent references as to character and 
ability for this position will be furnished 
to prospective employer. Box 315, c/o 
Automotive News, Detroit 7 

SALES MANAGER-GENERAL MANAGER 

Young, successful, married man with 
no bad habits, have had 13 years’ of 
success at same dealership covering all 
phases of operation. Having definite goals 


MANAGER — Experienced all | 


Now | 
profitably managing deal in competitive 
area selling 70 new 100 used per month. | 


in dealership with 400 to 500/| 
new and 800 to 1,200 used cars per year. | 
of | 


and objectives in life, I have now 
reached top at present position (sales | 
manager), and am looking for a more/ 


challenging job with a future, 
buying-in now or at future date. Am 
especially adapted to truck and feet 
sales. Am not interested 
dazzie deal, 
organization that has profit per unit in 
mind. I believe I can be of help and 
assistance to someone—is it you? Prefer 
Chevrolet. Box 324, c/o Automotive 
News, Detroit 7. 


OFFICE MANAGER, 10 years’ GM deal- 
ership experience, volume dealer in 
metropolitan area. Available immediately 
due to change in management. Single. 
Excellent references. Box 325, c/o Auto- 
motive News, Detroit 7. 


MANUFACTURERS’ REPS. WANTED 


LEADING MANUFACTURER of wet and 
dry type storage batteries now setting up 
to sell through manufacturer’s agents. 
Many territories available. Give complete 
resume first letter. Box 316, c/o Auto- 
motive News, Detroit 7. 


possibly 











BUSINESS OPPORTUNITIES 


AVAILABLE SOUTHERN CALIFORNIA, 
Los Angeles area, successful used car— 
finance—insurance business. Inadequate 
working capital necessitates efther sell- 
ing business or permitting buy-in. Busi- 
ness profitable selling and financing low 
price cars. Records of past performance 
available. Box 306, c/o Automotive News, 
Detroit 7, 


Reteninitininisionmententeesdemniaeninieanane eee 


CALIFORNIA 
OPPORTUNITY 


30 Year Old Parts Jobber-Service Business 

ern, completely wipped 8,000 sq. ft. 
store-shop, ideal location, 50,000 pop., ex- 
panding Monterey county seat. Top lines, po- 
tential sales $300,000+ within year for experi- 
enced parts wholesaler, $25, cash, balance 
terms. Realistically priced for prompt ac- 
tion by qualified buyer. Reply airmail Box 
321, ¢/o Automotive News, Detroit 7. 











in a razzie| 
but hard working, honest | 





























BUSINESS OPPORTUNITIES 


PROFITS 


| Through Leasing 
| WELINLEASE 


| A unique profit plan enabling you to acquire, 
|on a yearly lease basis, any number of new 
| 26-foot steel fishing cruisers to establish ¢ 
boat rental agency under ur ownership, 
Requirements are good credit and modes} 
monthly lease payments. WELINLEASE pian 
allows substantial profits with no initial capi- 
tal investment. For details, write or tele 


hone: 
e WELIN DAVIT AND BOAT 
500 Market Street 
Perth Amboy, New Jersey 
VAlley 6-4800 








DEALERSHIPS AVAILABLE 


IEALERSHIPS AVAILABLE with a non- 
competitive TE RRA MARINA mobile 
houseboat—combination boat cruiser, 
house trailer—steel hull, aluminum cabin, 
toilet, kitchen, three open sun decks, 
One person operation. Sleeps four in 
luxury. Only $2,495 retail F.O.B, Texag 
less liberal dealer discount, Enjoy the 
additional profits that are in boat sales, 
Your regular finance company will give 
wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 


FOR SALE—With American Motors ap- 
proval, dealership handling Ram bier. 
Good location and good potential, within 
80 mile radius of Greensboro, North 

| Carolina. Box 303, c/o Automotive News, 

Detroit 7 


DEALERS NOW BEING APPOINTED in 
Georgia-South Carolina for the new 1959 
LLOYD ALEXANDER TS. Retail $1,- 
497.00 P.O.E. Amazing value—traditional 
German quality. Contact Clark Lyndon, 
J. C. Lewis Imports, Inc., P. O. Box 
1318, Savannah, Georgia. Phone: ADams 
4-4421 


| DEALERSHIP HANDLING RAMBLER is 


central Illinois. Long established dealer- 
ship, owner in business here since 1926 
Good sales, excellent service business and 
facilities. Lease building, purchase parts 
and equipment at net. No used cars. 
Owner forced to retire due to health. Box 
317, c/o Automotive News, Detroit 7. 


| GOING BUSINESS handling Dodge-Piym- 
i 


outh-Dodge job rated trucks. One of the 
larger points in the Dakotas. Same owner 
since 1937. Building available complete 
with all modern equipment. Large fenced 
lot. Trade territory covers large, pros- 
perous farm and ranch area. Box 3158, 
c/o Automotive News, Detroit 7 


DEALERSHIP WANTED 


WANTED: General Motors dealership, 
Cadillac with Olds or Chevrolet pre- 
ferred, in Florida or Arizona. Box 304, 
c/o Automotive News, Detroit 7. 


EXTREMELY INTERESTED in Chevrolet 
or General Motors, dual franchise south 
or southwest. 150 to 200 car potential. 
Factory approval assured. Box 319, c/o 
Automotive News, Detroit 7 








DEALERSHIP WANTED—Ford or Chev- 
rolet—New Jersey, New York or Con- 
necticut area, 300 or more new car po- 
tential. Factory approval assured. Box 
326, c/o Automotive News, Detroit 7. 

- DEALER SERVICES — 

STOP LOSING NEW CAR SALES! Dis- 

cover how much your competitors’ cars 


really cost. The book, “AUTO COSTS,"’ 
gives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide. Order your ‘59 edition today for 
only $10-— three year subscription $18 
(including all supplements). AUTO 
~—? Box 224, Dept. 3Z, New York 
1, N. Y. 


Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . . . because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 

refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in world, at low, 
Senceeinn rates, for officers and non- 
commissioned officers of pay grades E5 
and above - on @ simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 

Dept. D, P. O. Box 2166, 800 Broadw 
San Antonio, Texas—Telephone CApitol 6-268! 
“Worldwide Financing for Military Personnel’ 

(USAA Insurance available 
to qualified officers) 











Air Force Cadets 


Ne Down Payment 
36 Months to Pay 
low Bank Rates 
We handle ali branches of the service, tech. 


sgts. and officers, No dealer liability. Car 
may be taken overseas. 


Write, Wire or Phone 
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HAVE THIS UNIVERSAL PROB- 
? Not able to hire, train and keep 
new ‘salesmen? Big turnover? We may 
the answer, at least we have a 
approach. No gimmicks, just a basic 
that has worked successfully. If 
need salesmen, write today for full 
wails. No obligation. Sales Associates, 
79, Washington, Missouri. 


WANTED 
1957 Continental Mark Ii 


with air conditioning. Must be 
absolutely like brand new. Price 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Tools 


fernitur e—Equipment—Machiner y— 
fer Buy/Sell Agreements, Annual Fiscal 
feports, Tax, Banking and Insurance 


and location no object. 


Contact: 
Buddy Angert 


LIVINGSTON FORD 
600 Rte. 10, Livingston, New Jersey 
Wyman 2-5200 


Write for free 
"Hidden Earning Power" booklet. 
TVE INVENTORY & APPRAISAL CO. 
1008 Freeland Ave. Detroit 27, Michigan 


Box 508 








WEbster 34465 CARS FOR SALE 
Cash in on 
profits now! 


VOLKSWAGENS 


Any model ¢« Any type 
Any year 


IMMEDIATE DELIVERY 


directly to your port of destina- 
tion. Choose your colors and 
models from large stocks al- 
ways available. 


Hi. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 


ad America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
gent sources, Writa for loss forms and 
mies on financed, leased, rented autos, 
mobile homes, tractors, trucks. Fast, daily 
service Cherry Point, Fort Bragg, Camp 

e, c. Wilmington and all of 
Carolinas. Nwweitg P. ©. Box 862 or phone 
# 2-2034, BR 5-3757, Greensboro, N. C. 











~ CARS WANTED — 


WANTED: Fords, Chevrolets and Pliym- 
gths, 6 eytnéer. 1955 and up. State low- We Supply 
@t price per unit. Beach Auto Service, | 
Pp. O. Box 4052, Columbia, South Caro- | English Manuals 
tina. : 7 ' 
Trade with America's 
EE TATE 


Largest and Most 
Reliable Volkswagen 
Organization 


KENT IMPORTS, 
INC. 


Small Cer Division, 
Sales and Service 
2911 35th Avenve, 


Long Island City 6, N. Y. 
EMpire 1-1690-1-2 


WANTED 
TO BUY 


SPORTS CARS 


Corvettes 
Thunderbirds 
Austin Healeys 
MGAs 
Triumphs 
Porsches 
Jaguars 


Top Dollar for clean cars. 
Call H. H. Willis 


ATLANTIC 
AUTO SALES 


Norfolk, Virginia 
JU 7-7711 


1959s 
Chevrolet, 
Oldsmobile, Ford, 
Cadillac 


Most models with mile- 
age up to 4,500. 


OLIN'S U DRIVE 
2830 N.E. 2nd Avenue 
Miami, Florida 
FRanklin 1-6591 





CARS FOR SALE 


For information 


DElaware 7-7272 

















VOLKSWAGENS 1959 


LOW PRICES 


immediate Delivery Out of Stock in Weekly Shipments 
To New York, Charleston and Jacksonville. 


DOW MOTORS, INC. 


44 W. 63rd St., New York City. Empire Hotel, Svite 128 
‘ JUdson 6-1950-1, 24 Hour Service 





PUBLIC SALE OF 
COMMONWEALTH OF PENN- 
SYLVANIA USED CARS 


YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 


Will be offered for sale on sealed bid basis monthly by the Department of 
Property and Supplies. 


General public and dealers are invited to bid. Invitations to bid listing cars 
and trucks, together with instructions to bidders, may be obtained by writing 
to: 


Ralph B. Manley, Jr., Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 





‘55 Stageway Chev. 








USED MERCEDES-BENZ 
Selected Ist class condition 
All models, 1951-1959 
220A Cabriolets our Specialty. 
Supply on hand. Tel.: NEwburgh 2248 


GLOBE AUTOMOTIVE IMPORTS, INC, 
Montgomery, New York 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 


power steering, radio, heater, padded 
dash and windshield ‘washers — Buicks, 
Olds and Cads with power brakes and 
whitewall tires— 


These are clean low mileage cars for 
sale in small lots—available for inspec- 
tion in heated inside storage at 9? 
Kinzie, Chicago. 


call, write or wire 


HERTZ RENT-A-CAR 
9 W. Kinzie 
Chicago, Illinois 
Don Miller 


Volkswagens 


TOD-O-CAR, INC. 
Immediate Delivery 


1959 sedans, convertibles, Karmann- 
Ghias, Micro Buses, 
All commercial models. 


On Hand at All Our 3 Locations 


1415 Haines St. 
Philadelphia 26, Pa. 
Phone: WAverly 7-3500 


Washington, D. C. 
Phone REpublic 7-7402 


Darlington, S$. C. 
Clanton’s Auto Auction 
Phone: L. D. 2 





Attention! 
Oldsmobile Dealer 


Established in 1949 


Owner Has Real Clean 1949 
98 Sedan 
e 


Will Sell to Highest Bidder! 


J. N. Stonebrakers Org. 


325 W. Colonial, Orlando, Fic. 








COACHES § sit: 
‘8 8 Stageway ‘Chev. Sta. Wag. 12 Pass. 
‘57 Stageway Chev. Carry-All _4 Pass. | 


Contact Roger K. Howsman 
STAGEWAY COACHES 


312 East 6th St., Cincinnati 2, Ohio 
PArkway 1-4880 


VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 


1959, "58 and ‘57 sedans, Ghias, 
Convertibles, Micro Buses. All 
commercial models. 


ALL CARS COMPLETELY 
AMERICANIZED 


Bank and trade references will 
be furnished. 

Rudi Arons, International Agen- 
cles G.M.B.H. Neue Rabenstrasse 
32, Hamburg 36, Germany. 


Cable Address: 
RARONS HAMBURG 








Spt. Cruiser 12 Pass. | 
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Immediate delivery direct shipments 


BENTON ENTERPRISES, INC. 
1860 Broadway, New York 23, N. Y. 





Driven only 3,000 to 4,000 miles. 
Fully equipped. Delivery arranged. 


MORSE AUTO RENTALS, INC. 


7726 N.E. 2nd Avenue, Miami 38, Florida 


CARS FOR SALE 


BLUE ® CHIP 


WHOLESALE 

300 1959 MODELS TOW-PILOT 
CHEVROLETS-FORDS-BUICKS WITH LUBRICATED 
OLDSMOBILES-CADILLACS 


AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.O.B. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW -. GUIDE 


With Universal Swivel 
Action 


Hook-Up 
-O.8, Factory Net) 


Plaza 7-2425 


VOLKSWAGENS 


Sedans, Ghias, Buses 
AMERICAN MODELS 


Four Clam 
DEALERS’ SPECIAL f 


.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 


to NEW YORK, JACKSONVILLE, 
HOUSTON 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 


Phone: Circle 5-0630 
Texas Division: P. O. Box 578, 
Houston, Texas, CApital 7-5260. 











1954 GMC Tractor with ramp built over 
tractor—Trailer and tractor equipped to carry 
seven (7) foreign cars—Practically new tires 
all way around—Tractor and trailer in ex- 
cellent condition—Meets all 1.C.C. 
tions—Priced to sell—Call or Write: 


SOUTHERN MOTOR IMPORTS, INC. 





Since 1939" 
Canadian Distributors 


FIVE WHEELS, LTD. 


599 Y 
Toronto, 


TRUCKS FOR SALE 





MOTOR CARRIER 
FOR SALE 


1959 PRICEMASTER 


American cars, three trucks, 
reguia- |—plus all optional accessories — Shows 
subscription Scent 5% discount for ca 
with order, All supplements 


NOT SOLD TO 
ORDER YOURS TODAYII!! 








K-B SALES CO., INC. 
FS SRR NRE SSE ee or Dept. D-1, 924 lith Street 
ROCK ISLAND, ILLINOIS 
PARTS FOR SALE 
SIMCA PARTS — 35% OFF Simca Parts 
Book list. All orders shipped C.0.D, day DECAL TRANSFERS 
received. Box 322, a/o Automotive News, | TRUCK DECALS; no charge for sketch; 
Detroit 7. durable. brilliant colors, Write —— : 
LLOYD PARTS—Orders shipped promptiy.| les. Allied Decals, Inc., 8356 Hough, 
Al Lioyd Motors, Inc., Fort Lauderdale, Cleveland 3. Ohio. 
Florida. Attention Dan Smith. MAILING LISTS 
DEALERS MAILING LIST—Ford, Chev- 


We specialize in new, obsolete, genuine Ford | 
jand Mercury parts. Prescott ‘Salvage Com- 
| Deny. Prescott, Arkansas. 


1928 BUICK—like new, excellent condition, 
Brand new engines, radiator cores and 56,000 actual miles, original paint, new 
many other ports. tires. Write P. O. Box 668, Anniston, 
Alabama. 








po--------- 











rolet, Piymouth, 


Ford and Mercury 


mobile, Pontiac, Buick dealers. 





P rts national list. April, 1959 checked. On 
a addressed labels, 35M, $14 per M. Box 
, Genuine, Year 1940-53 323, c/o Automotive News, Detroit 7. 

50% - 75% Discount. WILL _BUY—LEASING 


East of the Mississippi preferred 


320, c/o Automotive News, Detroit 7. 





economical high-resale product. 





P A Rg T y anxious to buy your leases on qualified 
credits in all eleven western states. Write 
to: Ridgway, Courtesy Credit, 2838 N. 
At a Tremendous Savings E. Sandy, Portland 12, Oregon. 
for ANTIQUE CARS FOR SALE 


DODGE, PLYMOUTH & DESOTO 
CARS AND DODGE TRUCKS 


condition—Can be easily restored. 


Swope Motor Company, 
Kentucky. 


Write or call us—regardiess of year 


GRO-PAR MOTOR PARTS CORP. 
309-313 Central Ave., Newark, N. J. 
Phone: HU 2-0200 


PARTS WANTED 





ate orders to: 
Anderson Ave., Cliffside, N. J. 
| WHitney 3-6666. 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


Wao 6 6ee wn cithatseuwdgdenes ddncesdss 68 eadeuekaesséenn beeen 

Sheed PNG. 5. occ ns 060006 6b0banen te etbecsorenaee Zone No....... ee 

GOs hv ncccdcpncen onccubnscanedshnabasieneeneaas State......... eecccee 

TRADE CONNECTION: 
Car Dealer [) Truck Dealer [] Manufacturer [) 
Jobber [) Insurance [) Financial [) Supplier 1] 

Make Of Car. .ccccccccccceddecccce eocvsserescos Oe ccveecesescecepace 
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The encyclopedia of dealer cost prices of all 
25 foreign — ; 
q 

Standard Equipment for All Models—Year' rly : 
; 
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free. DEALERS 
AND AUTOMOTIVE. AFFILIATES ONLY — 
THE GENERAL PUBLIC. 





DeSoto, Chrysler, Olds- 
Complete 


WE WOULD LIKE TO PURCHASE large 
or small car leases or leasing — 
x 


MR. RAMBLER DEALER: Don't pass the 
opportunity at your door in leasing your 
We are 


1925 DODGE four-door in good running 
$200. 
Winchester, 


| WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
ears and trucks. Send lists for immedi- 
Jack’s Auto Parts, 606 
Phone: 
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“Mr. INTERNATIONAL” 





helps dealers move in on the market 


He’s the District Manager, showing INTERNATIONAL 
Truck dealers the way to greater market penetration 
by analyzing data and interpreting sales trends and 
how to realize the maximum profits on sales. ».. 

He’s the Assistant District Manager, pointing out 
sales features on individual truck models and broad- 
ening dealers’ product knowledge of the complete 
INTERNATIONAL Truck line. 


He’s the District Credit Manager, helping dealers 
work out arrangements that can close sales and 
arrive at profitable solutions to business problems. 


“Best deal in the truck business. . 


“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 


This is INTERNATIONAL HARVESTER’S plan of assist- 
ance. If you’re interested in working with an organi- 
zation like this, selling the world’s most complete line 
of trucks, an INTERNATIONAL franchise may be 
available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 





INTERNATIONAL TRUCKS HH. 





